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Counter display at the Willis Pharmacy, Detroit, Michigan 





SOLD 


NO NEED to tell the Willis Pharmacy 
of Detroit that national advertising 
and window display sell Eveready 
Flashlights. They write us that their 
flashlight customers are sold before 
they come into the store. 

Eveready Display Units 04, 16 and 
71 are displayed also on a counter in- 
side so that the customer sees what he 
wants, picks out his favorite Eveready, 
and the sale is complete. These items 
certainly move fast and take up little 
selling time. 

The merchandising packages of six 
are easy to stock and display. The 
dealer can take on these fast-moving 
items with a small investment and 
gather in a nice profit without extra 
sales-effort. These units really do sell 
themselves. Ninety per cent of flash- 
light buyers find the Eveready that 
just suits them in these three deals. 
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Before They (ome Into The STORE 


National advertising in The Satur- 
day Evening Post and in practically 
every other class of consumer publica- 
tion has put the Eveready line first in 
consumer preference. Merchandising 
helps and display material supplied 
by the National Carbon Company, 
Inc., bring Eveready Flashlight cus- 
tomers into a store ready to buy. Write 
us today about the 04, 16 and 71 Ever- 
eady Display Units. 

NATIONAL CARBON COMPANY, Inc. 
New York 


Atlanta ras Kansas City 


San Francisco 





Unit of Union Carbide and Carbon Corporation 


EVEREADY 


FLASHLIGHTS 
&° BATTERIES 


-they sell faster 
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the radio industry. Last year, $20,- 
000,000 was spent in broadcasting, of 
which $4,000,000 went to the artists. 
The possible listening audience was 
30,000,000, with an average audience 
of possibly 20,000,000. 


It would take the ordinary theat- 
rical performance two years to play to 
such an audience. The average per- 
son would spend at theatre box of- 
fices $275 a year in order to hear 
the equivalent of what his radio set 
gives him. Figure the investment 
charge of your radio and the small 
operating expense and see where you 
get off in comparison to paying the 
theatres and the ticket scalping vul- 
tures for your entertainment. 


Under the auspices of St. Valen- 
tine there is considerable applesauce 
passed around. Much was_ heard 
around that season of television as if 
it were in the offing. It is coming, 
but a long way off yet—possibly four 
or five years. Heralding it too far 
in advance hurts business. 


Progress in any business depends 
on the quantity and quality of the 
thinking done by its management. 
The greatest handicaps that the busi- 
ness executive has to overcome are 
lack of information from  subordi- 
nates upon which to base a decision; 
excessive interruptions; unnecessary 
personal handling of routine opera- 
tions. 


Why are there so many Gyp stores 
in radio? How can they get by? The 
answer is because the manufacturer 
—the legitimate manufacturer—has 
thrown excessive distribution costs 
into the cost of his product. 
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“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


SIGNAL-IZE 


YOUR BUSINESS 




















“SIGNAL-IZE” means several 
things. First of all the definition 
is “To conserve time through 
prompt communication.” This 
applies to the user of “SIGNAL” 
code calling systems, fire alarm 
systems, relays, bells, horns, etc. 


To YOU jobbers and jobbers’ 
salesmen to “SIGNAL-IZE” your 
business is to sell SIGNAL equip- 
ment principally SIGNAL bells 
which are rapidly becoming stand- 
ard with large users of four to 
twelve inch gongs. 


WHY. YOU SHOULD WATCH 
THIS PAGE EVERY MONTH 


E have contracted for 

this page of THE JOB- 
BER’S SALESMAN for a 
year to run a serial story of 
why “SIGNAL-IZING” means 
a 33'% per cent profit to you 
and how simple it is for jobbers 
to earn such a magnificent 
profit in this day of ever nar- 
rowing margins. 


SIGNAL bells are built up 
to the highest possible standard 
of quality and yet are the last 
word in simplicity of construc- 
tion. A plan has been devised 
whereby the jobber is to be of 
prime importance in “SIG- 
NAL-IZING” industry and 
SIGNAL representatives in 
many cities are ready to work 
for and with you. 


RCHITECTS, engineers, contrac- 
tors and large users of SIG 
NALING equipment are fully alive 
to the merits of “SIGNAL-IZING.” 
Our magazine and direct mail ad- 
vertising is pyramiding interest in 
and acceptance of SIGNAL bells to 
astounding proportions and we are 
now ready to offer jobbers their 
share of the profit on this “stock- 
able” and salable item. 

During 1928 SIGNAL bells will 
be advertised in the following pub- 
lications: Electrical Record, Wiring 
for Profit, Architecture, Southern 
Architecture, Architectural Forum, 
Telephony, Telephone Engineering, 
McGraw-Hill Trade and Engineering 
Catalogs, Sweets’ Architectural and 
Engineering Catalogs, Thomas Regis 
ter and McRae’s and Hendrick’s 
Blue Book. This is to help you, so 


make the most of it. 


SIGNAL 


RIE BONS LEN MET IEE GS 8 ae ne 


n diee a ee Boo ake aie ee 








We are the 
originators 


: ee ENGINEERING & MFG. CO. 
oF Bell. - 49 SEVENTH AVE., NEW YORK,N.Y. 














GRAYBAR ELECTRIC CO., CHICAGO, ILL. 


A. V. Willett, Credit Mer. W. P. Hoagland, Central Dist. Mer. 


I N 1869, a modest but ambitious young 

telegraph operator by the name of Enos 
M. Barton organized with Elisha Gray a 
partnership known as Gray and Barton in 
Cleveland for the purpose of doing a gen- 
eral electrical business. The total capitaliza- 
tion was $5,000 equally divided between the 
two partners. Soon after this the business 
was moved to Chicago. 

The company soon became well known 
among the electrical pioneers. Buyers of 
electrical equipment began to look to it even 
for products which it did not make. ‘To 
meet this demand for products not of its 
own manufacture, the company bought 
goods of other makers and resold them to 
users and therein lies the beginning of the 
electrical jobbing business done by the Chi- 
cago branch of the Graybar Electric 
Company. 


B. S. Culp, Service Mgr. J. H. Gleason, Sales Mer. 


This firm of Gray and Barton was the 
predecessor of the Western Electric Manu- 
facturing Company which was organized in 
1872 and that in turn, was reorganized July 
18, 1881, as the Western Electric Company, 
an Illinois corporation. 

On January 1, 1926, the supply jobbing 
business of the Western Electric Company 
was separated from the other business of 
that company and organized as the Graybar 
Electric Company, so named in honor of the 
founders, Gray and Barton 

That is why it is possible to be 59 years 
in business although only two years old. 

This supply jobbing business in Chicago 
of the Western Electric Company and the 
Graybar Electric Company has been con- 
ducted from 500 South Clinton Street since 
1884. 
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It’s Easy to Remember 


—that good insulated wire and And Manson gives him a true 
good insulating tape are natural friction tape for the mechanical 
sales mates. They belong on the protection of the joint. 


same order, for your customer In friction tapes, of course, he 
cannot install a wiring circuit un- may prefer our “Dundee A” or 
til he has material to splice the “Dundee B.” They’re all in the 
joints. Okonite family and any member 
That gives you two sales with of this group can be counted on 
one signature. In fact, it gives 0 satisfy your customer and 
you three sales for he ought to hold his trade. 
buy both Okonite and Manson 
Tape. Okonite gives him a mois- 
ture proof insulation — 
just as lasting and as 
strong electrically as the 
insulation used at any 
other section of the wire. 




































/OONITE TAPE 7 a 


The Okonite Company 


The Okonite-Callender Cable 
Company, Inc. 


FACTORIES: PASSAIC, N. J. PATERSON, N. J. 
SALES OFFICES: NEW YORK CHICAGO PITTSBURGH 


ST. LOUIS ATLANTA BIRMINGHAM 
SAN FRANCISCO LOS ANGELES SEATTLE 
Pettingell-Andrews Co., Boston, Mass. 
Novelty Electric Co., Philadelphia, Pa. 

F. D. Lawrence Electric Co., Cincinnati, O. 
Canadian Representatives: 
Engineering Materials Limited 
Montreal 
Cuban Representatives: 

Victor G. Mendoza Co. 

Havana 
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SOLD THROUGH JOBBERS 


r eee is a story current in advertising circles of 
a national advertiser who had spent millions in 
placing just the name of his product before the 

public. Publications of small, select circulation were 

wont to go to him and solicit a part of his advertising 
appropriation. Invariably he would say to them—‘‘When 
you get 500,000 circulation I will go into your publica- 
tion and not before. I don’t care what the class of your 


readers may be. I want: quantity. I would pay one 
thousand dollars to put my ad on the hind quarters of a 
pig, if some one would prove to me that 500,000 people 
would see that pig.” 

Such is the power of advertising considered to be 
Just the repetition of a name in print, where many 
For 


worth. 
people will see it, is worth thousands, yes millions. 
in this day, without publicity you die. 





Abolite Reflector Co., The, Cleveland, O. 
Adler Mfg. Co., Louisville, Ky. 
A. G. Mfg. Co., Seattle, Wash. 


American Circular Loom Co., New York, 


my S. 
American Flyer Mfg. Co., Chicago, III. 
Appleton Elec. Co., Chicago, Ill. 
Armstrong Mfg. Co., Bridgeport, Conn. 
Arrow Elec. Co., The, Hartford, Conn. 
Audiola Radio Co., Chicago, Ill. 
Austin Co., The M. B., Chicago, Ill. 
Black & Decker Mfg. Co., Towson, Md. 
Bremmer Tully Mfg. Co., Chicago, IIL 
Bryant Elec. Co., The, Bridgeport, Conn. 
Central Flatiron Mfg. Co., Johnson City, 
nN. = 


Chase-Shawmut Co., The, Newburyport, 
Mass. 

Chicago Solder Co., Chicago, III. 

Cleartone Radio Co., The, Cincinnati, O. 

Columbia Metal Hose Works, Long Island 
City, N. Y. 

Columbus Handle & Tool Corp., Columbus, 
Ind. 

Couch Co., 
Mass. 

Delta Elec. Co., Marion, Ind. 

Diehl Mfg. Co., Elizabethport, N. J. 

Dossert & Co., New York, N. Y. 

Eastern Tube & Tools Co., Inc., Brooklyn, 
we: 

Electric Household Utilities Corp., Chi- 
cago, Ill. 

Elkhart Rubber Works, Elkhart, Ind. 

Ericson Mfg. Co., The, Cleveland, O. 

Erie Malleable Iron Co., Erie, Pa. 

Excel Elec. Co., Muncie, Ind. 

Federal Radio Corp., Buffalo, N. Y. 

Federal Steel Products Co., Newark, N. J. 

Frost, Herbert H., Elkhart, Ind. 

Fullman Mfg. Co., Latrobe, Pa. 

General Appliance Corp., San Francisco, 
Calif. 

Gleason-Tiebout Glass Co., Brooklyn, N. Y. 


Inc., S. H., Norfolk Downs, 





These Are the 
MANUFACTURERS 
Who Are 
BOOSTING YOU 




















Gillette-Vibber Co., The, 
Conn. 

Gray & Danielson Mfg. Co., 
vision, San Francisco, Calif. 

Hatheway & Co. New York, N. Y. 

Hemingray Glass Co., Muncie, Ind. 

Holfast Rubber Co., The, Atlanta, Ga. 

Holyoke Co., Inc., The, New York, N. Y. 

Hygrade Lamp Co., Salem, Mass. 

Illinois Elec. Porcelain Co., Macomb, IIL. 

Indiana Rubber & Insulated Wire Co., The, 
Jonesboro, Ind. 

International Resistance Co., Philadelphia, 
Pa. 

Johnson Fan & Blower Co., Chicago, IIl. 

Kayline Co., The, Cleveland, oO. 

Killark Elec. Mfg. Co., St. Louis, Mo. 

~~ Engineering Corp., New York, 

McGill Mfg. Co., Valparaiso, Ind. 

McKay Co., New York, N. Y. 

Metal Specialties Mfg. Co., Chicago, III. 

Metal Ware Corp., Chicago, II. 

— Metal Products Co., Muncie, 
Ind. 

Multi Electrical Mfg. Co., Chicago, Ill. 

National Carbon Co., Inc., New York, N. Y. 

Noma Elec. Corp., New York, N. Y. 

Palmer Elec. & Mfg. Co., The, Cambridge, 
Mass. 

Pass & Seymour, Inc., Syracuse, N. Y. 

Paulding, Inc., John I., New Bedford, 
Mass. 


New London, 


Rember Di- 


Plainville Elec’l] Products Co., The, Plain- 
ville, Conn. 

Plymouth Rubber Co., Inc., Canton, Mass. 

Porcelain Products, Inc., Findlay, O. 

Reflector & Illuminating Co., Chicago, IIL. 


Reiser, A. W., Toledo, O. 
Rockford Metal Specialty Co., Rockford, 
Tl. 


Rodale Mfg. Co., New York, N. Y. 
Rutenber Elec. Co., Marion, Ind. 


Security Elec. Mfg. Co., Chicago, II. 
Sherman Mfg. Co., H. B., Battle Creek, 
Mich. 


Signal Elec. Mfg. Co., Menominee, Mich. 

Steel City Elec. Co., Pittsburgh, Pa. 

Steelduct Co., Youngstown, O. 

Sun-Ray Lighting Products, Inc., New 
York, N. Y. 

Temple, Inc., Chicago, Ill. 

Timberlake & Sons, J. B., Jackson, Mich. 

Toledo Pipe Threading Machine Co., The, 
Toledo, O. 

Triangle Conduit Co., Inc., Brooklyn, N. Y. 

Trumbull Elec. Mfg. Co., The, Plainville, 
Conn. 

Tubular Woven Fabric Co., 
Ez L 

Tyrman Electric Corp., Chicago, IIl. 

United Metal Box Co., Inc., Long Island, 
City, N. Y. 

Universal Metal Box & Products Co., Inc., 
Newark, N. J. 

Valley Elec. Co., St. Louis, Mo. 

Waage Elec. Co., Chicago, Ill. 

Wahle Co., Albert, Brooklyn, N. Y. 

Waters Genter Co., Minneapolis, Minn. 

Watlow Electric Mfg. Co., St. Louis, Mo. 

Wheeler Reflector Co., Boston, Mass. 

Wirt Co., Germantown, Philadelphia, Pa. 

Wood Elec. Co., Inc., C. D., New York, 
N. Y. 

Wrigley Co., The Thomas, Chicago, II. 

Yaxley Mfg. Co., Chicago, Ill. 


Pawtucket, 
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This slogan that we are in- 
troducing to the electrical manu- 
“Sold Through Job- 
advertising for the 
jobber. It advertises the fact, 
and will reiterate it millions of 
times, that the jobber is a factor 
in business. 

Does this have any signifi- 
cance to you? 

On the first page you will see 
a list of manufacturers who have 
subscribed to the use of this slo- 
Count them up. You will 
find nearly a hundred. Next 
month there will be still more. 

These manufacturers have a 
that is 
sound enough so 





facturer 
bers’’—is 


gan. 


jobber _ policy clean 
enough and 
that they are not ashamed to 
put into their printed advertise- 
ments and their literature words 
to the effect that they feel that 
you jobbers have a place in the 
picture and that they recognize 
More 
than that—they wish to play 
ball with you. 


your right to existence. 


Does that have any signifi- 








on the part of the manufac- 
turer.” 

And another said: 

“We have always been ready, 
are now and will be ready to 
help the wholehearted jobber 
policy, but let the jobber show 
some interest in himself and his 
fellow jobber, and an inclination 
to co-operate with the manufac- 
turer.” 

The second phase of the re- 
sponsibility which rests with 
you is that you give recognition 
to the fact that the manufac- 
turers who have a jobber policy, 
who consistently recognize the 
jobber and who are now, by 
virtue of the use of this slogan, 
going to advertise the fact to the 
world, are deserving of your 
support. 

Not all of them are wholly 
sure that you are going to back 
them if they back you. Take 
to heart this paragraph that is 
quoted below from one of the 
letters and see what you can do 
by your actions to do away with 








cance to you? 

Any jobber who does not ap- 
this co-operation on 
of the 
who does not do something, if 
not more than writing a letter 


preciate 
the part manufacturer, 
cleaners. 
at a London depot. 
to such of these manufacturers 


in whom he is interested com- of the car—Underwood. 
mending them on utilizing this 

slogan idea, does not deserve to have 100 per cent manu- 
facturer co-operation. 

As we 
say, about a hundred manufacturers are back of it so far. 
As nearly as can be estimated, if they all use it as con- 
templated, they could easily print that slogan a hundred 
million times in a year—which would give tremendous 


So here is this slogan ‘Sold Through Jobbers.” 


impetus to the jobbing business. 

But you as jobbers have a responsibility that is two- 
fold, if this movement is to be “‘put across.” 

First, it is up to you to nurse it along, to talk about 
it, to urge it upon the manufacturers, in other words to 
show interest at every opportunity. Otherwise, it will 
eventually fall down. These manufacturers, however 
enthusiastic they may be at this moment, will lose their 
enthusiasm if they do not receive some tangible evidence 
of your interest. 

Indeed one manufacturer expressed his uncertainty to 
us in a letter from which the following is a quotation: . 

“May we suggest that the idea be extended to the 
jobber to secure recognition of the slogan. This should 
really be unnecessary, but it has been our experience that 


many jobbers do not appreciate the value of such a policy 


In consequence of the installation of car-washing 
machines in London tramway depots, the London 
County Council tramway department has dispensed 
with the services of 300 men hitherto employed as car 
The car washer is here shown in operation 
Vertical spray pipes are me- 
chanically traversed past the vehicle to be washed, 
and as they pass they spray water upon all parts 


such uncertainties on the part of 
some manufacturers at least. 
Here is the paragraph: 

“It seems to us that it would 
be a very good thing if you 
would start a campaign with the 
jobbers with the object of im- 
pressing them with the advis- 
ability, if not the necessity, of 
supporting the manufacturers who protect them. Many 
jobbers do not do this but for some unknown reason 
place a considerable volume of business with manufactur- 
ers who sell direct, and it is not because of better prices 
or merchandise. It is difficult to find a good reason for 
such inconsistency, but it exists just the same.” 

What co-operation should a jobber give to a manufac- 
turer who has this to say— “.... . products have 
always been merchandised through the jobber and will 
continue to be, as we believe it is the only successful 
method for manufacturers to pursue. Our company will 
tell the public over a million and a half times during 1928 
that . . products are sold through the jobber.” 

The question then is—will these hundred odd manu- 
facturers that are listed carry through? Will they use 
the slogan consistently until, by its very repetition, mil- 
lions upon millions of times, it will serve to energize your 
business ? 

The answer is—Yes, they will if they are not allowed 
to get sick of it. 

And it is up to you who will profit most to see that they 
do not get sick of it. 
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A Railroad System On the 
Ceiling 


Old Timers, Give A Rousing Cheer 


reel of cable over a floor full of splinters and 
holes please raise his hand. 
you! You don’t know what work is. 

The wonderful chain hoist system shown in the ac- 
companying photograph will no doubt get a rousing 
cheer from all the old timers who had to do these very 
things by hand. The installation shown was made by 
the Cabell Electric Co., Jackson, Miss. It is only one 
of many very modern features which T. B. Cabell, 
president, has incorporated in his up-to-date establish- 
ment. 

When the old-fashioned methods 
wire floor consisted of a conglomeration of reels, coils 
and tag ends, through which it was difficult to navigate. 


BK =. man who never “skulldragged’’ a heavy 


Shame on both of 


were in force, the 


This chain hoist and rack system results in the saving 
of a large amount of floor space. 
least of the virtues it possesses, the best one being the 


However, this is the 


fact that one man can remove the heaviest reel of cable 
from the rack or raise 
it from the 
floor un- 





Under the 
old system this would require the back-breaking effort 


assisted, using one hand to pull the chain. 


of three husky men, not to mention the danger and 
extreme exhaustion which resulted. 

The overhead tracks are simply a railroad system 
upside-down. Switches are thrown by means of the 
smaller chains with the handles, without the slightest 
delay or error. 

In the picture Yardmaster Randolph is shown back- 
ing a big mogul into its stall preparatory to snaking 
off a couple of hundred feet of 250,000 
C. M. cable. 


Here is a system that is well 


Looks easy, doesn’t it? 


worth while in any _ estab- 


lishment that handles even 
a reasonable amount of 
the larger sizes 


of cable. 
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VENTILATION—A 


After A Few Profitable Ventilating Fan Sales, This Line Be- 


comes Tremendously Interesting to the Jobber’s Salesman and 
He Takes Up Seriously the Study of Ventilation Application. 


be indicated by figures of sales through electrical 
channels from the May 1927 issue of Tue Josper’s 
Satesman. It reported that the sales in 1926 of electric 
ventilating fans by electrical jobbers amounted to $8,584,- 
000 as against sales of $2,108,000 in 1925, or a 70% 
increase in one year. With sales of $1,814,000 in 1924, 
the increase in the three year period is about 97.5%. The 
record of sales for 1927 will undoubtedly be equally as 
interesting. 


I NCREASING interest in electric ventilation can best 


Many prominent electrical supply jobbers now rate 
electric ventilation on a par with their business in illu- 
mination material and other staple lines. While practical- 
ly all jobbers have sold ventilating fans from time to 
time, only those who have given the matter serious con- 
sideration fully realize the sales possibilities and the ease 
with which their organizations handle this equipment. 

Selling specialties is something like learning to swim. 
The first shock of jumping into the water is very much 
like the feeling of some jobbers’ salesmen about to sell 
something they fear. After splashing around a little 
while and finding we have not sunk, we learn to swim. 
After a few profitable ventilating fan sales, this line be- 
comes of tremendous interest to the jobber’s salesman and 
he takes up seriously the study of ventilation application. 

Electric ventilation offers a field most desirable to the 
electrical supply jobber, as the majority of his sales 
can be made to or through the regular channels of his es- 
tablished business. There is hardly any line of business 
which offers more diversity of sales than this does. 

The electrical dealer in most cases must be shown the 
sales possibilities of electric ventilation much the same as 
the supply jobber unacquainted with the line. After a 
few successful and profitable sales, the electrical dealer 
is just as elated with the results as the jobber’s salesman, 
and regrets not having sold ventilation before. 

Electric ventilation might be termed an entering 
wedge for the salesman. There is perhaps no line that 
offers better opportunity to create new customers among 
dealers and such a good source of repeat business, as it 
very often follows after the sale and installation of one 
ventilating fan, many others follow for the same job. 

With the great number of “Red Seal” homes being 
erected, it is a very simple matter for the electrical dealer 
handling the jobs to incorporate kitchen ventilation in 
them. 

The electrical dealer in a small town is just as ideally 
situated for selling ventilation equipment as the city 
dealer, with almost the same prospects open to him, less 
in number perhaps, but incidentally less competition. 

The industrial plant, a regular customer of the elec- 
trical supply jobber, offers hundreds of opportunities 


for the use of ventilating fans. 

The average jobber’s salesman 
feels very much toward ventilation 
as he did toward illumination work 
before he became an_ illumination 
specialist. There are hundreds of 
jobbers’ salesmen really very com- 
petent illumination engineers today 
all because of a serious effort to 
become familiar with the fundamen- 
tals of illumination and illumination 
layout. The same effort on electric 


$1814,000 
$2,108,000 


$3,584,000 


Showing the Gratifying 
Increase in Ventilating 
Equipment Sales by Elec- 
trical Jobbers, Which 
Stamps It as One of the 
Profit Lines to Handle 
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| GrRowING FIELD 


By ANDREW G. OREAR 


Mgr. Pacific Coast Dist., Ilg Electric Ventilating Co. 


ventilation will give similar competency and familiarity. 
Many people think of ventilation as a very complicated 
science and hesitate to delve into its mysteries, so called. 
It is true that many elaborate systems of air conditioning, 
involving humidification and cooling or heating are the 
problems of the ventilation engineer and beyond the scope 
of the average jobber organization, but let us consider 
the things we can sell and forget those we can not. 
Propeller types of ventilating fans and smaller blow- 
ers have now been thoroughly standardized and offer a 
most ideal jobbing line. The diversity of business creates 
sufficient sales of varied sizes of equipment giving the 
jobber a very satisfactory stock turnover. Ventilation 
equipment is packed 
and marked with just 
as plain description by 
some manufacturers as 
any other electrical 
material. The margin 
of jobber profit de- 
pends entirely on the 
extent he goes into this 
line. Naturally the 
margin of profit to the 
jobber who picks up 
an occasional fan is 
relatively small. Those 
jobbers carrying ade- 
quate stocks and 
giving their manufac- 
turers proper repre- 
sentation in the 
territory are extended 
a highly satisfactory 
margin of profit. 
Several of the older 
and better known 
manufacturers of ven- 
tilating equipment 
spend many hundreds 
of thousands of dol- 
lars annually carrying 
the message of proper 
ventilating to the pub- 
lic. There are many 
ventilation manufac- 
turers who do no ad- 
vertising, except to the trade and make no effort to create 
sales opportunity for their particular lines. Naturally 
the jobber will get the best support from the manufac- 
turer creating sales interest on the part of the public, and 
offering advertising and sales helps. 
The more experienced manufacturers have perfected 
their lines so that burned out equipment and defective ma- 











terial is reduced to a minimum, all of which is very im- 
portant to the jobber. Some of the large manufacturers 
have competent sales and service organizations throughout 
the various jobbers’ territories, making factory co-opera- 
tion very effective for the jobber. 

It will perhaps interest some to discuss, briefly, what 
ventilation really is and what we are trying to accomplish. 

We are told that ventilation is the science of maintain- 
ing atmospheric conditions in inclosed places, suitable 
to human comfort and health. Our breathing process is 
so automatic that few of us realize the importance of it 
until we get into a small, crowded room and have that 
uncomfortable, moist feeling about our body, have our 
eyes smart, find breathing very difficult, then realize the 
importance of proper ventilation. 

Proper breathing conditions are just as important to 
our health as proper eating. Medical science tells us 
that 85% of our ills are either caused or aggravated by 
improper ventilation indoors. They have gone to great 
lengths to get laws passed requiring ventilation in 
schools, theatres, auditoriums and places where people 
gather. 

The average adult has 17 respirations per minute. In 
breathing, we draw fresh air into the lungs and retain a 
definite amount of oxygen which enters the blood stream. 
Oxygen is an oxidizing agent and burns up impurities in 
the blood. If the supply of oxygen is insufficient, im- 
purities in our system increase and cause a feeling of 
illness. 

Air is a mechanical gas and not a chemical combina- 
tion. It consists, for the purpose of our discussion, ap- 
proximately 1/5 oxygen and 4/5 nitrogen. Nature 
makes an effort to continuously maintain the proper ra- 
tio of these gases. If a large part of the oxygen content 
in a closed room is used up and we permit fresh air to. 
enter forcing out the vitiated and foul air, nature again 
creates the proper balance of oxygen. 

Pure oxygen would injure our tissues and must be 
diluted. Nitrogen is the dilutent and is not consumed 
in our breathing. In the breathing process we exhale 
carbon dioxide gas which replaces by volume the desired 
oxygen content in the air. Smoke and other impurities 
also replace by volume the desired oxygen content of the 
air. Comfortable body temperature, permitted by proper 
air conditions, aids our body comfort. 

It is seen from these facts that the purpose to be 
accomplished in proper ventilation is supplying a con- 
tinuous supply of fresh air from the outside. The simpl- 
est method of accomplishing ventilation with propeller 
fans is the exhaust method. In other words, a propeller 
type fan is often placed in an outside wall or in the 
attic space of a building and exhausts, by a definite 
number of air changes per minute, the used air in the room 
permitting fresh, uncontaminated air to enter the same 
space, through doors and windows or prepared ducts. 


The proper layout of ventila~- (Turn to Page %4) 
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Radio Jobbers Form National 
Organization 


Federated Radio Trade Association Adopts Sec- 
tional Plan With Individual Jobber Memberships. 


NE OF the most outstanding features of the Bi- 
QO Annual Convention of the Federated Radio Trade 

Association held in Milwaukee February 14 and 
15 was the foundation of a national organization of radio 
jobbers, this organization to take in individual jobber 
members throughout the entire country and to become a 
part of the Federated Radio Trade Association. The Job- 
bers Section will act individually and of its own accord and 
It will 
work on its own individual problems for the good of the en- 


will build a strong foundation for the federated. 


tire industry but will not attempt to dominate the other sec- 
tions of the Federated as a group. 
The chairman of the Jobbers Sec- 
tion will automatically become a vice- 
Federated Radio 
Jobbers 


president of the 


Trade Association and the 
Section will be governed by an execu- 
tive committee composed of two repre 
sentatives from each of the nine zones, 
eight of which comprise the entire 
United States and the ninth the Do- 
This 


Committee will act as the board of 


minion of Canada. executive 
directors of the Jobbers Section and 
will govern it when the division is not 
in session. 

They have appointed five major 
committees who are now functioning 


and will make a report of their activi 


Harold J. Wrape, 
elected president of the Federated 
Radio Trade Association. 





Above—Martin W ol f, 


Appliance Co., 
Right—Thomas 
Wholesale Radio 
Co., Buffalo. 


Electric 
Chicago. 
White, 
Equipment 








ties at the next meeting of the executive committee. 

The executive committee is composed of the following: 
Thomas White, chairman, Wholesale Radio Equipment 
Company, Buffalo, N. Y.; R. C. Coleman, Geo. C. Beck- 
with Company, Minneapolis, Minn.; Martin Wolf, Elec- 
tric Appliance Company, Chicago, Ill.; Harry Alter, the 
Harry Alter Company, Chicago, IIll.; Fred Wiebe. 
Brown-Hall Supply Co., St. Louis, Mo.; J. F. Connell. 
Kruse-Connell Company, Indianapolis, Ind., and W. H. 
Roth, Radio Specialty Company, Milwaukee, Wis. 

The finance committee is automatically headed by 
Thomas White of Buffalo as chairman. The Manufac 
turers Relations Committee is headed 
by Harry Alter of the Harry Alter 
Company, Chairman, with Mr. Purdy. 
Geo. C. Beckwith Company, Mil- 
waukee, and Mr. Richardson, Young, 
Lorish & Richardson Company, Chi- 
cago, and one advisory member from 
each of the zones. 

The dealer relations committee is 
headed by F. A. Wiebe of the Brown- 
Hall Supply Company with Martin 
Wolf of the Electric Appliance Com- 
pany, Chicago, and Mr. Pflager of the 
Ignition Company, Mil- 
waukee, and one advisory member 


General 


from each of the zones. 
The membership committee is 
(Turn to Page 60) 


who was re- 





Above—Harry Alter, 
Harry Alter Co., Chicago. 
Left—W. H. Roth, Radio 


Specialties Co., Milwaukee. 


HERE ARE FOUR OF THE SEVEN MEMBERS OF THE EXECUTIVE COMMITTEE OF THE NEWLY FORMED JOB- 
. BERS’ SECTION, FEDERATED RADIO TRADE ASSOCIATION. 
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Getting Down to Brass Tacks 


A Few Thoughts for the Boys 
Just Starting on the Road 


By E. T. ROWLAND 
Local Sales Manager, Southern New England Electric Co., Hartford, Conn. 


X. SELLING 


ERHAPS a brief sketch of the evolution through 
P which the retail radio trade has passed in recent 

years will provide the newer salesmen with a per- 
spective which will help them to locate and develop the 
best dealers in their territories. 

When radio merchandise first appeared on the market 
retail merchants with established businesses in other lines 
were skeptical and left it pretty much alone. The general 
public knew nothing of the 


relative merits of different 


THE RADIO DEALER 


were interested chiefly in what results a set would obtain 
and how it should be operated. Many of these dealer- 
amateurs were unsuccessful and went out of business 
for just this reason. A few saw and corrected their 
faults. These few also realized that prospective buyers 
did not like to do business in dirty shops and garages. 
so they opened small stores in the retail district where 
their merchandise could be attractively displayed. 
In the meantime established 
merchants in other lines saw 





types and makes of radio mer- 
chandise. The so-called radio 
amateur who had been playing 
with radio telegraphy as a 
hobby was about the only per- 
son who had any self confi- 
dence when it came to selling 
radio. Hence we find that 
many of these amateurs went 
into the retail radio business 
and the public patronized them 
































A SUCCESSFUL. 
MERCHANT 
IN HIS 

OWN LINE 


SUFFICIENT. 
CAPITAL 


that radio had come to stay 
and opened radio departments 
in their own stores so that to- 
day radio may be found not 
only in department, music, 
sporting goods and hardware 
stores but also in furniture, 
jewelry, stationery and drug 
stores, automobile showrooms, 
gasoline filling stations, and 
even in undertaking parlors. 
































because of their radio knowl- : w shins - — — 
edge. Some of these amateurs . ¢, [, most of these merchants ha 
. ; ast Ve 2S been selling merchandise which 
were automobile electricians | U3 GJ << ae 7 tees 
and operated their radio busi- iE z GIVES GOOD wu seta ahem eager oe 
f ies th x tw sale had been made and the 
—— ; me ais, i on = SERVICE AND U= goods delivered and thought 
poodien, ana Miata oye HAS A << radio could be sold the same 
mills and factories and sold | gy : 3 
; PR CTICAL ta) way. Unless they gave service 
radio sets, usually of their own Sa A ¢c& to their radio customers even 
make, from their homes after Ss RADIO MAN =P after the set had been installed 
working hours. VY | IN HIS” <{ | and the sale closed they were 
It was only a matter of time MONSTRATES ORGANIZATION AovenTises | doomed to failure. Conse- 
before these dealers realized | IN HOMES LOCALLY quently some of these mer- 
that if they sold sets which chants were unsuccessful while 
they made themselves. the others added an experienced 








amount of business which they 
could do was limited to the 
number of sets they could find 
time to fabricate. So grad- 
ually they ceased to make sets 
and devoted their time to the 
selling of manufactured sets. 
But most of these early dealers 
were technical men rather than 
Their selling talks 


were often confined to disserta- 


salesmen. 








radio service man (oftentimes 
a former dealer-amateur) to 
their organizations and built 


up a profitable radio clientele. 


F STORE 


From this historical outline 
it is evident that the kind of 
store selling radio sets is of 






A 


less importance than the char- 
acter of its organization. Of 
course the dealer who sells ra- 





dio exclusively pushes his mer- 











tions on hook-ups, coils, con- 


oe ce 
OUTSIDE. 


chandise throughout the entire 











year while with other dealers 





densers and transformers and 
were obviously quite unintel- 
ligible to their customers who 


Here Are the Main Characteristics Of a 
Successful Radio Dealer 


radio is liable to be a more 


or less seasonal item. So it 


might appear that the jobber’s 
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salesman should concentrate his efforts on the exclusive 
radio store, but to do this would be to lose sight of the 
fact that many people prefer to buy from a concern with 
whom they have previously done business and will there- 
fore go to their favorite department, music or other store 
when in the market for radio. Consequently to obtain 
proper distribution it is necessary to secure representative 
dealers among several types of stores in each community. 

What should a salesman look for in selecting his 
prospective radio dealers and along what lines should 
he endeavor to stimulate his present dealers? To be 
successful the radio dealer should :— 

Be a successful merchant in his own line. 

Have sufficient capital. 

Give good service to his customers and have a practical 
radio man in his own organization for this purpose. 

Concentrate on a very few makes of sets. The dealer 
who handles half a dozen or more makes cannot do a 
worthwhile job on any of them. 

Have a clean, attractive store where his sets are well 
displayed. 

Give demonstrations in the homes of genuine prospects. 

Advertise locally. 

Go after a reasonable amount of time-payment business. 

Not depend upon business coming into his store alone, 
but aggressively go outside after sales. 

It is almost a certainty that the dealer who measures 
up to the above qualifications will develop a profitable 
radio business. 

Radio accessories which are necessary for the installa- 
tion and operation of receiving sets include loud speakers, 
tubes, batteries, eliminators and antenna equipment. 
While many set manufacturers limit the number of their 
dealers in each community, all radio dealers are acces- 
sory prospects regardless of the makes of sets which they 
sell. And, as these accessories carry a good margin of 
profit and run into considerable volume, the salesman can 
well afford to develop as many good accessory accounts 
as possible over and above his receiving set accounts. 

In the larger cities there are many dealers, some of 
them exclusively radio, who sell few sets but do a large 
accessory business, largely for cash. Purchases of such 
stores will often exceed those of many dealers pushing the 
sale of complete sets. 

While a few years ago there was a large sale of con- 
densers, transformers, coils, rheostats and other parts 


for home-made sets, this business has rapidly dwindled. 
In fact, the home-made radio set is fast passing into the 
discard ‘along with the home-made talking machine and 
automobile. Hence the jobber’s salesman who would 
build for the future will devote his activities to the sale 
of sets and accessories rather than parts. 

Just a word of caution. Radio merchandise runs into 
volume quickly and is comparatively easy to sell, espe- 
cially in the so-called radio season. Many a salesman 
has allowed himself to run wild on radio during the fall 
and winter only to discover the next spring that his 
competitors have been busy with the electrical contractor 
and industrial accounts which he has been neglecting. 
Do a good job on radio but in so doing do not neglect 
the year-round customers for electrical supplies. 


XI. SELLING MISCELLANEOUS OUTLETS. 


Although electrical contractors, retail dealers, industria] 
plants, central stations and radio dealers comprise the 
major groups of customers of the electrical supply jobber, 
the salesman who has not looked beyond these groups 
for further outlets for his merchandise has by no means 
exhausted the possibilities of his territory. There are 
other minor groups which are also legitimate customers 
of the electrical distributor and which offer the jobber’s 
salesman an unusual opportunity to display initiative and 
“sales scent’ in locating and developing them. 

Dealers selling and installing electrically operated ap- 
paratus comprise one of the most important of these 
minor groups. Such apparatus includes :— 

Electric Refrigerating Equipment, both Commercial 
and Residential, 

Oil Burners, 

Elevators, 

Pumps, 

Country Home Lighting Systems, 

Machine Tool Equipment, 

Electric Signs, 

Thermostatic Control Systems, 

Mechanical Stokers, 

Telephone and Signal Apparatus, etc. 

It will probably be found that the smaller dealers in 
this group hire an electrical contractor to do the wiring 
for their installations and that this contractor furnishes 
the necessary wiring materials. In such cases the dealer’s 
electrical requirements are usually so small that his busi- 
unprofitable if (Turn to Page 68 ) 


ness would be 





1.—What is the tendency of some jobbers as to spe- 
cializing? (P. 38) 

2.—How can you judge whether or not you are a good 
association member? (P. 56) 


3.—Should radio tubes be sold with the set? (P. 90) 


4.—What merger of electrical manufacturers of im- 
portance took place in Chicago recently? (P. 112) 

5.—How would you make a hall lantern out of a to- 
mato can? (P. 60) 


6.—What is the radio patent exchange plan? (P. 94) 





“Quizzically” Speaking 


7—How does an electric fan of today compare in 
looks with one 30 years ago? (Pp. 26 & 48) 

8.—What should be done to keep the Radio Commis- 
sion from being summarily dissolved? (P. 96) 

9.—How many lamps in the world’s largest sign? 
(P. 48) 

10.—Compare the sales possibilities of ventilation with 
illumination. (P. 8) 

11.—What percentage of night traffic accidents are at- 
tributable to poor street lighting? (P. 50) 

12.—Had any one visualized present day radio 50 years 
ago? (P. 92) 
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Among Electrical Jobbers In 
South America 


Their Problems And Their Methods Are Not So 
Much Different From Those in the U.S. But Don’t 
Try to Talk Business With One At “Almuerzo” 


By 
T MUST BE recognized, when 
speaking of the electrical supply 


business in South America, that it 


Mr. Parr recently made an 
extended journey through the 
South American states. 


Mc KEW PARR 


business on this class of fixtures. 
Not only is there no criticism in 


Tyg South America of the fact that a whole- 
While 


differs somewhat in the various countries ; 
for instance, practices in Brazil, where 
Portuguese is spoken, are in some re- 
spects not those followed in the Argen- 
tine Republic, where Spanish is spoken. 

Almost without exception, the whole- 
sale electrical supply jobber also does a 
retail business and operates an electrical 
contracting business. Moreover, all the 
wholesale jobbers handle electrical fix- 


acting in the capacity of a 
manufacturers sales representa- 
tive for a group of non-com- 
peting American electrical 
manufacturers, he is neverthe- 
less a jobber, head of the Parr 
Electric Co. in New York. It 
is natural, therefore, that he 
was particularly alive to the 
situation among our brother 
jobbers in South American 
cities and his observations, 
reported in this article, are in- 
teresting.—Editorial Note. 


sale jobber is also engaged in the retail 
trade and the electrical construction 
trade, but it is even recognized that 
manufacturers may also compete with 
jobbers. That is, the various prominent 
European manufacturers that have 
branches throughout South America not 
only carry stocks of their own material 
but in many cases also engage in the 
wholesale electrical supply and retail and 
fixture and electrical contracting trade. 


tures and every establishment has a 
number of fixtures pendent from the 
ceiling, so that the general effect is similar to that of the 
store of a contractor-dealer in the United States who 
does a fixture business. Most of the fixtures are now 
imported from Germany, although the French design in 
the finest artistic types is well considered. The crystals 
and glassware come from Czecho Slovakia. Both in 
Brazil and the Argentine Republic there are very flourish- 
ing fixture manufacturing businesses, and a certain per- 
centage of the stock of the jobbers is manufactured in 
their own country, the tariff feature favoring the domestic 
manufacturer. However, there are a great many Ameri- 
can fixtures and portables sold in South America and 
if the design has merit and individuality, the higher 
price may be disregarded. In commercial and store- 
lighting fixtures, the American has the lead in superior 
design, although the Dutch are doing a larger 


The office hours in the supply houses 
in South America differ from ours in that, while their 
stores open at about the same time as ours, namely at 
about eight o’clock in the morning, they all shut down 
completely for about two hours in the middle of the 
day. This rule is almost universal throughout South 
The fronts of the stores are closed by flexible 
galvanized doors which are pulled down from the 
top, absolutely shutting up the establishment so that 
neither employees nor customers enter the store during 
the lunch hour. This condition applies to all places of 
business, banks, retail stores, and offices, as well as to 
electrical supply businesses. In some countries the stores 
close at 11:30, and in others at 12 o'clock, but they all 
keep closed down until about two o'clock and it is useless 
to attempt to call upon a customer at this time. There 
is simply no business done, nor is the practice general 


America. 
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Above—An 
American Copper 
Mine in Chile. 
Below—In_ Front 
of a Statue in 
Valparaiso, Chile. 
Left to Right: 
Hector _ Ferrari; 
McKew P a r.r; 
John A. Light, 
Parr’s Agent In 
Chile. 


















The business man either 


of asking a customer to lunch. 
goes to lunch down town with his own friends, or to his 
club, or else, and this is true in the majority of cases, 
he goes home to “‘almuerzo” or breakfast as it is called 
in South America. All that is taken in the early morning 
before going to business is just a cup of coffee and a 
roll, or a piece of fruit, so that by midday, everyone is 
very anxious to get away from the office and have break- 
fast. Hence the practice of going out to talk business 
at lunch time is by no means common, the business men 
apparently feeling that the midday is reserved for their 
own private or social affairs. 

In Brazil, at about 4:30 or five o'clock, small cups 
of coffee are served to all the employees in the offices. 
Some one employee, or in a large organization, the 
porter, visits each office with a large tray on which are 
small cups of delicious Brazilian coffee which may be 
taken black, or with milk. In 
South America the same practice prevails excepting that 


the other countries in 


tea and rolls or biscuits are served to all employees. 
This intrusion does not interrupt business as much as 
would be thought, since work continues as usual while 


taking the coffee or tea. If one is calling upon a cus- 


tomer at this time, a cup of coffee or of tea is offered to 





the visitor. None of the electrical supply houses close 
at night until seven o’clock, and most of them keep open 
until about seven-thirty, as supper is never served in the 
homes until from eight-thirty until possibly nine-thirty in 
the evenings, consequently there is no hurry to get home 
for supper. Saturday afternoons are generally observed. 
as here. . 

There are a great many more holidays observed in all 
the South American countries than are kept in the United 
States. There not only are many national holidays, but 
there also are church holidays, and then, there are oc- 
casional special holidays called to celebrate some partic- 
ular event, as was the case in New York when Colonel 
Lindbergh landed after his trans-oceanic flight. In Brazil, 
when the writer was there, a great celebration was held 
in honor of a native aviator that had flown across from 
Europe, making a number of island stops enroute. In 
the Argentine Republic and in Uruguay, when the writer 
was visiting those countries, business was very much 
hampered by several general strikes, called in sympathy 
for Sacco and Vanzetta, the Italian communists that were 
United States. During these strikes, 
the electrical supply houses shut up tight, and did not 


sentenced in the 


attempt to do any business. 

It is indescribably more difficult to conduct a supply 
South in the United States. 
There are many handicaps under which the jobber labors 
In the first place, it 
requires considerably more capital to conduct the busi- 


business in America than 


there, from which we are free. 


ness; all supplies have to be imported, either from Europe 
or from the United States and such requisitions have 
It takes a month 
for the order to reach the manufacturer in Europe or 


to be anticipated by about four months. 


the United States, at least another month to prepare and 
ship the order, and a third month for the material to 
reach the country of destination, (Turn to Page 62) 
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Impractical Advice 
The Most Common Brand 


The Kind of Advice We 
Hate to Take 


The Only Advice That is Really 
Worth Much: Takes Into Consider- 
ation The Problems of the Advised 


LONG about sundown there comes to the Says the dietitian: “Housewives, plan your 
A ditch where the ditch-digger has been meals with an eye to making them attractive. 
laboring all day a gentleman full of ad- Be sure you balance up the menu. Figure out 
vice. “Here,” says he, the calories of the 
“this is the way you dishes. Be sure you 
should dig. And _ he have the right ratio of 
jumps down and protein-foods, vitamin- 
makes the dirt fly at a foods, ete.” 
great rate for a few Good advice. Which 
minutes, then goes his should be followed. 
way. This is advice as But, like the other ex- 
we hate it. And, un- amples, it falls down 
fortunately, it is the because it thinks Life 
brand most common. lives in one room in- 
Says the beauty ad- stead of a whole house 
vice dispenser: “Get of- rooms. It takes for 
nine full hours of un- granted that you have 
disturbed sleep.” But all the leisure in the 
when a woman has got world and that prepar- 
the babies to bed and, ing the meals is the one 
dead tired, is still doing job of the day. 
the dishes at nine All of the varied dis- 
o'clock with the pros- pensers of advice as- 
pect of having to get sume neglect for all but 
up in the night when their program. They 
the smallest cries, think their advice falls 
somehow the _ advice into a vacuum where it 
seems hollow. Says the is alone. 
health adviser: “Take Instead of that, all 
at least a month’s an- progress and new pro- 
nual vacation; get out erams have to be sand- 





























in the country; drink a wiched in between a 
quart of milk every multitude of other 
day in the year; sleep duties. 

with the windows open at night.” Answers the The only advice that is really worth much is 
poor man with the large family: “Well, I can the sort that takes into consideration the indi- 
raise the window.” vidual problems of the one advised. 


Copyright, 1928, by Dr. Frank Crane 





An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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MEN YOU SHOULD KNOW 


H. P. Andrae 


HESE few lines will serve, not to introduce, but 
rather to make record of just a few facts in con- 
nection with the life of one of the outstanding 
figures in the electrical jobbing industry—Henry P. 
Andrae, who was born in the city of Milwaukee, has 
always lived there, and no doubt always will live there. 
An indefinite number of years ago we learn of him as 
messenger boy in the First 
National Bank. Later he be- 


President 
Julius Andrae & Sons Co. 


fore there was a central station in Milwaukee. Two of 
these ancient machines that had been installed by the 
Andraes were taken out about two years ago, after they 
had been in continuous operation 38 years. 

Electrical contracting, such as it was in those days, na- 
turally was a large part of their business. The bicycle craze 
was on in full swing also, and they owned a factory where 
bicycles were made. But as 
the days of the bicycles began 





came bookkeeper for Kieck- 
hefer Bros., now the National 
Enameling and Stamping Co. 
A routine position did not, 


outlet for the energy in him 
and the inherent qualities of in- 
dependent action which began 
to show themselves thus early 
in his life. So we find him 
starting and _ operating a 
bicycle business on the side, 
while he was yet a minor, 
' under the name of Andrae & 
Schroeder. He and his young 
partner bought their bicyeles 
from R. D. Garden, father of 


Mary Garden, the opera star. successful. 


Then, without warning, he 





A Builder 


however, give the necessary I; MIGHT well be said of 

H. P. Andrae that he de- 
lights to build. From the morn- 
ing that he came into his father’s 
place of business unannounced, 
with the sole aim to build it up 
into a big business, his principal 
ambition in life has been to take 
hold of projects and by hard 
work and straight thinking, de- 
velop them into sound American 
enterprises. In this he has been 


to wane, they closed it up. 
The contracting business was 
also given up, being taken by 
Herman Andrae 27 years ago 
and operated independently by 
him since that time. 


On July 1, 1900, at a mo- 
mentous meeting, they decided 
to drop outside activities and 
specialize in the electrical job- 
bing business. And at this 
same time they made a reso- 
lution to be the biggest and the 
best jobber in Wisconsin, but 
first had to “lick” the Chicago 
jobbers, who in that day con- 
sidered Wisconsin choice terri- 
tory. Mr. Andrae allows that 
they got Chicago licked in the 








dropped his bookkeeping posi- 
tion and appeared one morning 
at his father’s place of business, prepared, as he said, to 
start work at once and build up the business. It is said that 
his father had no idea what was in the youngster’s mind 
until he came on the scene. 

To get the proper perspective it is necessary to state 
that the father, the late Julius Andrae, was a locksmith 
and bell hanger, and was doing business under the name 
of Julius Andrae, having launched this business in 1860. 
He took up the installation of electric bells in the late 
seventies. Being alive to this new improvement in bell 
hanging, he went into electrical bell hanging as a matter 
of course. 

Soon after, Herman Andrae became associated with his 
father and enlarged the electrical end of the business. 
They carried what was at that time a fair sized stock of 
electrical supplies, consisting mostly of bells, burglar 
alarm supplies, telegraph instruments, to which were 
added electrical supplies. There was no central station 
operating in Milwaukee then, but a few isolated plants 
’ were being installed. About the time H. P. came into 
the business electricity was, therefore, just beginning to 
give promise of becoming a factor in everyday life, and 
so their effort was directed more into this field. The firm 
was not incorporated under its present name, the Julius 
Andrae & Sons Co., until 1890. 


In the early days they installed Mather dynamos, be- 


Badger State, and no one will 
waste much time disputing the 
point. 

The territory now covered by the Julius Andrae & Sons 
Company is the state of Wisconsin and parts of Iowa, 
Minnesota, and Illinois, as well as the northern Peninsu- 
la of Michigan, with two branch houses, one in Mason 
City and one in Waterloo, Ia. They are easily one of 
the largest electrical jobbing houses in the country. 

On January 7, 1911, something in the nature of a 
calamity befell them. Their place of business was burned 
to the ground on Saturday afternoon. But all day Sunday 
they worked on purchasing orders. These were sent in to 
Chicago where the manufacturers and jobbers put every- 
thing else aside and filled them with the result that a boat 
load of goods was landed in Milwaukee Tuesday morning 
and they were doing business in their present quarters 
on Tuesday. 

After that, the work of building up the institution is a 
matter of history. But it has all been done out of profits 
—constantly putting money back into the business. .A 
business cannot be built by drawing out the profits for 
the momentary gratification of the stockholders, unless it 
is capitalized by wide distribution to outside stockholders, 
and this was not the Andrae plan. 

Few can hark back to 1860 when the house of Andrae 
was established by the late Julius Andrae who passed 
away a few years ago. He brought up four sons: Her- 
man Andrae, who is now in the (Turn to Page 98) 
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President, Julius Andrae & Sons Co., Milwaukee 
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The latest electrical marvel to 
become available to the housewife 
as well as to the office and industrial 
plant is an electric clock called by 
the manufacturer “Telechron.” It is 
motor driven by a tiny synchronous 
motor, which receives its timing 
impulses direct from the light cur- 
rent, and once connected and set, it 
brings the owner “Observatory 
Time.” There is no clock mecha- 
nism, no springs, no escapement, but 
it is synchronized so perfectly with 
the big turbine generators, which 
are regulated by a master clock at 
the power house, that it cannot go 
wrong. 











Above is one of the big generators in a typical power house. The 
generator runs as accurately as a clock and its impulses regulate the 
*“Telechron.”—P. & A. 


\t the left is Professor Edward 
Frank Kern, noted electro-metal- 
lurgist in the School of Mines at 
Columbia University, with his as- 
sistant, E. N. Morrell, (right) ex- 
amining an electric fusion fur- 
nace. Prof. Kern is noted for 
his work in extracting metals from 
ores and in refining metals. 
Po iA. 
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CurtiStrip comes in standard 
lengths of 10 feet, and may be 
cut and assembled with a few 
light tools right on the job, 
with a 50% saving in time and 
material costs. 

The standardized parts are 
named X-Raylets. They are 
simple, yet provide exceptional 
facility for every type of as- 
sembly. 
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It’s easy to show a man 


—how more light in his windows will sell more merchandise. 


—how a lighting plan with a known result in attention values is 
necessary. 


—how X-Ray Reflectors are designed to distribute light most 
efficiently. 


—and how X-Ray Reflectors are depended upon all over the world 
by the great majority of retailers. 
—and you know 


—that X-Ray Reflectors are made by Curtis Lighting, Inc., whose 
integrity has been unquestioned by the electrical trade for over 31 years. 


—and that sales helps are generously provided through the aid of a 
nearby Curtis engineer. 








Write for a sample “CurtiScope” today to 


Curtis Lighting, Inc. 


1119 W. Jackson Blvd. 
CHICAGO, U.S. A. 


Resident Engineers in All 
Principal Cities 
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KONDU-BOX 


REGISTERED IN U. S. PATENT OFFICE AND CANADA 

















ne 


~~ 
Another reason it is easy for the job- 
ber’s salesman to sell Kondu. 


LOOK 


WHAT HAPPENS 
TO A KONDU BOX 
When 250 Pounds Pressure 

Per Square Inch is Applied— 


“PRACTICALLY UNBREAKABLE” 
WHY? 


Because it is made of certified malleable iron, which is known for its toughness and 
bending qualities. 


This means less loss when the line becomes damaged, and greater salvage value. Try 
this test on a cast iron fitting and see what happens. 


THE THREADLESS CONDUIT FITTING 


The ten major advantages in using KONDU THREADLESS FITTINGS, in addition to the elimination 
of all threading, will be illustrated as follows: 


Patented 


JUNE.—No screwing of conduit into fittings. 
FEBRUARY.—A union in itself. JULY.—No excessive fittings necessary. 
MARCH.—Made of certified malleable iron—practically un» _AUGUST.—Cover screws cannot fall out. 
breakable. SEPTEMBER.—High rust and corrosion resisting qualities. 
APRIL.— Vibration Proof. 


OCTOBER.—A type for every need. 
NOVEMBER.—Maximum accessibility to the interior of box. 
KONDU SOLD THROUGH JOBBERS 


Erie Malleable Iron Company 


Kondu Division witheatemieialies Erie, Pa. 


MAY .—Continuous grounding. 
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Now You Can Sell Dealers 
What They’ve Long Wanted! , 


A MOTOR-DRIVEN 
BRUSH CLEANER ( 


at a price 


the housewife can afford 


th ll 
$ 


ATTACHMENTS 
Denver & West $41 


TWO- 
YEAR 
GUARANTEE 


Hamilton ty 


Vacuum Cleaner 


Ball Bearing Motor— Powerful Suction 
Beating Brush Action— Sweeping Brush Action 


This is the identical Cleaner that 
sold a year ago at $62.50—then in 
April at $52.50 and NO W at $39.50. 


This remarkable price reduction is 
made possible by a tremendous in- 
crease in production and a Selling 
plan that eliminates costly Door-to- 
Door Selling Methods. 


Back of this machine are resources 
of $35,000,000 and a Company with 
a record of 125 years of successful 
manufacturing. 


Here is a motor-driven brush machine 
of known, high quality, retailing at 


a price Jower than that asked for 
the average machine that cleans by 
suction alone. 


Dealers’ Re-Orders Tell the Story! 


Let us tell you about the Success 
that Jobbers are having with this 
latest Hamilton Beach Cleaner. 
Dealers’ re-orders are making Job- 
ber “Turn Over” nothing short of 
phenomenal. The Hamilton Beach 
is sold only through Jobbers. Write 
for complete details of a new and 
infinitely better Selling and Adver- 
tising Plan, Discounts, etc. 


HAMILTON BEACH MANUFACTURING CO,., Racine, Wisconsin 


Subsidiary of Scovill Manufacturing Company 


Dealers Everywhere are Selling This Cleaner ‘‘Over 
the Counter’’ Without Door-to-Door Salesmen 
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Standard 
quality 

is never 
questioned 


Just as certain men es- 
tablish a reputation for 
character, so Standard 
has established a rep- 
utation for quality— 
simply because the Stan- 
dard manufacturing pol- 
icy insists upon the best 
of materials and the 
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most careful workman- 
ship and inspection. 


And Standard Electric Ranges are not only quality 
ranges—they are a complete, carefully planned line to 
cover all electrical cooking requirements. To illustrate: 
there are seven cabinet models with cooker (an exclu- 
sive Standard feature); nine models without cooker; 
shelf and wall types; bungalow ranges; campaign ranges; 
combinations with coal and gas; heavy duty ranges; 
ovens, p'ite warmers, griddles, toasters, hot-plates, fire- 


Standard No. 756, a beautiful big model with cooker, for large homes, estutes, clubs, etc. 
Representative of the type of merchandise presented in the Standard line. 


less cookers, steam tables and urn heaters. And there 
is the wonderful Standard electric water heater, whose 
efficiency has been so thoroughly demonstrated. All 
Standard quality, through and through. 


Standard is a real line to work with. Our policy is 
one of complete cooperation. Why not send for the 
new edition of the Standard catalogue and let us tell 
you all about it? 


THE STANDARD ELECTRIC STOVE COMPANY, TOLEDO, OHIO 


All glass used in 
Standard oven doors 
is Pyrex glass. 


Standarw 


Recessed burners in 
Standard ovens allow 
full space for cooking. 


ELECTRIC RANGES 


“Standard quality is never questioned”’ 








CHARLES *. 








DOWD. INCORPORATED, ADVERTISING AGENCY, TOLEDC, CAto 
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At the right is shown Professor Michael Pupin, pro- 
fessor of electro-mechanics at Columbia University, 
physicist, inventor, and author, examining a set-up of 
apparatus in the Marcellus Hartley Research Labora- 
tory which he directs in the university. Prof. Pupin 
is president of the American Institution of Electrical 
Engineers.—P. & A. 


The latest thing in radio has been installed at the 
Shoreland Hotel, Chicago, which is said to be the 
world’s finest residential hotel. ‘The doorman has a 
broadcasting station in the hotel. When one of the 
guests wants his car, he tells the doorman, and he in 
turn calls out to the driver wanted. The drivers and 
cars are lined up in the parking space which has a 
large post with a light and two speakers. Below are 
the speakers and lineup of cars in the parking space. 





Below—-The doorman broad- 
casting the guests’ orders to their 
car drivers.._—Underwood. 


ee 

A new projectograph that will be used io write adver- 
tisements in the sky at night is shown below. The pro- 
jection wheel takes six different pictures in the form of 
circular discs. Each picture is in view for 45 seconds 
and the picture discs are made to revolve so that the pro- 
jected picture turns around on a cloud. The projected 
picture is about 170 yards wide at a distance of 500 


yards.—P. & A. 
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In cooperation with the Carnegie Institute and the 
Coast and Geodetic Survey, Dr. Frank Wenner of the 
Bureau of Standards has developed a new and greatly 
improved seismograph. Dr. Wenner’s device is very small, 
about the size and weight of a radio A battery as com- 
pared with other massive machines weighing hundreds of 
pounds. It consists of a coil of wire suspended like a 
plumb bob between the poles of a permanent magnet. 

When a vibration of the earth occurs the coil moving 
between the poles of the magnet generates a minute cur- 
rent of electricity which is magnified about a thousand 
times and recorded photographically on a moving strip of 
paper.— Underwood, 


Professor Clarence Parmenter of the 
University of Chicago romance languages 
department is demonstrating the new ap- 
paratus for research in the physiology of 
voice production. The expenditure of breath 
is recorded on the kymograph. Different 
nations pronounce the same sounds with 
different vocal apparatus and the university 
is one of the two schools in the country 
which has apparatus for telling the differ- 
ence between a Frenchman’s language and 
that of an American. Above, the professor is 
measuring the muscular movements’ which 
































Miss Louise Jarratt uses in moving her 
diaphragm to speak. He can transcribe 
these records to show the language which 
she speaks and can tell just how she pro- 
nounces or mispronounces each syllable.— 
Underwood. 


A. C. Myers of Menlo 
Park, Cal., recently brought 
an electric razor to San 
Francisco. Myers says he 
will shave anybody in 60 
seconds. The razor has 255 
vibrations a second.—P. & A. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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CENTRAL STATES* 
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| EASTERN STATE 
ALL 22 LINES COMBINED | watmen 


CENTRAL STATES 


WESTERN STATES 





Good | Fair | Poor 


Good | Fair | Poor 





| | | 


Good | 


Fair | Poor 




















Jem, SMG TA BIR. c « cxcpce suns xan odes 28% | 45% | 27% 22% | 50% | 28% 34% | 45% | 21% 
| | | | 

Det dO Css cv lente. | 26% | 48% | 26% 30% | 42% | 28% 37% | 48% | 15% 
| ] | | l 

Jan, 15—Feb. 15, 1927.............0..20++-+1 28% | 51% | 26% 25% | 50% | 25% 33% | 46% | 21% 





*Kastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8S. Dakota, Nebraska, Kansas, 


Oklahoma and Texas; Central States all between. 
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Did You Ever See 
A “Beautiful” Fan? 


N ANOTHER part of this issue there is 
] reproduced an advertisement of electric 
fans, published 28 years ago. The old 
wood cuts shown are not interesting from 
the historical point of view,. merely; they 
bring out a point for serious consideration. 
We make no pretense of being fan de- 
signers or of understanding the scientific 
principles of air movement. Neither do we 
wish to lock horns with the fan manufactur- 
ers or with the trade, who have been selling 
these machines by the millions for so many 
years. But we do have a thought to pass 
along for whatever it may be worth. 


A glance at these pictures will show any- 
one that there has been practically no change 
in the general design of an electric fan, in 
nearly 30 years. The fan is still, in these 
days of “merchandise,” a machine. Further- 
more, the fan is and always has been a some- 
what dangerous looking machine. Its knife- 
like blades, whirling at a tremendous speed, 
are enclosed in a wire cage which shouts 
at one—‘Look out, I am very dangerous!” 
We must ourselves confess to a sort of creepy 
feeling every time we venture a finger forth 
to move the little lever that starts a fan, and 
to feeling a certain sense of relief when we 
draw the member back and find all the hide 


intact. 


Neither is the fan very beautiful to look at, 
although of late some concessions in the line 
of color schemes have been made. When 
it is to be used in the home it generally is 
“lugged in” from a closet and set up some- 
where for the time being, and as soon as 
the immediate need for its use is over, it is 
hustled out of sight. No, the fan is not 
among the smart things in the way of house 
furnishings, and smart, good looking things 
are what attract the consumer's dollar these 
days most readily. 

What we are driving at is that we feel 
that in some way—and engineers and de- 
signers can accomplish it if they set out to— 
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the fan could be made an object of pleasing 
appearance and not a somewhat vicious ap- 
pearing machine. In other words made more 
merchandisable. 

It did not take the radio people or the 
phonograph people many years to get away 
from the hideous looking horns and convert 
their sound-throwing devices into objects of 
beautiful furniture. Their whole units were 
enclosed in cabinets costing hundreds, even 
thousands of dollars and people were pleased 
and bought them. 

We are not saying that beautiful “wind 
cabinets” could be made and sold, that fans 
could be enclosed in picture frames with ad- | 
justable shuttered fronts, or be mounted on | 

( 
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handsome pedestals, projecting their breezes 
from some concealed source and with a tribe 
of gold fish swimming around and concealing 
the moving parts. But we have a pretty 
strong hunch that it could be done, and that : 
people would want not one but perhaps 
several of them in the various rooms of the 
house. 

In the meantime, there is a big prosperous 
fan season ahead of us, and the above ob- 
servations, if they have any merit, constitute 
just one of those things to be thinking about. 
Perhaps fans some day will become more 
easily saleable and more readily useable “mer- 


chandise.” 


Give the Little 
Lady a Hand 


E HEAR so much these days about 
questionable methods of merchandis 

ing and advertising radio products 

that most of us are overlooking radio itself. 
Despite the fact that manufacturers, job- 
bers, dealers and perhaps publications are 
plucking at her petticoats (if she wears 
them) retarding her progress with adverse 
criticisms, the Little Lady has gracefully 
eased her way to the front of the stage and is 
now engaged in singing a song which is 
bringing the dollars and dimes to her feet 
from the gallery and main floor alike. 
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(anaging Editor 


She seems to be supporting her family in 
pretty good shape, so instead of standing at 
the stage door waiting to take her for a ride, 
it might be better to buy a good seat down 
front and give the Little Lady a hand. What 
do you think? 


Advertising 
The Jobber 


HAT WAS it that put Paris garters 

on your legs and Tiffany rings on 

your fingers? Chorus—Advertis’ 
ing. What kind of advertising is now on 
foot that will be as universally useful to the 
electrical jobber? Answer—the extensive 
use by manufacturers of the slogan, “Sold 
Through Jobbers.” In itself the phrase is 
very short; only three words. But size does 
not count here any more than in a woman's 
vocabulary, which is generally supposed to 
be smaller than a man’s. Think of the turn- 
over! When a hundred manufacturers get 
to using this slogan in all their advertising 
and all the literature that they print, think 
of the millions of times these words will ap- 
pear! The success of this movement will lie 
largely with the jobbers. Keep after your 
manufacturers constantly to use it, and watch 
the snowball grow. 


Radio Jobbers 
Organize Division 


STEP which is very promising for 
A the good of the radio industry, was 
taken at the meeting of the Federated 
Radio Trade Association in Milwaukee. A 
radio jobbers division, with individual mem- 
berships, was formed as a part of this Asso- 
ciation. While in name it is a division, 
partaking of and contributing to the benefits 
of the Association as a whole, nevertheless, 
it is virtually a radio jobbers’ association, a 
stabilizing influence which is greatly needed 
in radio. 
The progress made by this new organiza- 
tion will be watched with keenest interest. 





On Cheerfulness 
T RADITION has it that the salesman, 


like the actor, must appear constant- 

ly cheerful. And, tradition is pretty 
generally founded on sound, substantial rea- 
soning. 

Some of us entertain a perpetual, dyspeptic 
attitude on life and many salesmen are ready 
to swear they have customers who simply 
glory in their own grouch. But, no matter 
how deep-seated the affliction, it can be over- 
come and the sufferer put into a receptive 
mood by a cordial greeting offered in a sin- 
cere manner. 


Rebuffs are bound to be encountered but 
when they are taken in good nature, with 
no sacrifice of dignity, the customer can be 
thrown into a happier mood, from which 
one can get down to the serious business at 
hand. 

By acting as though one’s work is enjoyed, 
coolness and resistance can be readily 
changed to good will and friendliness. And, 
the salesman who keeps that thought in 
mind, looks on the cheerful side of what is 
apparently an adverse’ situation, keeps a 
buoyant frame of mind, and packs his own 
troubles in “the old kit bag,” is headed some- 
where. 

Giving the laugh to flimsy objections, and 
pointing out the ridiculous side of them is 
infinitely better than the development of a 
‘long face” with its consequent absolute ab- 
jection. 

Of course all this good nature and cheer- 
fulness must necessarily be of the quiet, gen- 
uine, business-getting kind. Once it passes the 
bar of familiarity—well, it’s easier to say 
“no” to a “good fellow” than an insistent 
one. 

A whole-souled genial disposition, backed 
by substantial business methods, is bound to 
leave a customer with a good feeling toward 
the salesman and his house. The man who 
functions on this theory, easily put into 
practice, will find the welcome “mat” spread 
before the entrance to every customer's es- 
tablishment in his territory. 
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News From The Jobbing Field 


The JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly ‘“‘What’s the News Sheets” to Every Jobber and it Gladly 
Receives Voluntary News Contributions and Snapshots from Jobbers 


and Jobbers’ Salesmen. 
Month the Personal Element in the Industry. 


All this Enables It to Reflect from Month to 
Your Co-operation is 


Solicited in Making this Human Side of the Magazine More Interesting. 


Jockers Goes to Detroit 


W. J. Jockers has severed his con- 
nection with the Westinghouse job- 
bing interests known as the Great 
Northern Electric Appliance Co., cov- 
ering St. Paul, Minneapolis, Duluth 
and Fargo, to take up new duties with 
another Westinghouse agent jobber, 
the Commercial Electric Supply Co. 
of Detroit. He will be vice-president 
and general manager of that com- 
pany. 








W. J. Jockers 


Mr. Jockers has earned this ad- 
vancement in the Westinghouse job- 
bers’ organization on account of his 
most efficient work and the results ob- 
tained while vice-president and gen- 
eral manager of the Great Northern 
Electric Appliance group, covering 
the northwest territory. His appoint- 
ment became effective February 1. 

The leaving of Mr. Jockers has 
necessitated the re-arrangement of of- 
ficials of the Great Northern Electric 
Appliance Co., as follows: R. M. 


Laird will remain president, becoming 
general manager, with W. M. Hogan 
filling the position of manager of the 
St. Paul Division and sales manager 
of the group. 


He having gained the 








confidence and respect of the Twin 
City jobbers, they deemed it a privi- 
lege and opportunity to give Mr. 
Jockers a farewell dinner at the 
Minnesota Club, presenting him with 
a very handsome token of their af- 
fection and regards. Therefore, with 
other jobbers acquainted with Bill, 
don’t hesitate to get “‘lit’’ up at Bill’s 
expense, meaning that they presented 
him with a very handsome Dunhill 
lighter engraved “From the Electrical 
Jobbers of the Twin Cities.” 
* * * 


Changes in American Electrical 
Supply Personnel 

At a recent meeting of the board of 
directors some changes were made in 
the officers of the American Electrical 
Supply Co. of Chicago. 

C. E. Browne was re-elected presi- 
dent and director, but owing to the 
many years of strenuous activity in 
the jobbing business, he has decided 
to take a much needed vacation. 

A. F. Hearl, formerly secretary- 


treasurer, who has been connected 
with the company for 21 years has 
been elected vice-president and treas 
urer and will take over the active 


management as general manager. 


C. S. Worden, just recently asso 
ciated with the company but for a 
great many years identified with the 
electrical industry, has been elected 
secretary. 


O. H. Anderson, with the company 
for 15 years, has been re-elected as- 
sistant secretary. 

It is understood that Mr. Brown 
has planned an extended trip in searcl) 
of rest and quiet and upon his return 
will devote his time to the outside 
business of the company rather than 
to the confinement of inside details. 

Mr. Hear] is well known throughout 
the industry and it is generally un- 
derstood that he is fully competent to 
carry on the management with suc- 
cess, as he has always been closely 
connected with Mr. Browne in all of 
the affairs of the business. 




















Taken during Mr. Insull’s big power conference at Dallas, Tex., in November 


1927. Left to right: F. 


H. Ames, vice-president of Wesco Supply Co., New Or- 


leans; Miss Bess Jackson, secretary to the commercial manager, Southwestern Gas & 
Elec. Co., Shreveport; Mrs. J. Harry Braselton, and old J. Harry himself, Wesco 


manager at Shreveport. 
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Auto Paint Shops Must be 
Ventilated- Sell Breezo] 


Get every contractor-dealer in 
your territory to work on this class 
of prospect. 


Point out to them that it means 
not only the profitable sale of a 
“Buffalo Breezo” Fan; but also the 


QPRAY painting makes an exhaust fan 
’ essential. In selecting this it is neces- 
sary to have a fan with a totally en 
closed motor, owing to the fact that open 
motors become gummed-up with the paint 
spray. . 
It is also important to have a non-sparking 
motor as most of the paint sprays used are 


highly combustible. 


Fan should be installed in a window or 
wall about four feet above the floor. Figure 
on a change of air every 2 minutes for paint 
spray rooms. 

Then sell a Buffalo Breezo 


Fan to do the work! 
Sell Spray Paint Shops in March. 
—Sold through Jobbers— 


profitable installation as well! Buffalo Forge Company 


201 Mortimer St. Buffalo, N. Y. 


In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


“Reta BARE ELO”™ 
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Tue Lappin Exec. Co., Milwaukee, 
has added James Delaney to its staff 
of city salesmen. 


Tue Joun S. Maxson Co., Homer, 
N. Y., recently acquired the follow- 
ing salesmen: H. Scofield; Lee Ay- 
ers; R. R. Keer, and John McMaster. 


A. F. Hitt is a new salesman on 
the payroll of the Capital Elec. Co., 
Indianapolis. 


J. C. Scunewwer, formerly with the 
Elliott-Lewis Elec. Co., Philadelphia, 
has taken a position as salesman with 
the John E. Graybill Co., York, Pa. 
Joseph Coll has been promoted from 
the truck to the stock room of this 
company. Fred Hueter, who for the 
past three months has been taking a 
course of inside training, has now 
started out on the road. 


P. K. Nerson has been employed 
by Nelson & Co., Tulsa, Okla., to 
travel eastern Oklahoma. 


Raritan Exec. Suppry Co., Perth 
Amboy, N. J., has a new salesman— 
Lewis Goldsmith. 


A. E. Winters and F. E. Wheatley 
are two new counter men with the 
Lake States Gen’l Elec. Supply Co., 


Indianapolis. 


Patricia W. Rennir has resumed 
her connection with the Union Elec. 
Supply Co., Providence. She will be 
appliance manager, taking over the 
work of Paul Vanden Burgh, who is 
now covering New York State, ex- 
cepting New York City, for the Na- 


tional Lamp Division of the General 
Electric Co., with headquarters in 
Boston. Fred Pierce, Jr., a counter 
man, has been assigned to Roy Flight’s 
territory during the latter’s illness, 
which may be for a period of three 
months. 


Martin Haer ce has been placed in 
charge of Wm. Davis Hawk’s ware- 
house at Kingston, N. Y. 


N. P. WinGerTER is a new sales- 
man with the Elec. Supply & Equip. 
Co., Erie, Pa. 


Tue Betmont Corp., Minneapolis, 
has two new salesmen, J. W. A. Hen- 
derson, formerly with Stewart-Warner, 
and W. H. A. Anderson, formerly 
with Yale Elec. Co. 


Cuarves CritcH ey has been pro- 
moted from the office to the sales 
force of the United Elec. Supply Co., 
Salt Lake City. John Schmidt, for- 
merly with the local office of Graybar, 
is now credit manager for the above 
company. 


GrayBar Exec. Co.,. has a new 
salesman, Alfred D. Kratzke, work- 
ing out of the Milwaukee branch. 


Peter Viora is now serving ‘cus- 
tomers from behind the counter of the 
Triangle Elec. Supply Co., Scranton, 
Pa. 


Harry Hanover, formerly with J. 
H. Bunnell & Co., and Graybar, is 
now a salesman with the East Coast 
Electrical Supply Co., Inc., New 
York. 


A. P. Jounsen, formerly with tl 
Illinois Fixture & Electrical Supp! 
Co., is a new man on Weinberg . 
Co.’s sales force, Chicago. This con 
pany has also employed Lawren 
Brusso in the stock room. 


Cuas. Worpven, formerly of the ( 
J. Litscher Elec. Co., Grand Rapids. 
is now in the sales department of th. 
American Electrical Supply Co., Chi 
cago. 


Wm. H. Epgar has been added to 
Parr Elec. Co.’s staff of salesmen at 
New York City. He was formerly 
with the Western Elec. Co., Wetmore 
Savage, and Robbins & Myers. 


R. H. Hornsack, Crescent Elec. 
Supply Co., Dubuque, Ia., who has 
been absent from his desk for some 
time as the result of an operation, 
has returned to work. 


Ir Is Expectep that Peter Cribari 
of The Electric Appliance Co., Chi- 
cago, will make a strenuous effort to 
win several prizes in the “Summer 
Sales Contest” this year, “Pete” now 
being the father of Joan, born Febru- 
ary 8. 


Titus B. Scum, president and 
general manager of the Crescent Elec- 
tric Supply Co., Dubuque, Ia., Thos. 
F. Kelly of the Crescent Davenport 
office, O. H. Frickel, sales manager 
Republic Electric Co., Davenport, and 
E. L. Johnson, Graybar Electric Co., 
Davenport, attended the N. E. L. A 
convention at Cedar Rapids, Ia. 


F. M. Bernarpin, Mid-West Gen- 
eral Electric Supply Co., Kansas City, 
left in February for a month’s trip to 
Bermuda and vicinity. 


Cart P. Damw, president of the In- 
dependent Electric Co., Muskegon, 
Mich., left on February 18 for St. 





The Morris Blumberg Electric Co., Detroit, Mich., maintains 
quite a sizable organization, as is attested by the above group 
which represents the greater part of the inside force. The 
Florence Rose, Rose Ginsberg, 
Blake and Barbara Banasak. 


young ladies at the left are: 
Dorothy Bronstein, Christine 


From left to right, the young men are: Nate Tarnow, counter 
salecman; Howard Miller; Fred Mowid; Jake Silver; Clarence 
Ketelhut; Isadore Kolodny; Sidney Blumberg; Daniel Black- 
burn; Joe Surma; Wilfred Blackburn; Walter Colquist; and 
Louis Kniel, counter salesman. 
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Peerless Fans For 1928 


We are proud to offer the new complete line of PEERLESS fans. Elec- 
trically and mechanically they represent the last word in modern construc 
tion and efficiency. The distinctive appearance of these fans gives greater 
prestige to the dealer who displays them. 


Our new dealer leaflet, which illustrates and describes this complete line, 
is ready for distribution and will be imprinted with dealer's name upon 
request. 


For thirty-five years, the name 
PEERLESS has been synonymous 
with quality electrical apparatus. 


Moon loss. 


The PEERLESS ELECTRIC * \aeevenene (il Eee’ «=6COMPANY, WARREN, OHIO 








= 











ESTABLISHED 1893 
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J. H. McLaughlin, Elec- 
trical Engineer, Port- 
land, Ore., specified 
Union Renewable Fuses, 
and uses them exclu- 
sively in the Port Lud- 
low and Fort Gamble, 
Washington Mills of the 
Chas. R. McCormick 
Lumber Co. 


UNION 


Renewable Fuses 
withstand more blowouts 








Unions are made in knife blade 
and ferrule types. Both types are 
of simple design, permitting 
speedy renewals—remarkably 
strong—to withstand repeated 
blowouts. Brass ends are secure- 
ly fastened to the fibre case, and 
the renewable link is held in per- 
fect alignment—always. 

Knife blade type is scientifically 
vented, by an exclusive method, 
to release the pressure generated 
when the link blows. Vents are 
in the fibre shell—not in the end 
caps. Union casings withstand 
more blowouts. 
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Making Your Efforts 
Count for More 


’ OU can’t visit every prospect for Union Re- 
newable Fuses and Gem Powerlet Malleable 
Conduit Fittings. But you can call on the worth- 
while ones. And there are plenty of these to 
boost your sales to a new high mark. 

45,000 factories use electric motors totaling 
from 100 H.P. per plant to several thousand H.P. 
Besides these prospects there are thousands of 
hotels and large office buildings—all promising 
worthwhile business. 

But the best part about giving such customers 
particular attention is that quality counts with 
them. The outstanding features of the Union- 





Helps for Industrial Sales 


You need these helps in selling the industrial market. 

Catalog No. 32 gives complete information on Union 

—— Fuses, and Catalog No. P-32 on Gem ~ 
‘owerlets. The Fuse Selection Chart tells LSP 


at a glance the exact fuse for protecting Pg 
any piece of equipment. 4 SS 
Write for these helps for yourself LES ’ 

a ~* 

>>: 


—see that each customer has Ain? 
them. Pre, ae 






Gem Line make sales easy to those who know the 
real essentials of electrical perfection and long-run 
costs. 


Union Fuses, because of their design and con- 
struction, withstand more blowouts—save the 
price of a new fuse more times. 


Gem Powerlets are rust-proof, make positively 
waterproof joints and thus outlast the building or 
equipment. 


Prepare to capitalize more fully on this market 
by writing for complete literature to use in your 
work. 





Chicago-Jefferson Fuse & Electric Co. 


Successors to Chicago Fuse Mfg. Co. 
1519 W. Laflin Street, Chicago, Ill. @ 








CEM 


> Powerlets— 
the original malleable 
conduit fittings 


Gem Powerlets are the original 
conduit fittings cast from malle- 
able iron. Heavily galvanized, 
they are rustproof. 

Cast in one piece Gem Powerlets 
have no seams, welds, or inserts 
and because of the toughness of 
malleable iron they won't crack. 
Hubs are threaded accurately, 
guaranteeing waterproof joints 
and the elimination of high re- 
sistance points in the conduit run. 









Powerlets are easily, quickly in- 
stalled because they provide 
plenty of room for wiring, lie 
flat, and the assembling screws 
don’t dron out and get lost. 
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Fla., 


taking his family 
They expected to be away 
until the first part of April. 


Petersburg, 
with him. 


Lioyp De Fries is a new city sales- 
man for L. B. Marsh Electric Sup- 
plies, Long Beach, Calif. 


formerly in 
the 
Co., 


has been placed 


FLoyp Rosinson, 


charge of fixture show room of 
Ackerman Electrical 
Grand Rapids, Mich., 


in the southern and eastern counties 


Supply 


of west Michigan as specialty sales-’ 


man—an expansion in the sales force. 
Matt Rozema, a veteran electrical 


jobber shipping clerk, has given up 
his desire to operate his farm and has 
returned as shipping clerk and is in 


charge of all stockrooms. 


M. L. Reep, former assistant man- 
ager of the Ackerman Electrical 
Supply Co., Grand Rapids, Mich., has 


been voted vice-president to replace ° 


Walter J. Ackerman who has resigned 
his position with the company. E. H. 
Cantile, former manager of radio 
sales, has been appointed sales man- 
ager. 

F. A. Jounson, branch manager at 
Duluth, Minn., for the Great North- 
ern Electric Appliance Co., was taken 
to the hospital January 18 for an 
operation. This was successful and 
at the time he expected to be out in 
about 10 days. 


F. A. Grirrin, manager of the Du- 
luth, Minn., branch of the Northwest 
General Electric Supply Co., was re- 
cently elected president of the Duluth 


Electric League. 
* 7. * 


Jobbers Sales Activities 
Tue Betmont Corp., Minneapolis. 
—A Sonora retail campaign is under 
way. 
THE Zanes- 


ville, O.—Special sales effort is being 


AmeErIcAaN Licut Co., 


expended on refrigerators by this 


company. 


Netson & Co., Tulsa, Okla.—Cam- 
paigning “Pretex’” and “Vaprotex” 
safety hand lamps for oiling refin- 
eries. 


American Evectricat Suppty Co., 
Chicago.—This company is “seizing 
time by the forelock” by running a 
special sales campaign on fans. 





House of Frostolite Adds Com- 
mercial Equipment 


Samuel Frost, 41 West 14th St., 
New York, better known as the House 
of Frostolites, has added to its line 
of lighting fixtures for the year 1928 
line of commercial lighting 
equipment. At a recent sales talk on 
this line, the men became so enthused 
that Nat Schapiro, Jack Twersky, 
Murray Rubin, Murray Freed, Joseph 
Kleinstein, Sam Katz and Abe Wind, 
started out all pepped up and it is 
said brought back more than the 
bacon. 


a new 


Irving Sobel, the store manager, 
Leon Shields, Phil Susskind and 
Louis Drimmer, all inside salesmen, 
are doing more than their share as far 
as inside sales are concerned. A new 
“Frostolite” catalog, illustrating this 
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new line of fixtures, will be off t! 
press shortly, and distributed to | 
contractor dealers in the Metropolit: ), 
district. 

Old standby, Sam Bronstein, w), 
has been associated with the House | { 
Frostolites for the past 10 years, hi... 
left to go in business for himself. 


ee 


Course in Illumination 

A course in illumination given | 
The Electric Association for supp|\; 
jobbers’ salesmen, contractors and «|! 
others interested in lighting 
launched in Chicago, February 1; 
The schedule provides sessions ever) 
Monday evening for the period Feb 
ruary 13 to March 19. The entrance 
fee of $12.00 will include six dinners 
This fee is to be paid prior to the 
opening session. 


was 

















Left to right: Roy Suhrweier, order Ia E. F. Baertschi, secretary-man- 
agers Paul L.. Rapp, city sales; Chas. J. Hartung, vice-president; R. Schneider and 


W. Thorman, vata representatives. 


Sales Co., Toledo, O 


The above are from the Toledo Elec. 
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|| Climb with TRICO Progress! 


Share in the growing demand for Trico Fuses. As much as 400% increase in sales is the 
record of some distributors in 1927 as compared to 1926. 


You, too, can enjoy these fruits and benefits of quality merchandise, good service and sales 
co-operation, turnover and profit as experienced by Boggis-Johnson. Read what they have to 
say. They should know our habits after seven years of association. 


CLEAR-TOP x TRICO 
PLUG ot RENEW ABLE 
FUSES FUSES 


TRICO 


FUSE 
ALSO 
NON-RENEW ABLE 
FUSES 














BETTER QUALITY — MORE SALES — SATISFACTORY PROFIT 
and TRICO FUSE MFG. CO. =MILWAUKEE 


lec 


an- 
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ecialized 
ghting 
The New Factor In Industry 


" (~ By day or night, the better Wy, The Benjamin “Intensifier”’ 


you can see the faster you can For High Intensity Lighting 
see. Herein lies the whole of Small Areas 


idea back of the relation be- 
tween intensity lighting and 
speed of vision. 

Great as have been the gains 
made by industry through a 
nominal raising of the levels 
of illumination, they are in- The Benjamin “Projectolite”’ 
significant when compared to For Lighting Straight and Rounded 
the startling changes effected Surfaces, from a Grazing Angle 
in production, quality of The powerful flood light beam is flattened and 
work, reduction of accidents broadened by a special lens which directs the 


2 j greater part of the light to a point farthest from 
and improvement of morale the light source, and a correspondingly smaller 









=\\ 


For special operations where in addition to 
good general illumination it is desirable to con- 
centrate an intense light on certain small areas. 
Intensities up to 250 foot-candles with 200-watt 
lamps. Permits the closest discrimination of de- 
tail. Recommended for fine assembly, close in- 
spection, fine machine work, for illuminating 
the surfaces of dies and similar operations. 








. es . . portion to the points nearer the reflector, re- 
which specialized lighting— sulting in an even illumination over the entire 
the new factor —is bringing surface. Especially adapted to automobile and 

‘ d car body spraying and finishing departments, 
to industry. furniture and piano finishing plants and similat 

And just as Benjamin has semen 
attained leadership in the The Benjamin “Parabolite’’ 


raising of standards of gen- 
eral illumination, so has it 
again developed new stand- 


For illuminating long, narrow aisles, platforms, 
inspection tables, etc. The light is projected in 
a narrow stream while the lamp filament is en- 
tirely hidden from the eye of one approaching 























. 1: owe ae it from the side. Widely used in railroad work, 

ards In specialized lighting. tne mn oe pce Pi ea 
When any phase of indus- packing plants, etc. 

trial lighting is being consid- For full information address nearest office 
red put it up to ‘ ° ° 
I wetted P | Benjamin Electric Mfg. Co. 
YS 1p 120-128 S. Sangamon Street 
New York Chicago San Francisco 
247 W. 17th St. 448 Bryant St. 


Manufactured in Canada by the Benjamin Electric 
Mfg. Co. of Canada, Ltd., Toronto, Ontario 
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Built For Heav 


the New Line o 


BENJAMIN-STARR 


Wh 


EINJ-A 






y oy 





Panelboards and Steel Cabinets 


for 
Light 





ii ay 
BIG 
FEATURES 


1 Heavy Gauge— One-Piece 
Steel Panel Back on which are 
mounted Standardized Unit 
Bases. 











2 Panels are provided with ad- 
justable Mounting Studs so 
that Panel Adjustment may be 
made both in and out and Iater- 
ally in box. 


3 All Fuse Receptacles are in- 
dividual and are easily re- 
moved from front. 


Switches removable individually from front without 


removing trim. 


5 Underwriters Approved 30 ampere 250 volt Heavy 
Duty Tumbler Switches in both single pole and 


double pole. 


3 


CS 

f © 

. aya 
C. “(4) 0 
| 


COOO? 6) 


~ 
Ne 

9 
“~ 


© 
© 
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panelboard. 








6 Fuse Receptacles have slot at 
side which permits testing of 
fuses without removing fuse. 


All Metal Panel Parts are 
Rust-proofed. 


hes Full Four-Inch Gutter Space 
on all Four Sides of Panel. 


Switch Cover Plates Remov- 
able Individually from the 
front. 


10 Unit Composition Base for 
all types of Branch Switches 


assure interchangeability of parts. 


11 Boxes shipped from stock for immediate installa- 
tion. Unit section assem- __ 
bly assures prompt delivery of [ 














LET US SEND THIS NEW 80-PAGE CATALOG FREE | 








Ask for Catalog SR-5 


Benjamin Electric Mfg. Co. 


New York 
2A7 W. 17th Street 


120-128 S. Sangamon Street 
Chicago San Francisco 
448 Bryant Street 
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This lively-looking group represents a part of the organization of the Capitol 
Electric Supply Co. at Lansing, Mich. R. L. Knopp, treasurer and general manager, 


is at the left. 


Next, in order, are Mrs. Cole, secretary to R. B. Craig; Mrs. Suther- 


land, bookkeeper; R. R. Palmer, city salesman; Mrs. Roback, assistant bookkeeper; 
R. B. Craig, sales manager; Miss Avery, billing clerk; Miss Kadolph, lamp division. 





Bunnell-Stevens Drops Retail 


The Bunnell-Stevens Co., Inc., of 
Binghamton, N. Y. has discontinued 
its retail store at 171 Washington St., 
and has moved its offices to the whole- 
sale warehouse at 83 Prospect Ave. 
Hereafter the business will be whole- 


sale only. 
* * * 


Strikes and Spares 
By JOE SINES 


R. A. (Rap) Rap.iey who has been 
assistant purchasing agent for I]linois 
Electric Co., Los Angeles, for the past 
two years has been advanced to city 
salesman. Now he knows hew it 
makes a fellow feel when the buyer 
tells him ‘Nothing doing today.” 


N. G. (Nate) Harvey, President 
of Illinois Electric Co., Chicago, is 
enjoying his annual vacation on the 
Pacific coast. 


F. N. Averitu, President of Fobes 
Supply Co., San Francisco, and Port- 
land, Ore., also Illinois Electric Co., 
Los Angeles, spent several days in 
Los Angeles in February and has re- 
turned to his home in Portland. 

Frep SKEEL, who covers a lot of 
territory for the Crouse-Hinds Co., 
was a recent visitor to Pacific coast. 

Lee H. Srteruinc, who is well 
known in the electrical jobbing circles 
in Los Angeles, has recently become 
Light & 


Fixture Co., as city salesman. 


associated with Western 


Pavut Suepron, who has been city 


salesman for Western Light & Fixture 
Co., is now counter salesman. Wm. 
Bosath, who has filled several po- 
sitions in Western Light & Fixture 
Co., has recently been put in charge 
of the price department. 


CuHar_Les Prorratt is a recent ar- 
rival from Atlantic City, where he 
conducted a retail electrical store. 
He has become associated with West- 
ern Light & Fixture Co., as counter 
salesman. 


Lee M. Oaxkrorp, who has been 
manager of the lamp department of 
the Graham Reynolds Elec. Co., Los 
Angeles, for the past six years, re- 
cently resigned to take the position 
of southern California branch mana- 


ger for the Photostat Corp. Walter A 
Munday, formerly connected wit! 
Diamond Electrical Mfg. Co., Lo: 
Angeles, has taken the post vacated 
by Mr. Oakford. 


Stuart Watters, until recent); 
Westinghouse merchandise specialis: 
for the Illinois Electric Co., is now 
connected with the merchandising de 
partment of the Westinghouse Elec 
tric & Mfg. Co., Los Angeles. 


2 


Times Appliance Specializes 
in Merchandise 

The Times Appliance Co. of New 
York, of which B. A. Allen is presi- 
dent, specializes in radio, appliances 
and fixtures, but does not handle elec 
trical supplies. Its territory lies 
within the Metropolitan District of 
New York—within a radius of 50 
miles from its headquarters. Thirteen 
city, two country and three counter 
salesmen are kept more than busy. 

E. B. Ingraham, who is secretary- 
treasurer as well as general and sales 
manager, observes that the electrical 
jobbing business in recent years has 
developed a new type of jobber who 
differentiates between the contractor 
and industrial field on the one 
hand and the field of strictly electrical 
merchandise. He believes that by 
specializing in the so-called electrical 
merchandise a considerable business 
can be built up, comparable with the 
business of jobbers who cover the 
whole field, including supplies. 








Florida steps out. 
South Florida Fair, held in Tampa from January 31 to February 11, eleven days 


and nights. 


One entire building was devoted to Radio exhibits at the 


Southern business enterprise is reflected in the booth of the Florida 


Electric Supply Company pictured here. This company, it is said, covers Florida 
like the sunshine in their distribution of Radio Corporation products and New- 


combe-Hawley long air column Reproducers. 


Better broadcasting, better receivers 


and better reproduction have all contributed to worth-while reception in the territory 
served by the Florida Electric Supply Company. Public acceptance is the answer 


to this bigger and better Tampa exhibit. 
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Wherever individual light is needed —the BUSS will fit. 


Example No. 121 from a Salesman’s Actual Experience 


How a Modern Hospital has 
put BUSS Lights to Good Use 


Problem:—The management of the Jackson Park Hos- 
pital, Chicago, wanted to find a light which could be adapted to 
fill all the needs of the sickroom. It must be portable and easily 
adjusted—different patients would want it in different places. 
The doctors and nurses would need a “close-up” adjustable light 
for making examinations, preparing medicines, etc. It was de- 
sirable that the light be decorative, yet it must be plain in shape 
with a simple contour to facilitate cleaning. 

Answer:—The man who suggested the solution to 
this particular lighting problem knew that BUSS Lights would 
easily meet every requirement. A convenience outlet near each 
bed made the installation extremely simple. 

Result:—Now, each patient has a lamp which serves 
his every light need. Used as a stand lamp, its colorful trans- 


CG ae ny 


PSR 


lucent shade brings cheer to the sickroom. Clamped to the bed, 
it provides a perfect light for reading. Hung upon a small hook, 
it becomes a handsome little wall-light. For the doctors and 
nurses, the BUSS Light provides a light that can quickly be 
stood, hung or clamped where it will be the most effective. 

Example No. 121 is offered as a suggestion, valuable 
because it indicates a sales outlet easily overlooked—another out- 
oa fet proof that where individual light is needed—the BUSS 
will fit. 


$10 for your experiences: 


Send us suggestions for new uses for BUSS Lights taken 
from your experiences. We will pay $10 for each one which 
we accept to be featured in this or other publications. 


BUSSMANN MANUFACTURING COMPANY, Jefferson at University, St. Louis, Mo. 
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This is the cover of a 4-page circular on the Cur- 
rent Breaker which is being sent to our mailing list of 
industrial plants, railroads, mines, cement and flour 
mills, ete. Copies of this circular will be forwarded 
to distributors of T.V. Safety Switches on request. We 
will cover by mail any special industry in your territory 
if you desire. Copy of the mailing list we use will be 
forwarded to you for follow up. This is a real circular 


and we want you to take advantage of it. 


AN ANAASV ALS 


BANTAM, CONN. 


NEW YORK BOSTON CLEVELAND CHICAGO 
DENVER On the Pacific Coast—C. Dent Slaughter 








This is my column 
— “Al” 


Some of you fellows may remem- 
ber me. I used to appear in these 
columns. The boss said to go to 
night school and learn not to kill 
the King’s English (excuse me, Mr. 
Thompson) and he’d give me an of- 
fice job. 

* * * 

I’m an artist, too. I drew the 
picture of that train over on the 
other side. Jobbers who want to 
ride smoothly through 1928 had bet- 
ter get aboard with us. 

* * #* 


Have you noticed how many peo- 
ple are bragging about their direct 
by mail campaigns? They seem to 
think it is the number of postage 
stamps they have bought that count. 

* * * 

I would rather say the right thing 
to 1,000 Safety Switch buyers and 
get 150 orders than hand out a 
bunch of bologny to 50,000 buyers 
and get 50 orders. 

* * * 

The T-V mail advertising plan is 
a peach and it has been a business 
getter for every jobber we have 
worked it for since we started. That’s 
my job, too. 

* * * 

But let’s be honest. Neither sales- 
men nor advertising can build busi- 
ness unless we've got the goods. 
Look over to the right and you'll 
see three of the finest lines of 
switches in the world. 

* * * 

There’s the answer. One of the 
largest railroads could not have been 
lined up on Current Breakers last 
month by mail advertising unless it 


is true. Yo 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 


PHILADELPHIA 
DETROIT 
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Jobbers!—get eee Three of the finest lines of | 
Bae bd cheat Safety Switches in the world! 





The Current Breaker 


The unquestioned leader of 
the field for industrial purposes. 
It has never fallen down on the 
severest test engineers have sub- 
jected it to. 





Current Breaker 


EZELELLELEERS 








Cc. H. WALLIS 





Many jobbers think they can run 
a jobbing business. Most every “oo 
manufacturer knows he can. The Type Cc 
Perhaps out here in the wide open 











spaces the jobbers are backward. The very finest medium grade safety 
Anyway, they haven’t got half the switch built: Quick-made — quick = 
troubles you hear about farther east. break, and will handle loads as well 





A good many are predicting as switches sold for twice as much. 
troubles though, like a wheat farmer 
worrying about a drove of locusts. 
Did you ever think how much 
farmers like agricultural fairs? 
That’s because they want to get to- 
gether and talk over their troubles 
and benefit by each other’s experi- 








Type «“e- 

















ence. 

And it isn’t only the farmers that 

t h fai ither. Th ‘ 
go to such fairs, either ey are “7000” Line 


crowded by interested people. 

If the jobbing industry has any 

troubles this is the solution. A fine entrance switch and suitable 
Get together. Organize for mu- for many other purposes. This series 

tual cooperation. Plenty of manu- has no competition in price and qual- 

facturers will take their coats off ity. = 





and help. 
' The industry has no problem that 
t ; 
concerted effort on the part of those 7 
. , Have you a copy of our Manual on Safety “7000” Line 
interested won't solve. Switches? If not, send for it. It is a com- 
C. H. Watts, plete treatise on the use and kinds of Safety 


Representing Trumbull-Vanderpoel Switches for all purposes. 
Elec. Mfg. Co. at St. Louis, Mo. 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 
BANTAM, CONN. 


NEW YORK BOSTON CLEVELAND CHICAGO PHILADELPHIA 
DENVER On the Pacific Coast—C. Dent Slaughter DETROIT 
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Tristate of Hagerstown 
Expands 
The Tristate Electrical Supply Co., 
electrical jobber of Hagerstown, Md., 
has recently appointed C. C. Crouch 
a resident of Roanoke, Va., to repre- 
sent it in that territory. Mr. Crouch 
has long been in the electrical field 
in Roanoke, and is well acquainted 


MERCERSBURG 
BEDFORD SPRINGS OA GREENCASTLE 
FROSTBURG 
CUMBERLAND @—___—~ ° 
" ea ee 
LONACONING O— BERKELEY SPRINGS = 
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A.L.E.A. Cleveland 


Convention 

At the annual convention of the 
Artistic Lighting Equipment Associa- 
tion, held at the Hotel Winton, Cleve- 
land, January 25 to 27, George J. 
Klein, of the Novelty Lighting Corp., 
Cleveland, was elected president and 
C. A. Bridges, of the Moe-Bridges 













WESTERNPORT 
PIEDMONTO 


iets 


ST 
a WINCHESTER 
HARRISONBURG 


and thought of in his territory. His 
headquarters are in Roanoke and he 
covers adjacent towns in a radius of 
about 50 miles. 

This new territory adds consider- 
ably to that formerly covered by Tri- 
state, which is an infant in the field, 
having opened its doors for business 
in March of last year. 


The management of the company is 
looking forward to big business in 
1928 and if that portion of last year 
in which they operated can be used 
as a criterion, they do not feel they 
can go amiss in their optimism. 


This confidence for a prosperous 
year is prompted by activities in 
Hagerstown alone which is a small 
town of about 85,000. Just at.this 
time there is a new million dollar 
hotel being started, a new municipal 
electric light plant and new water 
works, to say nothing of numerous 
smaller enterprises. The surrounding 
towns which the Tristate supplies are 
also contemplating new street lighting, 
new buildings and additions which will 
call for an enormous quantity of elec- 
tric supplies. On the whole, the out- 
look is quite eneouraging and the 
management of the company does not 
think it will be long before Tristate 
will be able to take its place among 
the leaders. 


Tristate is acting as a distributor 
for nationally known manufacturers 
among which are, Benjamin Elec. 


Mfg. Co., Appleton Electric Co., 
Chicago Fuse Mfg. Co., Hart & Hege- 
man Mfg. Co., Enameled Metals Co., 
Providence Insulated Wire Co., Seyler 
Mfg. Co., Taplet Mfg. Co., Wiremold 
Co., Yale Elec. Corp., and Edison 
Lamp Works. 
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Co., Milwaukee, was elected vice-presi- 
dent. Five new members’ were 
elected to the board of directors, as 
follows: M. D. Blitzer, Lightolier Co., 
New York; Paul W. Jenkins, Mac- 
Beth Evans Glass Co., Charleroi, Pa.; 
H. O. Stewart, Scott-Ullman Co., 
Cleveland, and Fred R. Farmer, 
Beardslee Chandelier Mfg. Co., Chi- 
cago. 

The most important business brought 
before the convention was the presen- 
tation of the A.L.E.A. sales promotion 
and refixturing compaign by Granville 
P. Rogers, managing director of the 





A.L.E.A. The campaign, as presented, 
was enthusiastically received and it 
was decided to launch it at once in a 
big way. 

The exhibition and convention com- 
mittee reported that the next national 
lighting equipment exhibition of the 
Association would be held at the Sher- 
man Hotel, Chicago, Ill., June 11 to 
16, and will occupy the entire exhibi- 
tion halls, mezzanine floor and _ first 
floor of the hotel. According to the 
report, this will be the largest exhibi- 
tion of its kind ever held by the light- 
ing equipment industry or sponsored 
by the A. L. E. A. 


* + 


“Vim Ray” Prize Winners 
The Fitzgerald Mfg. Co. of Tor- 


rington, Conn., offered to the sales- 
men of Samuel Frost, New York, a 
first, second and third prize for the 
greatest number of “Starite’’ electric 
therapeutic “Vim Rays” sold during 
the first two weeks of February. 
Murray Rubin won the first prize of 
a percolator set, his sales amounting 
to 48 “Vim Rays.” The second prize 
was won by Nat Schapiro, who sold 
84, and the third prize was won by 
Jack Twersky who sold 12. All told, 
116 “Vim Rays” were sold during the 
two weeks of the prize period. 




















Here are a number of well-known jobber executives from all over the country. 
Top, left to right: W. M. (Bill) Goodwin, general sales manager, Southwest Gen- 
eral Elec. Supply Co., Dallas, Tex.; Allan S. Graham, president of the Tri-State 
Elec. Co., Sioux Falls, S. D.; A. D. Peabody, president, Peabody Elec. Co., Oklahoma 
City, Okla.; and F. E. Davis, sales manager, Fobes Supply Co., Portland, Ore. Below: 
W. H. Vilett, president and D. E. Ford, vice-president and general manager, North- 
land Elec. Supply Co., Minneapolis, Minn.; J. W. Helm, president, and W. E. Ste- 
phenson, vice-president and general manager, Sterling Elec. Co., Minneapolis. 
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new Plural Sockets 
fabricated by BEAVER 
of genuine BAKELITE- 


an unusual combination 
of engineering skill!!! 


You now can offer your contractor-dealers a line of 
plural sockets unbelievably light, strong, and compact! 


Point out to your customers their extremely sturdy 
interior construction—designed on an entirely new prin- 
ciple. 

Made of GENUINE BAKELITE the Beaver duplex 


socket is symmetrical in type—beautified by facets. 
Packed 10 to counter display box. 

The Beaver triple socket is a beauty. Made of 
GENUINE BAKELITE, it is small and light. Its de- 


sign is enhanced materially by facets. Packed 10 to a 
counter display box. 










THE AMAZING THING ABOUT Intended 
THESE SOCKETS— Price 


§0c 

. is their unusual low price. Point this fact out to 
your contractor-dealers. And, remember, they are 
genuine Bakelite—not imitation. 


BEAVER 


Machine & Tool Company 
625 N. Third St., Newark, N, J. 


Beaver Branch Offices 


*CHICAGO, ILL. *“SAN FRANCISCO, CAL. DENVER, COLA. LOS ANGELES, CAL. 





208 No. Wells St. 1066 Mission St. Laughlin Sales Co. 106 West 3rd St. 
1420 Lawrence St. 
*ST. PAUL, MINN. CLEVELAND, OHIO 
2362 University Ave. 2000 West 25th St. 


SALES REPRESENTATIVES 


BOSTON, MASS. “DETROIT, MICH. BIRMINGHAM, ALA. ST. LOUIS, MO. 
E. R. Bryant, Popkin Brothers F. A. Robertson Franklin McDermott 
241 A Street Madison Theatre Bldg. 908 Martin Bidg. 610 Louderman Bldg. 
PHILADELPHIA, PA. BUFFAILA, N. Y. DALLAS, TEXAS PITTSBURGH, PA. 
Cunningham & Montgomery Guy V. Carpenter Tennant Brothers, Inc. H. Lee Reynolds Co. 
620 So. Delaware Ave. 210 Pearl Street Oliver Bids. 


B-15 KANSAS CITY, MO. 
Intended Retail Price O. J. Rollert 
35¢ 1011 East Fifteenth St 
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WO editions of the Inland 

Catalog are being distributed. 
A light weight edition has been de- 
signed to fit your salesmen’s 
binders, and for distribution to your 
dealers. A heavy weight edition is 
furnished for office and salesroom 
use. 


Light weight 

catalog is om 

simply folded Careful description of the character 
and mailed and recommended use of each item 
io makes it easy to select the style and size 
ter-size enve- 

| é needed. 

ope. 


A price list accompanies each catalog. 
This list conforms so closely to the cata- 
log that prices are readily located. 


Inland Service, like the New Catalog, is going to meet your needs. And back of 
it is a QUALITY of PRODUCT and a POLICY which insures every Inland Dis- 
tributor not only a fair reward for his effort but also volume in full to his Dealers and 
they to their Customers. 
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OU will find, in the new Inland Cata- 

log now ready for distribution, a reflec- 

tion of the thought and care given to its 
contents. 


Your needs and the needs of your dealers 
are thoroughly understood by us. Asa con- 
sequence this catalog presents a selection of 
those fast-moving items which cover the 
average normal lighting requirements. 


Yours is the duty of seeing to it that every jobber’s salesman on your sales force 
is equipped with an Inland Catalog and Price List. 
You should as well arrange to mail a copy to every dealer in your territory. 


The Inland Catalog has been compiled as a convenience for your salesmen and 
your dealers. The proper use of it means increased profits on your Illuminated Glass- 


ware Business. 








How many will you require? 


INLAND GLASS WORKS, INC. 


Chicago 
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THE LARGEST IN THE MIDDLE EST 



























































46 


THE JOBBER’S(J}SALESMAN 











Keps’ Big Exposition and 
Celebration 


The Keps Electrical Supply Co. of 
Pittsburgh held an exposition and its 
seventh anniversary celebration during 
the entire week beginning February 
20, at its new building, 636 Grant 
St. Details of the whole affair were 
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As the guests entered the building 
they registered and were presented 
with a badge having their names and 
addresses inserted in the bar. 

On the opening of the exposition, 
the exterior of the building was deco- 
rated with colored lights and banners, 
the interior with colored lights, lan- 
terns, flags, banners and flowers. 





radio broadcasting. An _ orchestr: 
furnished music and _ refreshment 
were served, several committees bein: 


in charge. 
* * * 


Plans for A. L. E. A. Exhibit 
Exhibits will be made by floor ani 
table lamp manufacturers, and ther. 
will be on display lighting equipment 





worked out thoroughly and it was 
well advertised through the activities 
of E. J. Sedler, advertising manager 
gay announcements, stickers, sou- 
venir programs and badges being dis- 
tributed profusely through the terri- 
tory. Sedler also directed the exposi- 
tion. 

The sticker was placed on every 
letter, invoice, statement and package, 
leaving their place of business for 30 
days previous to the event. 

Announcements were mailed to 
about 3000 electrical dealers, contrac- 
tors and architects within a radius of 
100 miles of Pittsburgh. 

The program was distributed dur- 
ing the exposition, also mailed to 
about 5000 electrical dealers, contrac- 
tors and architects. It was very elab- 
orate and carried a message of good 
will from the Keps Electrical Supply 
Co., also the advertisements of several 
manufacturers, together with a pro- 
gram of events. 

Souvenir pencils, big fat ones bear- 
ing the company’s name, were dis- 
tributed during the cxposition. 











Views in the Keps Building 

About 50 of the manufacturers that 
the company represents occupied 
booths where they had on display 
elaborate exhibits of their products, 
showing them in several interesting 
ways. A special factory represent- 
ative was in charge of each booth. 
They demonstrated their products and 
distributed their literature and sou- 
venirs. Some manufacturers arranged 
special campaigns in this connection, 
which they carried out during the ex- 
position. 

Arrangements were made for sev- 
eral entertaining attractions, including 


| 








of all kinds, including chandeliers, 
wall brackets, commercial units, metal 
furniture, novelties, stampings and 
parts, wiring devices and supplies, at 
the National Lighting Equipment Ex- 
hibition at the Hotel Sherman, Chi 
cago, June 11 to 16. 

Registrations run into the thousands 
and the exhibit will reach prominent 
dealers, jobbers, manufacturers, buy- 
ers for furniture and department 
stores, electrical contractors, light and 
power companies, architects and build- 
ers. 

Exhibit space, however, is only 


open to members of the Association 
* * # 


Baitinger Acquires New Men 

The Baitinger Elec. Co., 95 Cham 
bers Street, New York, announces the 
acquisition of two new men. Harry 
Bragg, formerly with Parr Elec. Co., 
and Hart & Hegeman Mfg. Co., has 
charge of inquiries, quotations and 
orders in the sales department. L. J 
Benedetto, who also was with Parr, 
is salesman and lighting engineer, op- 
erating in the Metropolitan District 







































March, 1928 THE JopBER’SJSALESMAN 47 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








—— 

















=— rT 
FRY 










oe 
~ 


em 
LL — 
ES ERM 

< Sw 













3 eA 
EX =. 


We may be tooting 
our own horn — but we're 
not blowing when we re- 
peat this fact — Durabilt 
Products are helping | 
electrical contractors | 
everywhere to do 
the best wiring 


jobs in the short- 
OVRAWIRE est possible 


Rubber-Covered Wire * 
time — 








and Flexible Cords 
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Steel Conduit You ’re Selling Satisfaction | 
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with every foot 
DURACORD of Durabilt Products 
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The heavy-duty 
Portable Cord 
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JANUARY 6, 1900 ELECTRICAL WORLD anp ENGINEER. : 21 o 
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7 J . 
EVERY MOTOR 4 the Electrical League of the Tri 
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‘DAYTON FANS... GUARANTEED. Cities for the year 1928. 















‘ 
¢ 4 ' 
‘ In use in every part of the Globe. i Cart H. Neirzer, sales manager ' 
: ae ; Terry-Durin Co., Cedar Rapids, Ia., 
; was elected “Monarch” of Amba: 
Grotto. Bitte 
‘ : C. B. Netson, president of the 
‘ ba Nelson & Co., Tulsa, Okla., has been 
t i appointed a director in the Indian 

a Hills Country Club of that city. 

i. 
y 4 Poni Fok 
y ‘ it Davin C. Lappin, of the Lappin 
\ A. C. Ceiling Fans for 60008 to Soo0a. Desk fans for all voltages and alternations. D. C. Ceiling, Desk and Column Fans for all biibiaves ‘ Elec. Co., Milwaukee, was elected 


¢ Cable Address, * VENTILATOR DAYTON.” 
bane ee EVRA: 


With inquiry give exact vonage end exect number of alternations. 


: THE DAYTON FAN and MOTOR CO, Dayton, Ohio. | 





president of the Milwaukee Chande- 
lier Club, which is a club for the 
lighting fixture manufacturers of Mil- 
waukee. 





» 
, 
4 
Codes used: A, B, C—A, 1—LIEBERS. 2 
* Fe te ee ee ee ee eo DRA ) 





Twenty-eight years ago the Dayton Fan and Motor Co. ran this advertisement ne Matted 2 
in the “Electrical World.” It is of interest to note if any changes have been made the Unite oe. 


H. R. ByGex, general manager of 
Supply Co., Salt 


in fan motor design—what broad changes—in more than a quarter of a century. Lake City, has been appointed to the 





Changes in Personnel 
Tue Lappin Exec. Co., Milwaukee, 
has appointed Thos. H. Bradley as 
credit manager and Sanford B. Baum 
as sales manager. 


Paut F. Scumipt is now general 
manager of the Lake States General 
Elec. Supply Co., Indianapolis. F. C. 
Fitchey has been made service man- 
ager. 


ANNOUNCEMENT has been made of 
the appointment of J. H. Carpenter 
as branch manager of the H. C. 
Roberts Elec. Supply Co., Bingham- 
ton, N. Y. 





D. L. Carey has been appointed 
assistant sales manager of the Bel- 
mont Corp., Minneapolis. 


O. E. Keeun has been transferred 
to the Milwaukee branch of the Gray- 
bar Elec. Co., Inc., where he will act 
as service supervisor. H. O. Edoff, 
who formerly held that position, will 
become a salesman. 


F. H. Kooete is the new general 
manager of the Globe Elec. Supply 
Co., Denver. 





C. M. Jounson has been transfer- 
red from Graybar’s, Jacksonville, 
Fia., office to the Worcester branch 
as service supervisor. Walter Bates 
was transferred from Boston to Wor- 
cester as correspondent. 





F. O. Ligutroot, who has travelled 





h ; Mlinoi . h board of trustees of the Electrical 
the northern Illinois territory for the League of Utsh. 


Graybar Elec. Co., Ft. Wayne, the 
past twenty years, has replaced H. L. 


Thompson as office and service mana- A ; 
ployed as a refrigeration salesman by 


a Fie oe hes setarned to The American Light Co., Zanesville, 
e Chicago office. O. 





Leonarp ScuHarF has been em- 


* * * ° . 
A. N. Struck, a live, aggressive go- 


Jobbers Active in Associations getter, is a new salesman with the 
Tuos. F. Ketuey, vice-president of Barrett Electrical Supply Co., St. 
the Crescent Elec. Supply Co., Dav- Louis. 





EPUBLIC EL 


{OLEBALE 


&- 





“Yes, we are from Iowa—Where the West Begins and in the State Where the Tall 
Corn Grows—The Home of W. O. C. and a central jobbing distributing point that is 
hard to beat. This has been proven after 10 years of very hard and concentrated 
effort on the part of everyone connected with this organization.” So writes the Re- 
public Electric Co., of Davenport, Ia. And the top group, left to right, includes: K. 
Rindler, Jr.; H. Jennison, shipping clerk; C. Brandt, and K. Rindler. In the lower 
group, left to right, are: H. F. Siemson; C. Murphy; W. M. Asmus, chief clerk; P. 
Paustian; E. Neavill; A. D. Butler; W. J. Dunker, treasurer; N. Glisman; O. H. 
Frickel, general manager. 
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Plural Plugs 
—that Sell © 


Convenience 
Tap No. 360 


Straight Two-Way 
Convenience Tap 
No. 220 





Angle Two Way 
—— Tap 
No. 2 


“Standard of Comparison”’ 








Use either as 
Screw Plug or Pin Type 
Double Use 
Triple Outlets 
Multiple Sales 


TRI-O-LET 
CAT. NO. 330 


OBBERS and dealers everywhere find that in 
handling the Reynolite complete line of Bakelite 
Plural Plugs they have secured for themselves a 

steady and most profitable outlet for sales. 


The public is quick to grasp the significance of 
these attractive convenience taps which harmonize so 
well with their homes. And, this consumer accept- 
ance reflects itself clearly and distinctly on the profit 
side of your ledger. 


Push the sales of Reynolite Plural Plugs. Remem- 
ber—there is a Tap to satisfy any requirement. 


REYNO|ITE 


TRACE MARK REG. U.S. PAT 


Pioneer Manufacturer of Bakelite Flush Plates 


REYNOLDS SPRING COMPANY 
JACKSON, MICHIGAN 


Boston : New York : Philadelphia : Atlanta : Pittsburgh : Chicago 
Detroit : Dallas : Kansas City : Los Angeles : Denver 
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Schools of Electrical 
Advertising 

Schools of electrical advertising will 
be held for the first time this March, 
under the direction of C. J. Eaton, 
chairman of the advertising committee 
of the National Electric Light Asso- 
ciation. The first school will be 
opened March 5 to 8 at the Edison 
Lighting Institute of the Edison Lamp 
Works at Harrison, N. J. 

Experts in the electrical advertising’ 
world, central station men, electrical 
sign manufacturers and engineers of 
other interested companies will give 
courses designed to inform the indus- 
try as a whole of the developments 
among its component parts. Industry 
problems will be discussed, individual 
developments explained, future pos- 
sibilities pointed out, and improve- 
ments toward benefitting the whole 
suggested. 

A second school offering similar 
courses will be held at the Nela School 
of Lighting of the National Lamp 
Works at Cleveland, Ohio, March 19 
to 22. 

The Westinghouse Lamp Co. is co- 
operating with the General Electric 
Co. under the committee on electrical 
advertising of the N. E. L. A. in both 
of these schools. 

Registration for the Harrison 
school should be made through A. D. 
Bell, Edison Lighting Institute, Har- 
rison, N. J., or through J. J. Mc- 
Laughlin, Westinghouse Lamp Co., 
Bloomfield, N. J., not later than Feb- 
ruary 27, 1928. 

Names of those planning to attend 
the course at Cleveland should be sent 
to L. C. Kent, Nela School of Light- 
ing, Nela Park, Cleveland, Ohio, or to 
J. J. McLaughlin, Westinghouse 
Lamp Co., Bloomfield, N. J., not later 
than March 12, 1928. 

















and 


sales 
Herma Eschenberg, switchboard operator, 
of the Miller-Seldon Electric Co., Detroit, 
Mich., are the two shown here. 


L. J. Harvey, manager, 


Munus Capio 


Words Addressed to the Association of Municipal Electri- 


cians Which Are Good Pointers for the Jobber’s Salesman 
By L. A. S. WOOD 


HE WORD 





“Municipal” is 
derived from two 
Latin words, “mu- 
lus’, meaning duty, 
and “capio”’, to 
take, impPRimg the 
undertaking of a 
duty. Municipal 
officials are a group 
of citizens who 
when elected or ap- 
pointed, undertake 
the duty of serving 
their community by * 
managing its affairs 
and providing for 
the safety, welfare 
and convenience of 
the inhabitants. 

The safety of a 
community at night 
depends largely on 
the adequacy of its 
street lighting sys- 
tem. The police or 
fire alarms may 
sound their calls but 
unless the streets 





R. WOOD is. man- 
ager of the street 
lighting section of the 
Westinghouse Electric & 
Mfg. Co. This article is 
an abstract of his address 
before the Association of 
Municipal Electricians. 


lighting system 
Adequate street 
lighting shows up 
dirt and squalor and 
is generally the pre- 
cursor of cleaner 
and bette r-paved 
paved streets. It 
_increases real estate 
values, attracts in- 
dustries and ad- 
vances civic pride 

In addition to 
» pré¥iding for the 
safety and welfare 
of the community, 
adequate street 
lighting contributes 
to the comfort and 
convenience of the 
inhabitants by en- 
abling them to go 
about their business 
or pleasure after 
dark as easily as 
they do in the day- 
time. 

Street lighting is 
an important phase 





are well-lighted at 
night, the fire ap- 
paratus, police patrols and ambu- 
lances will not arrive promptly at 
their destination. Crimes which may 
be committed at night on dimly- 
lighted’ streets are difficult of accom- 
plishment on streets which are ade- 
quately illuminated. A survey of 
street crimes from the police records 
in Cleveland, Ohio, showed that the 
installation of a high intensity street 
lighting system in the business district 
was responsible for a 41 per cent de- 
crease in night crimes in the newly 
lighted area. 


Statistics show that 17 per cent of 
night traffic accidents are directly 
attributable to lack of adequate street 
lighting and this is readily understood 
when it is realized that it requires a 
longer time to see under dim light 
than under bright illumination. This 
split second of time often determines 
whether there will or will not be an 
accident. 


The welfare of a community also 
depends upon the adequacy of its 





of city zoning and 
where a city plan- 
ning commission or association exists, 
the plans for the complete street 
lighting system should be prepared in 
collaboration with such authorities. 
The street lighting plan should pro- 
vide. for a system of illumination 
graduated in accordance with the 
character of the streets and the vol- 
ume of pedestrian and vehicular traffic. 
It should also specify the design of 
standard and luminaire so that the 
uniform system may be adopted which 
will be in keeping with the size and 
importance of the community. Many 
otherwise attractive streets are spoiled 
by unsuitable street lighting equip- 
ment and by lighting standards placed 
outside their premises by merchants 
for the purpose of advertisement 
Many of these are not only unsightl) 
in design but differ materially in 
character from the standards adopted 
by the municipality. Ordinances 
should be provided controlling these 
activities and prohibiting the indis- 
criminate installation of lighting 
(Turn to Page 52) 
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WiremorD 


Announces 
A 
Sales Campaign 
for 
Jobber 
and 
Contractor 


Which will help to 
increase their business 


To the Jobber: 

If you have not received your 
WIREMOLD SALES CAMPAIGN 
portfolio write our nearest 
District Sales Manager at address 
given below. 






The Handy 

WIREMOLD 

ier sini To the Contractor: 
CONTRACTORS If the WIREMOLD SALES 


CAMPAIGN has not been ex- 
plained to you, your Jobbers’ 
Salesman will be glad to tell you 
all about it. 


To show prospective 
customers what 
WIREMOLD iooks 
like. 





THe Wiremon.d «| 


HARTFORO,CONN. 


District Sales Managers 
Edward Rigby Sundstrom & Forsyth E. E. Hedler H. C. Moran H. C. Biglin 
10 High Street 58 W. 15th Street 250 N. 11th Street 1112 Keystone Building 138 Marietta Street 
Boston New York Philadelphia Pittsburgh Atlanta 
M. B. Austin & Co. Jenkins & Gunther Geo. A. Gray Co. 
108-116 So. Desplaines St. Sante Fe Building 910 Howard Street 


Chicago Dallas San Francisco 
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standards beyond the property lines 
of buildings. 

Although some streets in American 
cities are adequately and even bril- 
liantly illuminated, the standard of 
illumination as a whole is low. The 
latest report of the National Electric 


evident that municipal appropriations 
for this purpose are inadequate. It 
is generally conceded that the annual 
cost per capita for adequate street 
lighting in a city should not be less 
than two dollars. Investigation shows 
that the average for the United States 





[ STREET LIGHTING 
CE CREAM 
MUSICAL INSTRUMENTS 
[FURS 

| SOFT DRINKS 

TOILET SOAPS 
JEWELRY 

CIGARS 

| COSMETICS PERFUMES 
TOBACCO, SNUFFS 
CIGARETTES 
[AUTOMOBILES 








| JOYRIDES, RESORTS 
MISCELLANEOUS 
FOOD LUXURIES 





ia meee 

LUXURIOUS SERVICES 28.5 8 IS 
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How the Average Per Capita Expenditure for Street Lighting Compares With 


That for Other 


Light Association’s lamp committee 
shows that 57 per cent of the street 
series lamps sold during 1926, were 
1000 lumen (100 ep.) or less. This 
is conclusive proof of the inadequacy 
of most street lighting systems. Such 
lamps provide barely sufficient light 


Commodities 


today is less than 90 cents and this 
is in the neighborhood of one-eighth 
of the annual expenditure of the na- 
tion for cigarettes. 

Methods of financing street light- 
ing should be carefully studied and 
plans adopted which will provide the 





am 


/a/2 


_a- 


“= 


far 


Comparison of Per Capita Expenditures for Street Lighting and Other Municipal 
Activities in Cities of Over 30,000 


to mark the streets and give practi- 
cally no illumination. 

little 
more per capita for street lighting 


Municipalities are paying 


now than they paid 20 years ago, al- 


though the requirements have _in- 


creased enormously and it is quite 





most effective illumination possible 
with the available funds. Purely 
utilitarian street lighting, fed from 
overhead systems, such as is used in 
small villages and warehouse districts 
and in the minor residential areas of 


the larger cities can be economically 
(Turn to Page 54) 



















This is a picture of Martin Newman of 
the Hub Electric Supply Co., New York. 
What in the name of the cardinal virtues 
he is doing here perhaps Irv. Trattler can 
tell you. 





Forgotten Lamps 


The story goes that when the door 
to a hidden closet was recently opened 
in an Alpena, Mich., home an electric 
light bulb was found to be burning. 
And as far as the tenants and former 
tenants were able to recall, that closet 
had not been opened for 16 years. 

This is good—as a story. As an il- 
lustration of the life span of electric 
light bulbs it may be without an equal, 
and it is certainly pertinent as an ex- 
ample of how light bills may be 
boosted by a forgotten connection that 
someone neglected to turn off. Few 
consumers would likely be guilty of an 
oversight as flagrant as the above 
incident but forgetting lamps 
closets, cellars and attics is a fairly 
common occurrence. Although such 
are usually discovered after a few 
hours or days, yet they serve to il- 
lustrate a part at least of the types of 
complaints that a public service com- 
pany is called upon to investigate and 
answer. 


in 











Crescent Elec. Supply Co., Madison, Wis. 
Rear, left to right: W. B. Bates, Louise 
Sieger, Adella Beinkofner, Norma Yanker, 
Helen Bruns, Wm. R. Muehl, manager. 
Front, left to right: Howard Lippitt, 
Floyd Pope, H. E, Hendrickson, Pat Kel- 
leher, Bud Kelleher. 
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/ jobs for 
which you should sell Romex 


sHEATheD CABLE 


Sl 


eS indes 


Sesh 





1 Rewiring old houses 
2 Wiring new houses 
3 Wiringelectric ranges 


4 Wiring electric re- 
frigerators where 
new circuit is neces- 


sary 


5 surface wiring of 
private garages and 
similar buildings 


6 Extensions for addi- 
tional convenience 
outlets 


7 Battery charger cir- 
cuits and similar ra: 
dio installations 


If you would like to 
know of other places 
where Romex is supe- 
rior, write for the latest 
Romex booklet. 


ROME WIRE COMPANY 


DIVISION OF GENERAL CABLE CORPORATION 


Rome, N. Y. 








* 
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ROME WIRE 


2801-R 





FROM WIRE BAR TO FINISHED COPPER WIRE 
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installed, operated and maintained 
under contract with the public utility 
at annual rates which will include all 
fixed charges incident to the invest- 
ment. Ornamental systems on the 
other thand, in many cases, may be 
more economically financed by a plan 


It would appear that municipal au- 
thorities are apt to attach too much 
importance to the cost of adequate 
street lighting and to overlook the cost 
of inadequate street lighting, although 
the latter may become a heavy burden 


to the public because of accidents, 
Average Uniformity 

Lumens Per Horizontal Factor 
Standard or Illumination Ratio Min. 





Class of Street Mtg. Ht. Spacing Per Unit to Max. 

1—Main Business 18-25 100-140 (Opp.) 20,000-75,000 1.3 -3.0 75 
2—Minor Business 15-18 100-150 (Opp.) — 10,000-30,000 8 -1.5 15 
3—Main Traf. Arteries 15-17 120-160 (Opp.) 6,000-20,000 5 -1.0 .70 
4—Minor Traf. Arteries 14-16 100-140 (Stag.) 4,000-10,000 2- 8 60 
5—Residence Districts 12-15 110-150 (Stag.) 2,500- 6,000 1 - 2 40 
6—Park Drives 12-15 125-200 (Stag.) 2,500- 4,000 1 - .15 85 
7—Minor Res. Districts 18-25 150-200 (O.H.)  2,500- 4,000 1 - .12 25 
8—W arehouse Districts 18-25 150-250 (O. H.) 2,500- 4,000 .08- .12 25 
9—Alleys 18-25 180-250 (O.H.) 2,500- 4,000 .08- .12 40 
10—Highways 25-85 250-350 (O.S.) 2,500 .05- .10 50 





Note: 
classes seven to ten with utilitarian. 


Opp.—Opposite Spacing. Stag—Staggered Spacing. O. H.—Overhead Units. 
Uniformity Factor—Minimum F. C. 


One Side of Roadway. 


which provides that the cost of the 
ornamental system be paid for by the 
municipality; the utility’s rate, in 
this case, would include operation and 
maintenance only and would be re- 
lieved of the fixed charges for interest 
and depreciation on the investment. 
This plan is not only more advan- 
tageous to the municipality, but it is 
better for the public utility because 
it enables the municipality to take 
care of installation expenses out of 
bond issue funds, public subscriptions 
or assessments on abutting property 
and keeps the annual street lighting 
budgets free from the fixed charges, 
which in turn leaves more funds avail- 
able for additional service. This is 
an important point in municipal fi- 
nance. 


It has been shown that municipal- 
ities are spending little more per 
capita for street lighting than they 
did 20 years ago in spite of the 
greater costs of labor and materials 
and the more extensive requirements 
of modern street illumination, and it 
is quite evident that the average 
American city does not spend enough 
on street illumination. This is clearly 
demonstrated by the fact that only 
about three and one-half cents of each 
dollar collected by municipal taxation 
is expended on street lighting, while 
21 cents of each tax dollar is spent 
on protection (police and fire depart- 
ments, etc.). Since adequate street 
lighting decreases crime and assists 
the police and fire departments, it 
would be logical to assume that an 
increase in the street lighting budget 
might be offset by a reduction in the 
budget for protection. 


The first six classes of streets should be lighted with ornamental equipment; 


O. S. 





Maximum F. C. 
crimes or other losses attributable to 
insufficient illumination. 

It is the duty of municipal officials 
to study the situation and adopt 
measures for securing larger street 
lighting appropriations bearing in 
mind that adequate street lighting is 
not an expense but an investment 
which pays for itself in increased 
taxable values. 

If the municipal electricians will 
assume definite responsibilities in con- 
nection with street lighting and take 
a leading part in its promotion, the 
day is not far distant when the four 
functions which are logically theirs, 
viz.: police alarms, fire alarms, traffic 
signals and street lighting, will be 
placed under their jurisdiction and 
they will fully justify the qualification 
implied in the derivation of the word 
“Municipality,” viz.: the undertaking 
of a duty—Munus Capio. 








These jobber signs are quite a wonder- 
ful thing—that is, they prove to the manu- 
facturer that the boys are at least 
making the calls. See that, “here I am” 
expression on Ed. Wright of Chicago Fuse. 
The chap with the college tie is J. C. Has- 
sett, manager of the Harrisburg house of 
the Elliott-Lewis Electric Co. 











This photo was taken in front of the 
new Korsmeyer building in Lincoln, Ne- 
braska. In the picture from left to right 
are: J. R. Grant, manager of the order 
department; C. M. Chowins, purchasing 
agent; and L. W. Korsmeyer, the presi- 
dent and general manager. Directly in 
back of Mr. Korsmeyer is seen a cottage- 
like structure. This is devoted entirely 
to the display of lighting fixtures, and is 
somewhat of a novelty. It was built 
after Mr. Korsmeyer’s plans. 





“Seeing” Their Voices to Aid 
Deaf Mutes 


Deaf mutes may now “see’’ their 
voices and learn to speak by means 
of a recently developed electric con- 
trivance. 

The device shows a bright line of 
light in a revolving mirror. When the 
voice is spoken into an attached re- 
ceiver the light line breaks into writh- 
ing curves corresponding to the sound 
waves. 


A sweet, low voiced “coo” into the 
machine gives a graceful curve, a 
sharp “hello” provides a representa- 
tion of a barbed wire fence hit by 
lightning, and if one whistles the ap- 
pliance goes mad. 


While the contrivance was devel- 
oped for electrical purposes, it has 
been found useful in teaching deaf 
mutes to speak. The pupils are en- 
abled to see the forms of the sound 
waves they produce and they readily 
learn to reproduce waves formed by 
their teacher’s speech. 
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TRIANGLE 
RIGID CONDUIT 


= N CONSTANTLY 
a increasing quantity, 
Triangle Rigid Con- 
duit is used to form 
the electrical arteries 
of fine buildings of 
every sort. 








Complete stocks of Triangle Rigid 
Conduit, with elbows and couplings, 
galvanized and black enameled, in 
sizes from one-half to six inches, are 
carried in all principal cities. 






An outstanding ex- 
ample in the residen- 
tial field is the apart- 
ment house at 1016 
Fifth Avenue, New 
York, designed by 
J. B. Peterkin of the 
same city. Triangle 
Rigid Conduit was in- 
stalled throughout this 
building by the Lord 
Electric Company of 
New York. 


OTHER 


TRIANGLE PRODUCTS 


ARMORED CONDUCTORS 
(round and flat and leaded) 


A 
“TRIEX” 
(non-metallic sheathed cable) 


TRIANGLE RIGID CONDUIT 





was used in this new NON-METALLIC 

apartment house at FLEXIBLE CONDUIT 

1016 Fifth Avenue, a 
New York RUBBER COVERED WIRE 
A 
Architect, J. B. PETERKIN RUBBER COVERED 

New York LEAD-ENCASED WIRE 

Electrical Contractor A 
LORD ELECTRIC CO. TRIANGLE 





New York ARMORED CABLE TOOL 


TRIANGLE CONDUIT CO., INC. 


General Offices: Dry Harbor Road & Cooper Ave., Brooklyn, N. Y. 
Factories: Brooklyn—Chicago—Butler, Pa. 
‘ In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 
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Thirty-two Ways to Kill an 
Association 

1. Don’t come to the meetings. 

2. But if you do come, come late. 

3. If the weather doesn’t suit you, 
don’t think of coming. 

4. If you do attend a meeting, fmd 
fault with the work of the officers and 
other members. 

5. Never accept an office, as it is 
easier to criticise than to do things. 

6. Nevertheless, get sore if you 
are not appointed on a committee; but 
if you are, do not attend committee 
meetings. 

7. If asked by the chairman to 
give your opinion regarding some im- 
portant matter, tell him you have 
nothing to say. After the meeting 
tell everyone how things ought to be 
done. 

8. Do nothing more 
solutely necessary; but 
members roll up their sleeves and 
willingly, unselfishly use their ability 
to help matters along, howl that the 
association is run by a clique. 

9. Hold back your dues as long as 
possible, or don’t pay at all. 

10. Don’t bother about getting new 
members. Let the secretary do it. 

11. When a banquet is being given, 
tell everybody money is being wasted 
on blow-outs which make a big noise 
and accomplish nothing. 

12. When no banquets are given 
say the association is dead and needs 
a can tied to it. 

13. Don’t ask for a banquet ticket 
until all are sold. 

14. Then swear you ve been cheated 
out of yours. 


than is ab- 
when other 


15. If you do get a ticket, don’t 
pay for it. 


Index of Mdse., Miae., and L. C. L. Carloadings 









i Trend adjusted for ‘consonal changes - 
—} OS — Average for 1926-1927 = 100 


The movement of goods into con- 
sumers’ markets held above the four- 
year average until autumn. The chart 
coincides well with general reports on 
trade conditions. An upturn in the 
heavy line at the end of the year is an 
encouraging sign. 
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Every jobber knows that a contractor 
never does get just what he wants the 
first time. This fellow came to exchange 
a fixture at the Friedman Bros, Elec. in 
Allentown, Pa. but he got so excited when 
the shutter clicked that he took the same 
one back with him. Sam Friedman is 
president of the Friedman Bros. Elec. Co. 











To get these men in the “same boat” we 
had to invent a new kind of scenery. On 
the left is W. J. Jockers, then vice- 
president and gen. mgr., Great Northern 
Electric Appliance Co., St. Paul, Minn. 
His companion is H. C. Bentz, purchasing 
agent. The pictures were taken at Annan- 


dale, Minn. 


The seasonal vicissitudes of retail trade 
for 1927 are clearly depicted by the 
heavy line. Notice how much more 
jagged it was in 1927 than in 1926. 
While actual sales volume rose steadily 
during the last five months of the year, 
the irregular character of the ordinary 
seasonal demand for goods served to 
complicate merchandising plans. 


The Above Statistical Studies are Published through the Courtesy of the 


“‘Business Bulletin” of La Salle Extension University, Chicago. 











16. Asked to sit at the speakers 
table, modestly refuse. 


17. If you are not asked, resign 
from the association. 

18. If you don’t receive a bill for 
your dues, don’t pay. 

19. If you receive a bill after 
you've paid, resign from the associa- 
tion. 


20. Don’t tell the association how it 
can help you; but if it doesn’t help 
you, resign. 

21. If you receive service without 
joining, don’t think of joining. 

22. If the association doesn’t cor- 
rect abuses in your neighbor’s busi- 
ness, howl that nothing is done. 


23. If it calls attention to abuses 
in your own, resign from the associa- 
tion. 


24. Keep your eyes open for some- 
thing wrong and when you find it, 
resign. 

25. At every opportunity threaten 
to resign and then get your friends 
to resign. 

26. When you attend a meeting, 
vote to do something and then go 
home and do the opposite. 

27. Agree to everything said at the 
meeting and disagree with it outside. 

28. When asked for information, 
don’t give it. 

29. Curse the association for the 
incompleteness of its information. 

30. Get all the association gives 
you but don’t give it anything. 

31. Talk co-operation for the other 
fellow with you; but never co-operate 
with him. 

32. When everything else fails, 
curse the secretary.—Builders’ Ex- 
change Journal. 











adjusted for seasonal) changes 
Average Sales for 1924-1927 = 100 


Mail Order Sales Index 


In the past, this index was the most 
generally accepted indicator of rural 
buying power. More recently, it has 
been necessary to make some allowance 
in the long-term trend (shown by the 
heavy line) for, in some measure, year- 
to-year growth is being stimulated by 
the development of new market outlets 
(the establishment of department stores 
in outlying sections). Even with due 
allowance made, however, underlying 
strength is shown for rural buying 
power. 
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1 | abner 


ELECTRO-WELDED 
POINTS stronger 
than original. 


section 


The 
Strongest 


secondary 
rack for its 
weight ever 
produced 


a Fe A NEW ONE 
en) ame from PEIRCE< 


therefore no 
WEEPING 


JOINTS o A \ \ The Peirce Secondary Rack for 1928 made 

i : by the *Peirce “ELECTROWELD” process is 
a refinement in secondary rack development, 
embodying all the essential features of design, 
light weight, strength and utility. 


It is scientifically designed with a sturdy 
presteel back and strong *Peirce “ELECTRO- 
WELD” presteel points. It is the strongest 
rack in all directions ever produced. Although 
light in weight because of the absence of un- 
necessary metals, rivets, spacers and washers, 
it has a safety factor of ample strength be- 
yond the normal mechanical strength of the 
standard insulators assembled on it. 


It has a broad bearing surface on poles and 
buildings. Symmetrical in construction—no 
sharp corners to scrape or cut the wires. 


Get better acquainted with this new Peirce 
Specialty. It leads the world in secondary rack 
values. 


*Peirce “ELECTROWELD”—an exclu- 
sive feature with Hubbard and Company. 


Rack No. 3848 





This new Peirce Rack will > 


help you make friends with 


Ib } your Central Station customers. 


PITTS BURGH ” OAKLAND. CAL.* CHICAGO 
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The organization of the Crescent Electric Supply Co., Davenport, Iowa. The front 
row, left to right, includes: M. Holznes; F. Genzlinger; N. Nelson; C. Walker; C. 


Grimes; and M. Scheuermann. 
Thos. F. Kelley, the manager. 


Starting the back row, standing in the doorway is 
Then there are M. Kirivan; W. L. Peters; G. E. 


Chapman, saleman; H. N. Place, salesman; D. W. Manhardt, salesman; and A, E. 
Hopkins of the Central Merchandise Department of the General Electric Co. 





Tafel Fire Damage Small 

At 5:25 p. m. on February 13 a dis- 
astrous fire broke out in and gutted 
the building next to the Louisville 
house of the Tafel Electric Co. For- 
tunately for them, their only damage 
was caused by water which entered 
the basement in which was stored 
some $40,000.00 worth of merchan- 
dise only a small portion of which the 
water reached. The other four floors, 
which housed over 90% of the items 
catalogued were undamaged. Due to 
this and the prompt shipments of 
manufacturers and co-operation of its 
local competitors only a half dozen 
shipments were delayed for more than 
24 hours. 


The goods were fully covered by in- 
surance and the loss has been settled 
to the satisfaction of all parties con- 
cerned. 

* * * 


Maxson Now Distributing 


“Wonder” Ironer 
The John S. Maxson Co., of Homer, 
N. Y., has been appointed a distrib- 
utor of the “Wonder” ironer in that 
territory and is starting an extensive 
campaign to place dealers throughout 
central New York. 


* * * 


N. E. C. A. To Meet in July 


The 30th annual meeting of the 
National Electrical Credit Association 
will be held July 16 and 17, in Boston 
or near by, the exact place to be an- 
nounced later. The program for the 
meeting is being set up and as soon as 
ready will be released for public an- 
nouncement. 


Larger Quarters for Tulsa 
Jobber 
Nelson & Co., Tulsa, Okla., re- 
cently moved into four offices and 
storerooms located in the Arcade of 
the Atlas building of that city. 


* * * 


Graybill in New Warehouse 

John E. Graybill & Co., York, Pa., 
are now all settled in their new of- 
fices and warehouse which were com- 
pleted late in 1927. Since moving 
this company has enlarged its display 
room. 





Time on New Electric Clock 
Can be Read at 20 Miles 


A new type of electric clock, which 
tells the time by red and white flashes 
from a series of 16 lamps having a 
total of 400,000 cp has been installed 
on the dome above the entrance to 
the administration building of the 
Maryland Casualty Co. at Cedar Ave 
and Fortieth St., Baltimore. 


The apparatus consists of an octa 
gon-shaped copper beacon lantern 10 
ft. high, having red and white lamps 
of 25,000 cp each. The red lights 
flash once on the quarter hour, twice 
on the half, three times on the thre« 
quarters and four times on the hour 
After the red lights have stopped 
flashing the white lights flash the 
number of the hour. The time, it is 
claimed, can in favorable weather 
conditions be told 20 miles away. 


~— i oe 


Delinquent Accounts 

The accompanying tabulation shows 
the number of delinquent accounts, the 
total amounts and the average amounts 
as reported to the National Credit 
Association by member manufacturers 
and jobbers through its various divi- 
sions, for January, 1928, as compared 
with the same month the previous 
year. Also these figures are shown 
for the first 12 months’ period of 
1926-7 and 1927-8. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
JANUARY 31, 1928 
NUMBER OF ACCOUNTS REPORTED 








%o % 
Increase Increase 

Division January or 12 months or 
1927 1928 Decrease 1926-7 1927-8 Decrease 
Blew VOW g6:.stccon appease on 872 260 —30.1 % 4238 8508 —17.2 % 
Middle & Southern Atlantic... 137 159 +16 % 2172 2021 — 6.95% 
New Singin 65iic< 6ci'e sees 112 1383 +18.7 % 1508 1884 +24.9 % 
PMUGC CORB fiAi6iiscnsciwonss 9 ll —22.2 % 249 222 —10.8 % 
COMERS ocd Ke Gers Deawe ecto 767 798 + 4.04% 10126 10515 + 8.84% 
yi i Ol gt ee Ne Gee ear 1397 1861 — 2.58% 18293 18150 — .78% 

TOTAL AMOUNTS REPORTED 

% % 
Increase Increase 

January or 12 months or 
1927 1928 Decrease 1926-7 1927-8 Decrease 
New WOK cn cwiescsos $ 62,293 $49,527 —204 % §$ 639,987 $ 552,454 —13.6 % 

Middle & Southern 
REINS Sic eeernes 14,289 17,511 +225 % 269,412 239,255 —11.2 % 
New England peice eae 10,608 14,774 +39.2 % 108,887 225,462 +107 % 
Pacific Coast ....... 1,154 1,933 +67.5 % 34,623 27,3811 —21.1 % 
oS Sree 91,704 100,755 + 9.87% 1,223,498 1,286,981 + 5.19% 
TOTAL .......$180,048 $184,500 + 247% $2,276,407 $2,331,463 + 2.42% 
AVERAGE AMOUNTS 
January 12 months 

1927 1928 1926-7 1927-8 
NeW OTE: sss as idee ss Keak on See $167 $190 $1807 $1901 
Middle & Southern Atlantic ........ 104 110 1446 1432 
New PAPIGhG 205.6000. cS eee ee 94 111 1090 1444 
PREC MOONEE 65 6% 0:61 neon ewena cece 128 175 1583 1768 
GONE k6 bees aeae deSks eeeds tater 120 126 1334 1362 
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f Ps 
EMEZ movers 


Armored Cable 
Flexible Steel Conduit 


Non-Metallic Sheathed 
Cable 


Non-Metallic Conduit 
(Loom) 

















ERE are “The Big Four”—the ETTCO prod- 
ucts which are not only favorably known but 
also widely used by the electrical contractors 

throughout the country. 

ETTCO Products have fine quality, guaranteed 
quantity and are backed by a jobber policy strictly 
adhered to combined with a consistent advertising 
campaign directed to your customers. 

Sell ETTCO Products on every call you make! 








TUBE & TOOL CO., Inc. 


BROOKLYN, N. Y. 
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R. S. 
one time had in their possession on board the good ship Japonica, while anchored 
in Corpus Christi Bay, off the coast of Texas, a total of 467 usable ducks, all of 
which ducks once in their lives were extremely wild. Top row, left to right: Claude 
Matthews, sales manager Graybar, Dallas; Chas. Wakefield, in the ice business; Bill 
Looney, Dallas manager Westinghouse; Bob Wakefield, confesses to being biggest 


sales agent in Texas. Middle row: 


Wakefield, being duly sworn deposeth that this aggregation did kill and 


Gene Ashe, electrical contractor, Fort Worth; 


Roy R. Roberts, president Roberts-Empire, Houston; Hunter B. Baker, service 
manager Graybar, Dallas; Henry B. Kettron, Supt. Ill. Elec. Pore. Co., Macomb, IIl. 


Bottom row: 


Roby Robinson, Dallas manager Westinghouse Lamp; Mac Sterett, 
sales manager, Electric Appliance, Dallas. 





How to Make a Charming Hall 
Lantern Out of a Tomato Can 


We sometimes wonder whether the 
editors of ‘home’ magazines know 
anything about lighting fixtures. 
Judging from the kind of articles 
many of them print on the subject of 
home lighting they don’t. In a recent 
issue of a publication designed for 
home owners we find the suggestion 
that the ceiling fixture should be 
omitted from the dining room and the 
table lighted with candles—‘‘the ten 
cent beautiful candles 
(says this writer), and they even of- 
fer candlesticks of glass.” 


stores have 


The ten cent stores also have very 
nice, little wash-boards but we are 
under the impression that most women 
(including the author of the article 
above quoted) would prefer to do 
their laundry work with an electric 
If candle light is 
preferable to electric illumination in 


washing machine. 


the dining room, why not in the other 
rooms as well? If what was good 


enough for George Washington is 
good enough for us, let’s be consistent 
and omit electric wiring from our 
homes altogether. And omit, also, 
such modern bath 
tubs, indoor toilets, hot and cold run- 
ning water, steam heat, oil-burning 
furnaces, etc., because you will find 
none of these things in Washington’s 


home at Mount Vernon. But if the 


conveniences as 


father of his country were living to- 
day, you would find all of these things 
at Mount Vernon, for Washington was 
proud of his home which at the time 
of his death in 1799, was one of the 
most modern residences in America. 
He used candles for illumination be- 
cause in his time candles furnished the 
best form of home lighting then 
available—but that is no reason why 
we, who have the incandescent electric 
lamp, should use candles. 

Many of the writers on home 
lighting in the popular magazines 
seem to have no knowledge of the 
subject whatever. How their stuff 
gets by the editors we don’t know 
unless it is because the editors know 
even less about the subject than their 
contributors. And how they contra- 
dict one another! One writer recom- 
mends a ceiling light for the kitchen 
with brackets near the sink and range 
while another says we should use in- 
direct lighting in the kitchen. 

Perhaps the worst offender of all, 
however, is the writer who tells one 
how to make beautiful lighting fix- 
tures at home out of iron hoops and 
other scrap metal. Reading one of 
these “how to make it” articles one 
would think that metal forging was 
as easy as cutting out paper dolls. 
We recently showed one of these 
articles to one of Beardslee’s most 
expert chandelier makers—a man who 
has spent 40 years in the business— 


and he confessed that with all his ex 
perience he doubted whether he could 
make the brackets described in th: 
manner in which the author said ij 
should be made. 

If the home magazines that print 
these misleading articles had smal! 
circulations, little harm would resu!: 
but, unfortunately, many of them 
have very large circulations and henc 
they do incalculable damage by in 
stilling in the minds of thousands 0! 
home owners false conceptions regard 
ing lighting equipment and the prin 
ciples of home lighting.—Beardsle: 
Talks. 
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Radio Jobbers 
Organization 
(Continued from page 10) 
headed by J. F. Connell of the Kruse 
Connell Company, Indianapolis. The 
Publicity committee is headed by Mar 
tin Wolf of the Electric Applianc 

Company, Chicago. 

On admission for membership, a 
jobber shall become eligible for mem 
bership in the Jobbers Section of the 
Federated Radio Trade Association 
if he does business on a substantial 
wholesale basis and does pass the re- 
quirements of the membership commit- 
tee. 

Many wholesale radio houses 
throughout the entire country have 
signified their intentions of joining 
this national movement and its success 
is already assured. 














Fither Spring has come or the circus 
is in town. We thought at first glance 
it was Mary Garden as “Madame Butter- 
fly,’ but it’s S. D. Hopper of Genera! 
Electric Co., Kansas City, stepping high, 
wide and handsome at Association Island 
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AMERICAN BLOWER CORPORATION, DETROIT — CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO. 
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EADY FOR YOU SOW! OUR 1928 MERCHKAN= 
DISInNG PLANS AND AN INNOVATION IN CON= 
PRACTOR. DEALER. SALES HELDS. WRITE 
PODAY FOR COMPLETE INFORMATION. 
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Jobbers In South America 


(Continued from page 14) 
after which there are formalities in the 
custom house, etc., that are apt to 
consume possibly another month. Any 
electrical supply jobber will recog- 
nize the handicap that this places 
upon anticipating stock requirements. 
Consequently stock orders are only 
placed three or four times a year and 
are of great size compared to the kind 
of stock orders that are placed by 
jobbers in the United States, who are 
only a short distance from the factory. 

This not only means a large in- 
vestment in merchandise, but also a 
great investment in freight and par- 
ticularly in duty. In many countries 
the cost of the duty may be averaged 
up as equal to the cost of the mer- 
chandise itself and, of course, this has 
to be paid in cash to the government 
before the goods may be secured. On 
some lines, the duty is sometimes two 
and three times as much as the value 
of the material. For this reason, it is 
not uncommon for a buyer who is 
short of ready cash to abandon the 
merchandise in the custom house, be- 
cause he cannot raise enough money 
to pay the freight and duty. 

Moreover, in several South Ameri- 
can countries the interest charge 
reaches as high as 18 to 24% for the 
smaller merchant, even though the 
legal rate may not be more than 12%. 
Also, the jobber has, in many com- 
munities, to extend very long terms, 
frequently selling his goods on five 
and six months’ time. When such 
long time is extended, the customer 
executes a trade acceptance for his 
purchase, but of course to discount 
this trade acceptance costs the jobber 
the very high rates of interest men- 
tioned before. 

One of the worst competitive fea- 
tures in South America is due to the 
fact that there are alternate periods of 
scarcity and of surplus of standard 
electrical merchandise, such as wiring 
devices. For instance, when ship- 
ments are delayed, or when sales 
have been exceptionally good, the 
market may be bare of certain stand- 
ard types. This has the result of 
causing everyone to buy heavily, and 
then when the flood of shipments sud- 
denly reaches the market, the jobbers 
who have had to make a heavy cash 
outlay for the duties, etc., will sacri- 
fice the material at very low prices 
in order to liquidate the investment. 
It will readily be seen from this that 





a jobber has to make a very large 
margin of gross profit in order to 
compensate himself for the risks that 
are run. 

The greatest obstacle, however, 
that the jobber abroad has to face is 
that almost unsolvable one of the 
fluctuations of exchange. In all the 
South American countries the rate of 
the exchange varies tremendously. A 
merchant may purchase his material 
at a certain rate of exchange, and by 
the time it is on the sea, the rate 
may have changed so that his com- 
petitor can buy the same material at 
20% lower price. This is the prob- 
lem that more than anything else 
makes the merchandising business in 
South America so hazardous. Not 
only has the merchant to guard 
against the fluctuations of exchange 
from one country, but he also has 
the problem of being exposed to com- 
petition from any one of four or five 
different countries and this has a tre- 
mendous influence on the market. 

For instance, if a jobber were buy- 
ing No. 14 rubber covered wire in 
Holland, and there were a great 
change in the rate of exchange in 
Italy, the Italian wire would come 
into the market at possibly twenty- 
five percent lower price than the 
same wire from Holland. 

In 1926 a certain Italian manu- 
facturer of electrical heating ap- 
pliances managed to introduce his 
line very successfully in a. certain 
market, using price as the sales argu- 
ment. But when Mussolini began to 
“deflate the lira,” the cost price of 
this material in Italy went up about 
40% so that the jobber that had in- 
troduced the line and had spent a 
lot of money exploiting the trademark, 
found that the price of this line was 
then much higher than the price of 
similar articles and he found it im- 
possible to import the material into 
his market. 

Every change in the price of 
foreign exchange in any one of the 
electrical manufacturing countries has 
a great influence on the jobbing busi- 
ness all through South America, and 
the importers and manufacturers are 
very alert to take advantage of this 
potent influence on prices. This is a 
complication and a handicap of which 
the American jobbers have no con- 
ception. 

(Part 2, the Conclusion of this 


article, will appear in an early issue ). 











J. O. Wetherbie, eastern merchandise 
manager, General Electric Co., Bridge- 
port, Conn., went to Texas to attend the 
sales conference of the Southwest General 
Electric Supply Co., where he met some 
of the leading farmers, who complained of 
ravages of rabbits on their crops. Jack 
didn’t stop to put on his hunting clothes 
but just grabbed a gun and started the 
slaughter. 

He had Chief Gochenour, president of 
the Inland Wire & Cable Co., Chicago, 
and Bill Goodwin of the Southwest com- 
pany along to help carry the rabbits. 
The chief didn’t do much shooting because 
16 gauge shells would not work very well 
in his 12 gauge gun. 


Another “Blessing” 

George Blaesing (pronounced 
“blessing’’), manager of the radio de- 
partment of the Steiner Elec. Co., 
Chicago, is the proud father of a son, 
Henry. So that’s another “blessing”, 
making number three, in the Blaesing 
family. 











Presenting the sales force of the Malco 
Elec. Supply Co., one of Cleveland’s en- 
terprising jobbers. Back row, left to 
right: Aaron Kosser, lamp specialist; 
M. L. Lappin, president; Bill Eller, city 
sales. Center row: Nate Arsham, city 
sales; E. L. Kreske, country sales. Front 
Row: Ray Kortanic, counter. 
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Why Oliver 


ay Material 
is Laster to Sell/ 


The Materials are of the latest improved designs and are 
made to the most exacting specifications, insuring better 
service on the line. 

















Maximum Strength assured by the use of new rolled open- 
hearth steel in the manufacture of all Oliver products. 


The ‘‘Fassinger”’ Double-Dip Hot Galvanized Process, an 


exclusive Oliver feature, is used in coating Oliver Line 
Material. 


Large modern plant with unlimited manufacturing facili- 
ties assures your trade prompt service. 


Thirty-four years’ experience building quality materials 
has resulted in Oliver becoming expert in meeting every 
demand of the trade. 


Large available stocks of standard items enables us to 
make speedy deliveries. 


Oo Or —& © LO — 








ig . 
i SEND FOR THIS NEW 
‘*‘CONDENSED CATALOG!’’ 
A Condensed Listing of Oliver Pole Line Hard- 
ware and Construction Specialties. Illustra- 
ted from Photographs. 
Yours for the Asking! 
a - 
Oliver Iron and Steel Corporation 
< SOUTH TENTH AND MURIEL STREETS 
* PITTSBURGH + PA 
ty 
ty 














‘ “OLIVER THE LINE” 

















64 






THE JOBBER’SI)SALESMAN 











“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 



























































New York: 71-73 Murray St. 
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PASS & SEYMOUR, INC. 


Solvay Station, Syracuse, N. Y. 
Chicago: 730-32 W. Monroe St. 


West Coast Sales Representatives New England Sales Re tati 
. Bach Co., 252 Fifth St., Alva D. Stein, 156 Fombouns Beveee, 
San Francisco, Calif. Boston, Mass. 





Keyless Socket 
P&S 59482 


Push Button Socket 
P & S$ 7035 


Pull Chain Socket 
P®&S90 
























Ventilation 
(Continued from page 9) 

tion is quite a simple process, yet to. 
long to adequately cover in the scop 
of this short article. Several of th 
well known ventilation equipment 
manufacturers have very complet: 
manuals, describing in detail the 
proper installation methods, and 
simple engineering facts. 

The most important point of this 
article is to point out the sales possi 
bilities offered by electric ventilation. 

One immediate field open for elec 
tric ventilation is the residence kitch- 
en. The housewife has always had 
a problem in her home with the pres- 
ence of cooking odors. The heat and 
odor from cooking has long caused 
personal discomfort to the housewife, 
but her pride has been offended most 
by the advance notice to her guests 
and neighbors of the menu for the 
coming meal. In the home, good 
ventilation is a form of proper sani- 
tation and proper sanitary methods 
have long received serious considera- 
tion in the home. It would probably 
be very hard to convince the average 
housewife that cooking is a joy, but 
it can have much of the discomfort 
removed with proper home kitchen 
ventilation. 


The store operator recognizes the 
business asset of proper illumination 
in his place of business. His windows 
are his best advertisement and the in- 
terior of the store must live up to his 
front advertising. Proper illumina 
tion and adequate ventilation has 4 
definite bearing on his business. Peo- 
ple will no more remain in a store 
with stagnant air than in one with 
glaring lights. 

Restaurant operators realize the di- 
rect ratio between good appetite and 
good air. The restaurant with poor 
ventilation, allowing the kitchen odors 
and heat to enter the dining room 
suffers with small lunch checks. 

The theatre owner has recognized 
the necessity of proper interior deco- 
ration and illumination to create an 
atmosphere of peace and comfort. 
Adequate ventilation is just as essen 
tial to the successful theatre. 

Office managers have been forced to 
realize that efficiency of the help is 
directly affected by good ventilation 
The lag and slow up in work in th: 
late afternoon has been attributed to 
brain fag and is largely caused by 
poor ventilation. 
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The Maintenance of a Standard 
of Quality 


O establish a standard of quality and 

to maintain that standard was the 

aim and purpose of the Robbins & 
Myers Co., when it manufactured its first 
fan 30 years ago. 


How well this purpose has been 
achieved is reflected in the popularity of 
R & M Lines. Fan users everywhere 
know this product, what it will do, and 
how well it will accomplish its task. 


Distributors of R & M Fans, and job- 
ber’s salesmen as well, find in this mainte- 
nance of quality, a reduced sales resistance 
which manifests itself in dealer acceptance 
as well as consumer acceptance. 


Our unconditional guarantee is a silent 
argument of the faith we have in our 
product. Backed by national advertising, 
selling plans, and sales helps it should in- 
crease your volume of sales on the R & M 
Line as it has done in the past. 


The Robbins & Myers Co. 


SPRINGFIELD. OHIO 


Agencies in all Principal Cities of the World 
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GYROFANS 


are 


GYROFAN Always ‘Live’ Stock 


he EVERY jobber’s ter- 
ritory — yours, too — 
there are a few shrewd 
dealers who know that 
GYROFANS start selling 
long before the “‘hot spell.’ 


GYROFANS “Refreshing asa Spring Breeze’ 
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How Mach More Profit 
Could You Make 
if You Told the Others? 


WHY GYROFANS 
ARE FAST-MOVING STOCK 


[oe have sold steadily 
for nearly twenty years. No 


“dead stock.”’ 


—tThey reproduce the refreshing 
breezes of the open country— 
constantly varying in direction 
and intensity in every part of 
the room—a big sales point. 


—They are simple and reliable. 
The reaction of the angularly- 
placed fans turns the ball-bear- 
ing head-frame and distributes 
the slowly-revolving breeze in 
every direction. Several of the 
original Gyrofans are still in 
service. 


—Your customers can sell Gyro- 
fans almost anywhere—and in 
many cases the fan sale leads to 
a profitable outlet wiring job, 
too. More profit per sale for 
them, and more sales for you. 


“Write for 
Advertising Literature 
and Discounts” 


The ABolite 


7500 Stanton Ave., 


=RE EER 












COLUMN GYROFAN 


Reflector Co., 
CLEVELAND, 0. 











The factory operator has long 
since recognized that manpower is 
measured by atmospheric conditions. 
Poor ventilation results in poor work- 
manship and slacked efforts. 

The agricultural field has hardly 
been touched in the possibilities for 
electric ventilation. Many progres- 
sive dairy districts are now realizing 
the advantage of properly ventilated 
dairy barns. 

In addition to the regular uses of 
ventilating fans for purely ventilation 
purposes, there is a very large field 
of industrial use. Drying problems 
and acceleration of air in cold stor- 
age plants offers a very attractive 
field. Removal of steam, elimination 
of chemical fumes and many other 
industrial applications offer a very 
profitable sale to the jobber. 

Medical authorities have been re- 
sponsible for demanding proper ven- 
tilation in schools, hospitals, audito- 
riums, theatres, and other places where 
the public gather. They also recog- 
nized the hazard to life of poor gar- 
age ventilation. Safety commissions 
demand that proper ventilation be 
maintained in dry cleaning establish- 
ments, spray painting booths and 
other places of hazard. 

We have an industry problem to 
sell electric ventilators in every place 
possible where competitive types of 
mechanical ventilation would ordi- 
narily be resorted to. The agricultural 
field particularly uses a great many 
rotary and gravity type ventilators. 
These can logically be handled with 
the electric ventilator. 

The wide awake jobber’s salesman 
will have no trouble in developing con- 
siderable sales ammunition for selling 
adequate ventilation. After he be- 
comes familiar with the simple me- 
chanics of ventilating fans and the 
method of installation, his services 
will be much in demand by his elec- 
trical dealer customers. After the 
jobber’s salesman creates the interest 
of dealers in his territory, he will 
find an active outlet for this very 
profitable line of business. 





Waco Electrical Supply 
Changes Location 

The Waco Electrical Supply Co., 
Waco, Tex., is now open for business 
at 213 S. 4th St. 

This company also reports that J. 
E. Love, its road man, who has been 
home on account of ill health, is now 
back on the job. 
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No. 477 Outlet 


Fullman Floor Outlets 
—Adjustable, Non-Adjustable Types 


For supply- 
ing a variety 
of service 
such as electric 
lights, fans, 
telephones, 
etc., from one 
point. 





Sectional View of No. No. 441 Adjustable Floor Out- 
477 Outlet Showing let with No. 459 Cover Plate 
Hubbell Receptacle 
Mounted on Steel Ring. 

Contractors 


everywhere are 
ordering and 
installing these 
boxes. 


Jobbers 
everywhere are 


taking on the Sectional View of No. 442 Ad- 
justable Floor Outlet with two 
No. 490 Outlet Complete Line. No. 459 Cover Plates 





ERE is your big opportunity to show a profitable volume 
of business on floor boxes. 


Fullman Fleor Outlets of every type and description may be 
had from us. And, if you cannot give your contractor what he 
wants tell him we’ll make it for him. 


**SOLD THROUGH JOBBERS”’ 


Steel City Electric Co. 


PITTSBURGH, A. 




















Brass Tacks 


(Continued from Page 12) 


taken directly by the jobber. In 
most territories, however, a few deal- 
ers can be found whose business is 


_ sufficiently large to warrant their 


maintaining an electrical organization 


| of their own and such dealers are 








usually desirable jobber accounts. 

Perhaps the easiest way for the 
jobber’s salesman to determine the 
specific items used by each dealer is 
to make an inspection of several of 
the dealer’s installations. It will 
generally be found that while the 
dealer uses a comparatively few items 
of electrical material, he buys them 
in fairly large quantities. Because 
of his greater familiarity with elec- 
trical supplies, the jobber’s salesman 
can often help the dealer to make 
neater or more economical installa- 
tions by substituting certain fittings, 
switches, or other items for those 
which he has been in the habit of 
using. 

Local dealers for all —" of per- 
manently installed apparatus which 
requires wiring for motors, lamps or 
heating should, therefore, be investi- 
gated as to the extent of their elec- 
trical requirements. 

Heating contractors as a group 
form probably the best outlet for the 
sale of ventilating fans and blowers. 
In the case of new buildings it will 
generally be found that the architect 


_has included the ventilating fans in 
_ the specifications of the heating and 


ventilating contractor rather than in 


_ the electrical specifications. When it 


is desired to improve the ventilation 
of existing buildings the owner fre- 


| quently goes to his heating and venti- 





lating contractor rather than to his 
electrical contractor or dealer. Ven- 
tilating fans are coming into more 
general use to supplement the natural 
draft of heating systems and to im- 
prove the circulation of hot air 
systems. Here, again, we are entirely 
within the field of the heating con- 
tractor. And it is only logical that 
he should be the best outlet for the 
sale of this equipment. His training 
and experience have qualified him to 
do the engineering necessary for a 
proper ventilating installation and he 
is equipped to furnish the necessary 
ducts, hoods, dampers, pent houses, 
etc. Wiring to and connecting up the 
fan motor is often a secondary part 
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Dollar for You 
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HE Wagner Fan will blow dollar 
bills into your bankaccount. That 
goes for the whole line, results have 
proven that each sizesells equally well. 
And what a range of size and price 
to the Wagner Fan group! Wide 
enough to satisfy every class of buyer. 
Direct and alternating current types. 
Wagner Fans will stir up sales for 
you this season as rapidly as they stir 
up stuffy rooms. 


Blade Construction 


The Wagner Fan blades cause no buzz or wind 

noise. Their pitch is different. They slice the air 

instead of batting it noisily. The long, strong beam 

of air they deliver is of surprisingly large volume 
and can be directed wherever needed. 





MOTORS TRANSFORMERS 
Single-phase, Polyphase and Power, Distribution and 
Fynn-Weichsel Motors Instrument 





FAIR ano COOLER 


CON | _ 








FAIR WEATHER 


COOL BREEZE 








LONG STRONG 
BREEZE 


FANS 


Desk, Wall and 
Ceiling types 





6237-3 





WAGN 









ER ELECTRIC CORPORATION — 6400 Plymouth Avenue, St. Louis, U.S. A. 
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MURRAY 


METER SERVICE SWITCHES 
ACCESSIBLE MAIN FUSES 








This 
1908 
Murray 
Switch 
Brought 
Fuses To 
View In 


One 
Operation 














THE 
MURRAY 
AA ROTARY 


Built on this principle 
—continues to meet Un- 
derwriters’ rating for 
providing the maximum 
protection in fuse re- 


newing and replacement. 


Catalog sent on request. 


METROPOLITAN 
DEVICE GORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 





CHICAGO PITTSBURGH DETROIT 
PHILADELPHIA ST. LOUIS MINNEAPOLIS 
BOSTON ATLANTA SEATTLE 




















of the installation which can be 
readily sub-let. 

Motor repair shops are obviously 
excellent outlets for motors and motor 
control equipment. They are also 
large users of varnished cloth, tapes, 
varnishes and other insulating ma- 
terials and have frequent opportu- 
nities to sell ventilating fans to replace 
old fans which are brought in to them 
beyond repair. 

Storage battery distributors are 
logical outlets for the sale of com- 
mercial ‘sizes of battery charging 
equipment to small battery stations 
whose electrical requirements are too 
small to justify direct contact by the 
electrical jobber. 

In fact, non-electrical jobbers in 
all lines should be studied. Perhaps 
they contact a group of customers 
who are very limited users of some 
electrical items and who can _ be 
profitably reached in no other way 
by the salesman of the electrical job- 
ber. Small barber supply houses, for 
instance, may not have a direct manu- 
facturer’s connection on electric vi- 
brators and hair dryers. Likewise 
supply houses specializing in store 
fixtures of all kinds are possible out- 
lets for electric cooking devices for 
restaurants. 

New outlets for electrical merchan- 
dise are constantly developing and the 
successful salesman must be con- 
stantly on the lookout for them. 





Interesting News From 


Vermont 

The Champlain Electric Supply 
Co., Burlington, Vt., sends interesting 
news about Vermont’s recovery from 
last Fall’s floods. 

On November 6, there were 18 
central stations totally disabled and 
14 more practically ruined by the 
flood. Six days later every communi- 
ty was getting light and power from 
some source and reconstruction was 
in full blast. 

Although the direct damage was in 
excess of $1,000,000, no company has 
had to suspend payments of bills or 
interest. 

Mr. Clark of the company con- 
cludes his report by adding: 

“We are giving you this information 
as we are very proud of the central 
stations in this state. No one has 
cried baby or even looked for sympa- 
thy up here and we cannot help con- 
trasting this attitude with that of the 
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GET THEM INTO 


cad THE WINDOWS 


Dealer helps of all kinds are now ready. Nothing has 
been overlooked by us to make this a profitable Day-Fan 
fan season for you. And, remember it is now time to get 
action on promised fan orders. Stock your dealers now! 


HE February issue of THE 

JOBBER’S SALESMAN 

contained sound advice to you on 
increasing your fan sales. 

You have most of your dealers 
lined up on Day-Fan contracts. 
Now show them how to sell. 

Get Day-Fan Fans into the win- 
dows of every dealer in your ter- 
ritory. Get them displayed just 
as prominently as possible. That 
is what sells the Day-Fan. 

Help trim the window yourself 
if necessary. And, if you need 
any ideas a word to us will bring 


help. Ask for it. 


Day-Fan Electric Company, Dept. O, Dayton, Ohio 


RADIO 
oo 


For More Than 39 Years Manufacturers of High Grade Electrical Apparatus 
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SELL COMPLETE CONVENTENCE 
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From cellar to garret, C-H Wiring Devices 
make the house more homelike. 





Because it doubles the number of 
outlets, at only a slight increase in 
cost, the CH Duplex Receptacle is 
the simplest answer to the demand 
for more outlets. Large binding 
posts, shallow construction make 
installation easy. Approved by the 
Underwriters. 


aN 





C-H Toggle Surface Switches im- 
rove attic and basement instal- 
ations. They are neat and attrac- 

tive in appearance—and certain 

to give long satisfaction. Approved 
by the Un iters. 


aN 
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tthe man behind this 
effective sales appeal 


Accept the responsibility —get 
the profit by suggesting com- 
plete wiring for future needs 








oS ke BD 


O refinement, costing so little, 
helps to sell houses so much as 
convenient, adequate electric wiring. 
The realtor realizes this—if he stops 
to think of it. Offer your knowledge 
to him. Yours is a convincing story of 
a service which means more sales. He 
should and will depend on you as the 
man who knows just what constitutes 
adequate wiring. And you will be well 
repaid in profits and in his good will. 
He will remember you when he has 
another contract to place. 


To protect that good will install 
C-H Wiring Devices. Secure the back- 
ing of unquestioned quality maintained 
for over 30 years. 


TheC-H Lineis comprehensive—con- 


taining devices which make the house 
more homelike from cellar to garret. 


For example, C-H Door Switches in- 
stalled on the jambs of all closet doors 
are a convenience of self-evident ap- 
peal to any housewife. And C-H 3-way 
Switches, giving control of the light 
from both bottom and top of stair- 
ways, are “‘step-savers” which go a 
long way toward closing any sale. 


Complete information on the Cutler- 
Hammer Wiring Device Line may give 
you other valuable ideas—ways of 
strengthening your standing with the 
realtor, the architect and the ultimate 
owner of the home. Just write us 
for complete details, but order from 
your jobber. 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 
1286 St. Paul Avenue 
MILWAUKEE, WISCONSIN 


CUTLER 


MODERN WIRING 


CH Automatic Door Switch can 
be installed in any door jamb. Light 
is turned on automatically when 
the door is opened. Especially con- 
venient and appealing for lighting 
closets. Designed to fit in any type 
of box. Approved by the Under- 
writers. 


aN 
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C-H Toggle Flush Switches are 


AMMER 


NECESSITIES 


rowing more popular every day 
cause of their beauty, depend- 
ability and convenience. Approved 


by the Underwriters. 
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Pacific Coast Branch, “The Better to Serve you in the West, 


in a row 


just NEVER happen! 





Y all the laws of averages next summer will have plenty 
of heat. Better begin to think about your fan stock right now, 
and get your orders in now while we can supply you. 


The STAR-Rite line this year is more attractive than 
ever. 

The 8-inch fan illustrated is a sturdy, durable fan and 
will probably be your big selling leader. Equipped with start and 
stop switch in base. Can be had in three beautiful finishes—black 
and brass, old ivory and nickel. Complete with cord and plug 
$6.50, in Canada $7.95. 


The 10-inch oscillator also comes in black and brass, old 
ivory and nickel. A special finish that will not chip. or rust; con- 
trolled by convenient starting switch in base. The STAR-Rite os- 
cillating fans have gears produced on special gear-cutting machines 
that insure accuracy to 1/1000 of an inch. No induction. Com- 
plete with cord and plug $13.50, in Canada $16.75. 

The 10-inch straight fan is the heavy-duty item of the 
line. It can be run day and night, day in and day out. Three- 
speed control switch, cord, plug, heavy blade guards, felt padded 
drawn steel base, sparkling, all-over nickel finish. Retails at $10.00, 
in Canada $12.25. 

The 12- and 16-inch os 
cillating fans are guaranteed in 
every way. They are produced 
in both induction and direct 
current types with heavy three- 
speed rheostats. Black with 
solid brass blades — NOT BRASS 
PLATED — 12-inch fan $25.00, 
in Canada $32.00—16-inch fan 
$30.00, in Canada $38.00. 

Get your order in today 
—there is a big profit in it for 
you. 


8-inch Fan, Complete ¢ 6*° 


with Cord and Plug 
In Canada $7.95 


STA! 


ELECTRICAL NECESSITIES 
Fitzgerald Manufacturing Co. 


Torrington, Connecticut 
Canadian Fitzgerald Company, 95 King Street, East, Toronto, Ont. 





San Francisco, Calif. 


Makers Never-Leak Automotive Gaskets 











* 1211 Van Ness Avenue, 
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Two Cold Summers 


western farming states in the agri 
cultural depression and that of the 
southern states in the present Missis- 
sippi control situation. 


“We haven’t got much money up 
here in Vermont but after looking over 
the general attitude since the flood we 
think we have a lot of real people.” 


Mr. Clark will probably hear from 
the Middle West and South by return 


mail. 
* * * 


American Light Has Good Year 

The American Light Co., Zanes- 
ville, O., reports that the year 1927 
was the biggest in the company’s his- 
tory. Its sales were $70,000 over 
1926 with a reduction in overhead of 
approximately $9,000. 

The gain is attributed to the 
specialization on certain items, a con- 
centration of territory, and a policy 
of not only selling the dealer but 
showing him how to sell at a fair 
profit. 

The company has recently been ap- 
pointed distributor of Cutler-Hammer 


products and also of the Chicago Fuse 
Mfg. Co. line. 











Br-r-r, Br-r-r.—It was a cold, cold 
morning in Cedar Rapids, Ia., when this 
snapshot was taken. But neither wind 
nor snow, nor rain, nor cold daunts 
this lively jobber in his pursuit of orders. 
He is E. W. Lewis owner of the Lewis 
Electric Supply Co., and his friends and 
acquaintances in the electrical business 
will bear up our statement as to his 
being a go-getter. 
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WH6 


QMills 
ON 


AN 
IMPORTANT MESSAGE 
FROM IVANHOE TO JOBBERS’ 
SALESMEN 


Ny? 


Facts on which you can base sales 
expectations for 1928 


oy 


OU will be amazed to learn that there 

is such a rapidly growing conscious- 

ness of the cost-reducing power of im- 
proved factory lighting that over a million 
square feet of Re-Lighting is now being done in 
American Industrial plants every 26 working 
days. 

This means that factory space equal to 40 
feet wide by 25 miles long is being Re-Lighted 
every month. 

A new consciousness of the value of light 
as a factor in production is being swiftly 
developed. 

It is becoming generally recognized that 
lighting equipment installed more than five 
years ago is obsolete—too costly and ineflfi- 
cient to be retained when compared with 
today’s lighting ideas and needs. This means 
that the Jobber’s Salesman who sells the 
Ivanhoe line of equipment, reflectors, holders, 
diffusers, vapor-proof units, weather proof 
units, industrial flood lighting units, tru-tint 


units, special service reflectors, and office 
lighting has now the opportunity of a lifetime 
to do a wonderful job for himself, his house 
and his customers. 

He knows that Ivanhoe means the utmost 
in quality, service, efficiency and economy. 
He knows that Ivanhoe means a complete 
line that has been a pioneer in research and 
development—always the leader. 

Nor, as a good salesman, can he be indifferent 
to the fact that the liberal Ivanhoe policy has 
always meant genuine profits for his house ana 
opportunity for him to thus equalize the sale 
of low margin items. Hence, 1928 promises to 
be the banner year for every Jobber’s Salesman 
who is alert to the amazing industrial lighting 
opportunities in his territory. Get your Ivanhoe 
and Mazda lamp salesmen to work with you. 

Write Ivanhoe Division of The Miller Com- 
pany, Cleveland, Ohio, for further information 
if you desire. 

Ivanhoe is a complete lighting service. 


IVANHOE DIVISION of THE MILLER ComPANY, Cleveland, Ohio 
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Radio Sets and School-Girl 


Complexions 


The Radio Minds of the Editorial 
Advisory Board are looking ahead with 
new confidence. 

Consider the success-factors now pres- 
ent in the situation: 


144 


Confidence prevails that the confusion 
which penalized last season’s Radio Market 
will be blasted and blown away before the 
fall drive. The public’s confidence in the 
new design of Electric Sets and improvements 
in Battery Sets, will influence buying. The 
broadcast situation is better and will be im- 
proved. The elections will increase interest 
in Radio. Patent stabilization is smoothing 
out many of the disturbing elements within 
the Industry. Radio trade associations are 
turning their attention to marketing problems. 


ba] ba] @ 


Better merchandise—greater visual appeal. 
Let’s read between the lines of the situation: 

When it dawned on the American woman 
that “keeping that school-girl complexion” 
and achieving “a skin you love to touch” 
actually made for matrimonial success, the 
American business man admitted respect for 
an age-old law—the law of Visual Appeal. 

Women sum up this law in two short 
words—“Look Yourself!” 

How women used to look in the Gay 
Nineties, is no longer a criterion. How they 
ought to look—how charming and whole- 
some and attractive they can look—that’s the 
point in 1928. 

Bicycle manufacturers wondered the same 
thing, after a mental earthquake jarred them 
loose from the notion that bike designs must 
begin at the second story. 


SS 


Automobile manufacturers, too, floun 
dered for years before the selling power of 
visual appeal finally penetrated their tradi 
tion-bound craniums. rac 

Visual appeal was the magic wand that 
changed the old covered-wagon type of auto Tt 
—with its high rear entrance and its air of 
searching sadly for the spirit of a departed 
horse—to the graceful streamline motor of 
1928. 

Funny how designers are bound by tradi 
tions. For years they kept looking backward | 
to “horseless carriages” instead of looking 
forward to “something different’—some  ;,. 
thing with a visual appeal all its own, with @ ,,, 
the lines and the grace of a private yacht. on 

The movie magnates awoke to the power I not 
of visual appeal—and abandoned Mother 
Machrees for Mae Murrays and Glora @ tra 


Swansons. hor 
Certain Radio manufacturers awoke to tt ( 
in 1927. Many more of them will, in 1928. HB al « 
eff 

a 4 4 


In the manufacture and sale of every 
known commodity from soap to radio sets, 7 
an understanding of this law of visual appeal @ tt | 
is tremendously vital. ' 

When Victor Talking Machine shed ts Its 
horns and came out as the Victrola what 


happened? Ires 
Victrola sales reached incredible heights. » 
Why? lear 
Because Victrola was no longer a machine, “ 

but furniture. a 5 


What woman wants a machine in her sit’ 
ting room? Yet every woman loves the 
visual appeal of fine furniture. 
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\What does this mean to Radio? 

It means that the time has come when the 
radio manufacturers whose designers are not 
awake to the importance of visual appeal, 
have only disappointment in store for them. 
Their sets will be orphaned. Their Distribu- 
tors will again find themselves “holding the 
sack.” 

The first radio sets offered to the public, 
like the first phonographs, were not dressed 
as furniture but as mere “machines.” 

For some occult reason the early radio 
manufacturers—following in the footsteps of 
bicycle designers and automobile designers 
and sewing machine designers and phono- 
graph designers—thought visual appeal was 
not a selling factor. 

As a result many weird mechanical con- 
traptions have found their way into the 
homes of our best people. 

Cofhins furnished the inspiration for sever- 


al of the sad old designs of these early radio 
efforts! 


4 ba] 4 


The Radio Set of Tomorrow—what will 
it look like? 

To begin with, it will have visual appeal. 
ts beauty will be far more than skin-deep. 
It will be as charmingly distinctive and re- 
ireshing as a bit of Sheraton, Adam or Chip- 
pendale. The radio industry, having learned 
to build radio sets that will work, is now 
learning to conceal the “machine” effect by 
expressing them in terms of real furniture. 

Whether it is an “Electric” set or a Bat- 
tery set, visual appeal is what sells radio 
today. Sturdy, rugged, honest construction 
is what makes it stay sold. 








The Editorial Advisory Board of THe Jopper’s SALESMAN includes the 
following outstanding figures in the world of Radio: H. H. FROST, 
Vice-president of the Federal- Brandes Corp; DUANE WANA- 
MAKER of Grigsby - Grunow - Hinds Co; HAROLD WRAPE, 
President of Benwood-Linze Co.; POWEL CROSLEY, JR., President, ( 
Crosley Radio Corp.; E.G. CLEMENSON, Assistant General Sales Man- 

ager, National Carbon Co., and F. H. BERNHARD, Technical Editor. 
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This in-built quality is a matter of good 
faith on the manufacturer's part. It cannot 
be measured by the consumer, but if it is 
omitted from the set the Dealer must face a 
long and exasperating series of “service ex- 
pense” items—which more than offset the 
eyelash that made the first part of the sale 
SO easy. 

Radio sets whose beauty is only skin-deep 
are at the bottom of most of the make-and- 
break tie-ups between Jobber and Manufac- 
turers, and between Jobber and Dealer. 

The costliest habit that ever crept into 
the Radio Industry is this incessant making- 
and-breaking of connections between manu- 
facturers and distributors— 

—because it means a total loss of one of 
the most powerful forces in modern business 
—MOMENTUM! 

Momentum—accumulated action—flying 
start. 

It takes a lot less gas to keep a car going 
than it took to start it. Interruptions are 
costly. 

Same thing with a new business—for mak- 
ing a new connection between Radio Manu- 
facturer and Jobber, or between Jobber and 
Dealer, is virtually starting a new business. 


4 4064 


Those who are deciding now to design, 
build and sell Radio that ts right—tuned to 
the taste of a quality-minded public—they 
are the men who will stagger the pessimists 
and petrify the “saturation point” croakers 
in 1928. They are the men who will ride the 
crest of the profit wave in what promises to 
be a real Radio Season. They are the men 
to tie to. 
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ERHAPS there 
has never been 
any development 


has been of 

more interest to the 

radio jobber and 

dealer than the A.C. receiver. To 
what extent will it replace the 
battery operated set? Will the 
public demand be permanent or 
will the pendulum swing back, 
and if so, when? 

Last June the R.M.A. held its 
radio show at the Stevens Hotel, 
Chicago. This exhibition which 
was, of course, an advance show- 
ing of the 1927-28 models avail- 
able to jobbers and dealers, in- 
cluded a small number of A.C. 
sets. However, they were not 
taken very seriously by those in 
attendance. The consensus of 
opinion was that neither the 
manufacturers nor the public was 
ready for the change, although it 
was pretty generally conceded 
that the A.C. receiver was not far 
in the future. 

Much to the surprise of most 
of us, in a little less than three 
months, the A.C. units leaped feet 
first into the center of the pic- 
ture. Those familiar with radio 
will recall how, several years ago, 
the public “flopped” over night to 
the neutrodyne receiver. The 
rapidity of change to A.C. cor- 
responds exactly to that situation. 
Despite dealers everywhere re- 
porting the early A.C. tube as 
having an average life of only a 
few weeks, the wave was upon us 
and it was apparent if we did not 
ride its crest, our merchandising 
boat would take a sound slapping 
from its backwash. 

We cannot lay our finger on the 
reason for this sudden change, 
but of one fact we are confident 
and that is, the public—the radio 
buying public—insisted and is still 
insisting on A.C. sets. 

The saving in price, over the 
battery sets equipped with elimi- 
nators, is approximately offset by 


which 





Problem 


It Leaped Feet First Into the Center 
of the Picture. What Was the Job- 


ber to Do? 


By S, L. MILLER 














S. L. Miller is owner and 
general manager of the Tele- 
phone Maintenance Co., Chi- 
cago, doing a strictly radio 
jobbing business. It is said 
to be the oldest radio house in 
Chicago and occupies an entire 
building in the downtown dis- 
trict. As contrasted with the 
opinions expressed by Arthur 
Mc Givern in Mr. Mc Laugh- 
lin’s article in the January 
issue, those expressed here, by 
Mr. Miller, should be interest- 
ing to every jobber handling 
radio. 





the additional cost of the A.C. tubes. 
Thus, price as a factor, can be dis- 
regarded. In quality of tone per- 
formance, the average A.C. set is at 
least no better than the battery 
operated but the public wants A.C. 
and this demand has forced the 
manufacturers to “Give them what 
they want.” Manufacturers who 


Another View of the A. C. 


shut their eyes to the 
situation, simply 
shunted themselves out 
of a huge market. We, 
of course, secure our 
perspective from the 
particular territory which we 
serve, comprising Chicago and 
surrounding towns. All of this 
section is A.C. with the excep- 
tion of a D.C. district in the 
heart of the city which really 
represents a very small per- 
centage of the potential radio 
buyers of this vast territory. In- 
cidentally, we have sold quite a 
number of A.C. sets in Gary, Ind., 
which is served with 25 cycle cur- 
rent. Equipped with 25 cycle 
transformers, our A.C. sets in that 
locality are now giving excellent 
service. 

Many dealers with battery 
operated sets in stock, show their 
A.C. receivers first to all pros- 
pects. They sacrifice the oppor- 
tunity of turning over their stock 
on hand, in making a sale which 
they believe is already closed in 
the customer’s mind, so far as 
type is concerned. The wisdom 
of this policy may be questioned, 
but we believe the most successful 
dealers and jobbers of radio since 
its infancy, have been those who 
could, in a radical change such as 
this, quickly clear their stock of 
old types and swing over to meet 
the new public demand. The 
radio industry is a fast changing 
one and requires great flexibility 
in its successful merchandising 
rather than a dogged adherence to 
any preconceived notions. 

I realize that in presenting 
these views I leave myself open 
to citicism from those who still 
feel that the battery operated set 
should be pushed to the exclusion 
of the A.C. It, no doubt, will 
continue to have its market in 
rural communities, “isolated plant 
sections,’ and parts of _ this 
country not now served with 
(Turn to Page 98) 
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Check it with any set you choose! 


—then hook it up and learn first hand its 
superior tonal and reception qualities! 
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SPECIFICATIONS _ |ACBANDBOX 704 
1. Genuine Neutrodyne circuit. Yes 
2. All elements totally shielded. Yes 
3. Full 180 volts on plate of output Yes 

tube. 
4. Supplemental tuning devices for Yes 
hair line alignment of con- 
densers to secure sharpest 
possible tuning (Acumina- 
tors). 
5. Single station selector. Yes 
6. Illuminated dial. Yes 
7. Volume control that will reduce Yes 
heavy local reception to a 
whisper without detuning and 
without distortion. 
8. Power plant with a condenser Yes 
of 30 mf capacity. 
9. Self-healing condenser. Yes 
10. Modern, neat, compact, richly Yes 
finished cabinet. 
11. Adaptability to any type of con- Yes 
sole cabinet by being available 
in single or double units. 
12. Quantity production price of Yes 
less than $100. 




















Battery type Bandbox operating with storage batteries or power supply $55. 


S 





Dm 


b ] e 99 
*“You’re there with a Crosley 
Crosley is licensed only for Radio Amateur, Experimental and Broadcast Reception. Montana, Wyoming, 


Colorado, New Mexico and West prices shghtly higher. 


THE CROSLEY RADIO CORPORATION 


CINCINNATI, OHIO 


Write Dept. 64 for descriptive literature. 


POWEL CROSLEY, Jr., Pres. 


or in two units 
for console installation 


at $Q() 





The NEW dry cell 401 
Bandbox Junior 


A new dry cell receiver with all the Crosley Bandbox 
features—selectivity, sensitivity, volume and appear- 
ance. Ideal for homes having no alternating lighting 
current or where storage battery service is not avai!- 
able or desired. Especially desired because of its 
economical installation cost and opera- 
tion. Batterieslast months! Use Crosley 
Musicone for perfect reproduction! 


RA DIE 
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CUNNINGHAM | 
RADIO 
JUBES | 
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remains the most sensitive device in the radio world. During 
the past year it has reached new heights of performance in 
making AC reception possible. Cunningham Radio 
Tubes have pioneered and blazed the way for each 
progressive step and maintained their high 
standard of quality from the earliest days 
of the industry. 


E. T. CUNNINGHAM, Inc. 


New York - Chicago - San Francisco 


RADIO Z TUBES 
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Radio Through The Camera’s Eye 


William J. Scott, for many years a 
naval radio operator, is the inventor of 
the “Clariphone,” a remarkable device 
which it is claimed will banish static 
from a radio receiver. Mr. Scott's de- 
vice consists of a filtering arrangement 
which is connected to the set in place of 
the telephone receivers and absorbs all 
foreign noises permitting the telegraph 
signals to be copied under the worst 
conditions. 





feet cat aed 


Every room in the Hotel Pennsylvania, New York, is 
equipped so that the guests can hear radio programs. Some 
rooms will have ear receivers, and others loud speakers, which 
will be connected with the control sets. The guests will have 
the choice of two stations which will be selected by the opera- 
tor, who can choose any two stations, which in his judgment 
have the best programs. If guests want something special 
they can request it. When nothing is on the air, a victrola 
will be played, and broadcast through the hotel. 


The top view shows a guest with typical receiver. In the 
center, Baldwin Sullivan is shown operating the monitor board 
panel, which is hooked up with all rooms. At the bottom is 
Howard Moreau, operator of the control board. The Victrola 
is also shown, which is used when there is nothing on the air. 

Fotograms. 
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Radio Through The Camera’s Eye 


Engineers and_ reporters 
witnessed a demonstration 
of progress in loud speaker 
construction recently at Ho 
boken, N. J., and at the 
Telephone Building in New 
York. A new type loud 
speaker was mounted on 
the roof of the Telephone 
Building in New York and 
to it was connected a field 
telephone. An official spoke 
in ordinary tones into the 
mouthpiece of the telephone 
and by having the loud 
speaker directed across the 
Hudson River to Hoboken 
those witnessing the test 
there listened to the speech 
at a distance of about one 
mile—P. & A. 

Radio Communication at 
the remarkable speed of 75 
words per minute is being 
tried out by the Navy De- 
partment between Washing- 
ton and San Francisco, The 
signals are received and 
passed through the ampli- 
fier shown in the back- 
ground and then into the 
high speed recording device 
shown at the operator's 
right, which registers the 


dots and dashes as a wavy 
line on the tape. The opera- 
tor visually transcribes the 
message on the typewriter. 
—Underwood. 


At last the famous third side of the 
Garden of Eden triangle is explained. Mr. 
John W. Rattlesnake, direct descendant of 
the villain of Eden, was presented to the 
microphone of station W.A.B.C., N. Y., 
under the direction of Curator Ditmars of 
the New York Bronx Zoo, and he _ hissed 
into the mike his version of the episode that 
spelled the downfall of humanity.—Herbert. 








March, 1928 THE JOBBER’S[J}SALESMAN 


83 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 











Majestic Plants Nos. 1 and 2 


Now, Six Great 


Majestic 


Manufacturing Plants 


are preparing new and 
greater values in radio for 
dealers and the public. 


GRIGSBY-GRUNOW-HINDS Co. 


General Offices at 4540 Armitage Ave., Chicago 


Formerly the Yellow Cab Mfg. Plants 
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- New Radio Products, Illustrated 





The Adler Mfg. Co., Louisville, Ky., 
has just announced its new model 201 
table with R.C.A. 100-A speaker for the 
Radiola 17. Finished in mahogany it 
harmonizes beautifully with the case of 
the Radiola 17. Its height is 28% in., 
width, 3014 in., depth, 14 in. It can also 
be used with Radiola 16 as there is 
ample space for batteries. 























The “Corwico” A-C adaptor harness 
converts a battery set into a house 
current receiver without rewiring. 
It consists of a twisted cable of 
heavy “Corwico” flexible wire and the 
necessary number of adaptors to fit 
into the sockets of the battery set 
to be converted. The adaptors pick 
up the plate and grid connections 
of the original circuit while the har- 
ness supplies the required new fila- 
ment circuit. Connect the harness 
to any standard step-down trans- 
former, insert the A-C tubes into the 
adaptors and the old battery set is 
changed into an A-C Receiver. It 
is made by the Cornish Wire Co., 30 
Church St., New York. 





POLYME 


on" CONDENSER 


TYPE F 1000 
CAP-14. MFD 





The Polymet Mfg. Corp. 199 
Broadway, New York, is manufactur- 
ing the block condenser as shown 
above. The working voltage under 
which these condensers are to operate 
has been carefully studied so that 
only the proper condenser sections 
are incorporated in these blocks. 





The Interstate Electric Co., 4339 
Duncan Ave., St. Louis, Mo., has an- 
nounced the new 6-B and 15-B Ga- 
rage type chargers for radio and auto- 
mobile batteries. They are rated at 
six amperes with six and 15 battery 
capacity. They are of the trans- 
former type, fully automatic, totally 
enclosed with Weston Ammeter. May 
be had in 110-220 volts, 25, 30, 40, or 
60 cycles. 














The Jefferson Elec. Mfg. Co., 501 
S. Green St., Chicago, has announced 
its filament supply transformer No. 
464-131 which is suitable for operat- 
ing R. C. A., Cunningham, CeCo, and 
Magnatron A. C. tubes. 








“Amperite” No. 622 is especially 
designed for the new shielded grid 
tubes UX-222 and CX-322. It is con- 
nected exactly the same as all other 
types, that is, directly in series with 
the tube filament and the “A” battery 
line. The size is of standard “Amper- 
ite” specifications, so that it is at once 
interchangeable with any other type. It 
will also be of interest to observe that 
“Amperite” No. 622 will handle the 
UX-120 or CX-220 tube on the 6 volt 
battery. It is made by the Radiall 
Co., 50 Franklin St., New York. 
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'< VEST POCKET ||, 


4 ,.RADIO HAN 


4 | 
fb R Pocket Radio Corporation /f #4) 
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The Pocket Radio Corp., 720 Grand 
Ave., Des Moines, is manufacturing 
the “Vest-O-Fone” illustrated above. 
There are no batteries or adjust- 
ments. The unit as shown represents 
the complete device. It embodies a 
crystal receiver, and operates by at- 
taching the Clip to a radiator, tele- 
phone receiver arm, hydrant, Western 
Union call box, etc. 




















March, 1928 THE JOBBER’S[f]SALESMAN 85 


‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


u' "AH 


SPEAKERS 
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This new, complete line of improved Utah units ful- 
fills requirements of manufacturers who want the 
supreme in tone value and volume. A style and size 
for every need. 


UTAH RADIO PRODUCTS CO., 
1615 S. Michigan Ave., Chicago 


ROE LEM LONE LEME EE LIES LD 


Pies, lina, 


B 
is 
Y 
S 
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Utah 
) —S Type XU 
Utah De- |’ / yaey_~—Cssé Price 
Luxe Unit; /P§—) | $22.00 


“CEEY 


UTAH diaphragm show- 
ing Patented Tripod 
Construction 
Willett-Patent No. 1,388,626 
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New Radio Products, Illustrated 











(4 ‘ ro > 


The H. H. Eby Mfg. Co., 4710 Stenton Ave., Philadelphia, has just brought 


out a new AC adapter harness. 


It is designed for use with R. C. A. Radio- 


trons, UX226, UY227, and UX171 or UX112-A or with tubes having exactly 


the same characteristics. 





i 


gateind 





@LUME CONT 
i CLAROST. 


The American Mechanical Labora- 
tories, 285 N. Sixth St., Brooklyn, 
has placed on the market a table 
type Clarostat comprising a micro- 
metric variable resistor of from zero 
to 500,000 ohm range mounted in a 
neat metal stand. It may be used 
as a volume control for the loud 
speaker, for electric phonographs or 
in connection with AC tube harness. 





The Rodale Mfg. Co., 200 Hudson 
St., New York has brought out its 
radio lamp No. 152. Made in rich 
statuary bronze it is very handy to 
light the dials on radio sets. A 
swivel joint permits adjustment to 
any position. 





The Sterling Mfg. Co., 2831 Pros- 
pect Ave. Cleveland, O., has an- 
nounced its No. R-93 “Dri-A” power 
supply. It is a six volt socket power 
with Tungar three amp. full wave 
bulb. It is used in connection with 
sets of from five to 10 tubes including 
power tubes. A_ single pendant 
switch controls all power “A,” “B” 
and input. A dry electrostatic type 
condenser is installed in this unit. 




















The American Mechanical Labora- 
tories, Inc., 285 N. Sixth St., Brook- 
lyn, has placed on the market a new 
volume central clarostat. Small, com- 
pact, neat and inexpensive, it com- 
bines the reliability of fixed resistance 
with the convenience of variable re- 
sistance. 





The Dongan Elec. Mfg. Co., 2987 
Franklin St., Detroit, Mich., has 14 
types of new low voltage transform- 
ers and units designed for use with 
all the approved types of A.C. and 
A.B.C. power tubes. The No. 4586 
transformer illustrated is designed for 
use with the UX226 and UY227 tubes. 








The Carter Radio Co., 300 S. Ra- 
cine Ave., Chicago, announces a new 
adapter harness which makes _ it 
possible to convert practically any 
battery-operated set to AC tube op- 
eration. No wiring or change in the 
set is necessary in installing this har- 
ness. 








The Sterling Mfg. Co., 2831 Pros- 
pect Ave., Cleveland, O., announces 
its new “Tri-Power” model R-810, a 
unit which converts battery-operated 
sets into A.C. sets using A.C. tubes. 
It supplies A, B, and C voltages to 
six volt D.C. sets so that A.C. tubes 
can be used. It is said to be appli- 
cable to pratically all popular makes 
of five, six, and seven tube sets. 
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Ir speeds the sale to say 
“Cabinet Work by Adler-Royal’’ 


CABINETS 





No. 102 Closed. Showing 
burl walnut panels and maple 


No. 100 Open. Showing overlay. Write today for the 
Atwater-Kent 37 installed. complete Adler-Royal A.C. line 


for ATWATER-KENT 37 
and other A. C. sets 


You will gain in sales and prestige every day with these and 
other fast-selling Adler-Royal cabinets on your display floor. De- 
signed specially to accommodate A. C. Sets. Radio preference 
crystallizes remarkably fast—These are SELLING NOW! Write 


or wire today for particulars. 


name of your 


Manu/acturing Co. nearest distributor 


incorporated 


Louisvitte eS ADLERR ROVAL Kentucky 
CABINETS 
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THATS the beauty about Kes- 
ter Radio Solder—it’s easy to 
sell because it is ready for use. 
It “Requires Only Heat.” 
Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the deal- 
er, they are the start of a neat 
little business that rapidly grows 
into sales on the larger packages. 
No long missionary work in sell- 
ing Kester Solder. An extensive 
advertising campaign reaching all 
of the dealers is constantly break- 
ing down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you, 

Start now at this active time and 
enloy the repeat business which 
will come to you all year round. 

















APPROVED BY 
RADIO ENGINEERS 


PAN NNAU TAT AUA EAA TAA EAA CAME EA AAA EAU 


CHICAGO SOLDER COMPANY 





4251 Wrightwood Ave.. Chicago 





| 
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Federated Convention Com- 
plete Success 

The Federated Radio Trade Asso- 
ciation convention held in Milwaukee, 
February 14 and 15, was the most 
important and most successful con- 
vention ever held by the Federated 
group. Visitors and delegates attend- 
ing the convention reported that they 
had never known of so much actual 
business to have been accomplished 
in such a short period of time. The 
Wisconsin Radio Trade Association 
was an admirable host and provided 
lavish entertainment. 

There was an attendance of over 
250 delegates present from New York 
City to Los Angeles and from Canada 
to Texas. 

President Harold Wrape gave the 
president’s address, reviewing briefly 
the past activities of the Federated 
and the position which it had assumed 
in the radio industry during its brief 
existence. He requested further co- 
operation from all jobbers and deal- 
ers to help perfect a stronger group 
which could better fit into its place 
in radio. He pointed out that the 
plans for the future were that the 
Federated group should take far more 
active interest in national affairs and 
should prove itself the stabilizing in- 
fluence so necessary to the trade at 
the present time. 

Bond P. Geddes, executive vice- 
president of the Radio Manufacturers’ 
Association gave a comprehensive 
paper on the dealer, jobber and manu- 
facturer relations which was enthu- 
siastically received by the entire as- 
semblage. 

Richard M. McClure, a prominent 
trade association executive, gave an 
enlightening and comprehensive talk 
on organization and its importance, 
stressing the fact that there must be 
co-operation in order to further pro- 
mote the best interests of our in- 
dustry. 

L. S. Baker, managing director of 
the National Association of Broad- 
casters presented a complete paper on 
broadcasting and the radio trend. 

Martin Flanagan, executive secre- 
tary of the Radio Manufacturers’ As- 
sociation presented a paper on the 
need of a jobber organization. Mr. 
Flanagan pointed out that the jobber 
who has been engaged in the radio 
business from the start has lost many 
opportunities to help himself and his 
trade particularly in relations with 
the manufacturers which could have 
through some form 


been avoided 


of definite organized co-operation 

Alfred Waller of the National Elec- 
trical Manufacturers Association pre- 
sented a paper about NEMA. 

Short talks were also made by: Art 
Haugh, past president of the Radio 
Manufacturers’ Association; Herbert 
H. Frost, past president of the Radio 
Manufacturers’ Association; Ernest 
Reichmann of the Radio Protective 
Association. 

The Association went on record as 
approving the Radio “Trade-In” book 
gotten out by the Radio Trade-In 
Book Co., of Memphis, Tenn. The 
Federated adopted a more complete 
set of advertising standards than ever 
before. This set was _ prepared 
through the efforts of the Midwest 
Radio Trade Association of Chicago. 

The Association made a very im- 
portant decision at this convention in 
that it resolved itself into various in- 
dividual member sections and have 
now established an individual member 
section for local radio trade associa- 
tions, one for jobbers, one for dealers 
and one for manufacturers’ agents, 
each to be governed by its own board 
and officers and co-operating with each 
other in solving the problems before 
the entire industry. 

The annual election of officers took 
place February 15, with Harold J. 
Wrape being unanimously re-elected 
as president for the coming year. 
Vice-Presidents are: Thomas White, 
Buffalo, chairman of the jobbers’ sec- 
tion; Michael Ert, Milwaukee, chair- 
man of the association section; Julian 
Sampson, St. Louis, chairman of the 
dealers section; Geo. Riebeth, Minne- 
apolis, chairman of the manufactur- 
ers’ agents section; H. H. Cory, hon- 
orary secretary, and Harry Alter, 
honorary treasurer. 











These three are good friends, though 
they play different stuff. Left to right: 
G. R. Prell, radio service man; M. C. 
Huie, city salesman, both with the South- 
west General Elec. Supply Co., Oklahoma 
City, and Walter A. Frizzell, of Hotpoint. 
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Every owner of a 





1 ee A 99 Contains no bat- 
Balkite tery. The same as 
Balkite “AB” but for the “A” circuit only. 
Not a battery and charger but a perfected 
light socket “A” power supply. One of the 
most remarkable developments in the en- 
tire radio field. Price $35. 








€€ 9) One of the longest 
Balkite B ye fone in 


radio. The accepted, tried and proved light 
socket “B” power supply. The first Balkite 
“B,” after five years is still rendering satis- 
factor service. Over 300,000 in use. Three 
: “B”-W, 67-90 volts, $22.50; “B”- 
— 135 volts, $353 “B”- 180, 180 volts, 
42.50. Balkite now costs no more than 
the ordinary “B” eliminator. 





Balkite Chargers 


Standard for““A” batteries Noiseless. Can 
be used during reception. Prices drastic- 
wv reduced. Model “‘J,”* rates 2.5 and 
amperes, for both rapid and trickle 
arging, $17.50. Model “N”* Trickle 
Charger, rate .5 and .8 amperes, $9.50. 
Model “K” Trickle Charger, $7.50. 


*Special models for 25-40 cycles at 
slightly higher prices 


Prices are higher West of the 


Rockies and in 





battery operated radio set 
is a prospect 
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ba ee 99 
Balkite AB Contains no battery. Operates only while the set is in use. 


Containing no battery in any 
form, Balkite Electric “SAB” con- 
verts any receiver into an AC set, 
without chargers, without “A” 
batteries, without “*B” batteries, 
and operating only during re- 
ception. 

Instead of having been made 
obsolete by the demand for AC 
sets, it has been made more popu- 
lar than ever before. 

The demand for AC reception 


is so enormous that the volume 


of business Balkite Electric “SAB” 


Two models: “AB” 6-135, * 135 volts “B” current, $64.50; “AB” 6-180, 180 volts, $74.50. 


will bring you is entirely a ques- 
tion of how thoroughly you go 
after the market. Every owner of 
a good battery set is a prospect. 
Get before him the story that 
Balkite Electric “SAB” will make 
his set a modern, up-to-date AC 
receiver, equal in performance 
to any receiver on the market. 


Work out a systematic method 
of getting in touch with set own- 
ers, and put it into effect at once. 
It will produce sales and profits 
for you. Ask your jobber. 


FANSTEEL PRODUCTS COMPANY, INc., NORTH CHICAGO, ILLINOIS 


FANSTEE 





B 








Balkite 


—Radio Power Units 
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Insuring still greater 
profits for you/ 


The interesting story of 
Chrome is reaching battery 
buyers through leading 
magazines and newspapers 
all over the country. Every 
reading home will be 
reached this season. 


This new answer to the 
long recognized superior- 
ity of Burgess Batteries is 
all you need to tie into for 
your share of increased dry 
cell profits. Get back of the 
Burgess line now for better 
business. Inquiries invited. 


BURGESS BATTERY COMPANY 
General Sales Office: CHICAGO 


Canadian Factories and Offices: Niagara 
Falls and Winnipeg 








Chrome 


is a metallic element 
that prevents chem- 
ical action when 
battery is not in use 
—means longer life. 




















RGESS 
BATTERY 


clinal 


BURGE 
BATTER! 
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Should Radio Tubes Be Sold 
With the Set? 


A problem of considerable impor- 
tance to the radio industry as a whole 
relates to the sale of radio tubes along 
with the set. It has been recom- 
mended by some that manufacturers 
of receiving sets pack the tubes for 
the set in the same carton as the set, 
and that the complete outfit of re- 
ceiver and tubes be advertised as a 
unit. Furthermore, it is held in many 
quarters that the distributor, and in 
turn the dealer, should receive the 
same discount on the unit as on the 
receiving set alone. 

Since this question is one of seem- 
ingly growing importance, expressions 
of opinion were sought from the mem- 
bers of the radio editorial advisory 
board of Tue Jopsper’s SALESMAN. 
These men, who are of national 
prominence in the radio industry, are 
Herbert H. Frost, Harold Wrape, 
Powel Crosley, Duane Wanamaker 
and E. G. Clemenson. They have all 
given their opinions in relation to the 
above subject, which are quoted 
below: 

“The subject matter of your ques- 
tion has been discussed for the last 
six months both by tube manufactur- 
ers and set manufacturers and the 
question is, in itself, a very broad one. 
At the present time the so-called ‘li- 


censees’ are probably securing 90% 


_of the radio receiving set business. 


These licensees have agreed to pur- 


chase either Radiotron or Cunningham 


| to be shipped to the jobber. 





tubes at the rate of one per socket 
It is 
the intent of the contract that the 
licensee, in turn, sell the tubes to the 
distributor along with the set, and 
from the point of view of good mer- 
chandising on tubes, it would be high- 
ly desirable to have the licensee pack 
the tubes in the same carton with the 
receiver on the assumption that the 
tubes will pass from the distributor 
to the dealer and finally to the con- 
sumer. Many of the set manufactur- 
ers find as a practical matter the fol- 
lowing situation. 

“Their sets are sold to distributors 
of Radiotron tubes and distributors of 
Cunningham tubes, thereby making it 
necessary to carry two stocks of tubes. 
A shortage of any type tube which 
they are using, on either the Radiotron 
or Cunningham brand, would necessi- 
tate the holding of shipments of sets 
to distributors, thereby seriously han- 
dicapping the manufacturer in his 


‘sales program. The cost of repacking 


tubes would include extra size ship- 
ping container over that now used for 
the receiving set only, plus a special 
carton for the tubes, and the handling 
charges involved. 

“At the present time the average 
dealer tests all tubes for closed fila- 
ment at the time of sale to the con- 
sumer. In case tubes are shipped 
with the set they are removed for test 
purposes and if the dealer desires to 
sell tubes other than the brand re- 
ceived with the set it is certainly with- 
in his province to do so. It will be 
agreed that none of us can control 
what goes on in the dealer’s store. 

“From the manufacturing point of 
view, models are practically becoming 
stabilized, which will permit a manu- 
facturer’s building inventory in ad- 
vance of the selling season and in or- 
der to supply the peak demand. This 
inventory would necessarily include 
tubes packed with the sets which 
would, therefore, increase the tube in- 
vestment of the set manufacturer and 
might cause him losses due to price 
declines taking place after the expira- 
tion of his price protection period on 
tubes. 

“There is also a question as to the 
type tube recommended by the dealer, 
for example, one of the Atwater-Kent 
models can be used with the Type 
CX-300 A or Type CX-301 A as a de- 
tector and Types CX-112 or CX-371 
in the last stage. In some parts of 
the country dealers are firmly of the 
opinion that one combination is better 
than the other while in other sections 
of the country the situation is re- 
versed. 

“As to the unit price on sets and 
tubes, some manufacturers may find 
it to their advantage to list the set 
complete with tubes while others may 
list the set complete with tubes and 
loud speaker. Other manufacturers 
will undoubtedly make their appeal to 
the public on the basis of price. For 
example, Atwater-Kent is thought of 
today as an $88, all-electric set. This 
figure is undoubtedly the principal 
item which leads the prospective con- 
sumer to further investigate the At- 
water-Kent set, although the actual 
installation, including loud speaker, 
tubes, aerial, etc., will run well over 
$100. This is a problem for each in- 
dividual manufacturer.” 

“We recommend that manufacturers 
of radio receiving sets pack tubes in 
separate cartons and insert these car- 
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Is there Really a difference in 


yadio B’ batfertes? 


T there is a difference, a very 
marked difference in ‘‘B” bat- 
teries, would be instantly apparent to 
you were you to remove the outer case 
of a Ray-O-Vac “B” and compare 
Ray-O-Vac construction with the 
construction of any other radio “B” 
battery. 

In the Ray-O-Vac, you would see 
the individual battery cells neatly 
placed in separate pockets, while in 
others you would find the cells encas- 
edin a solid block of hardened pitch. 


But what effect on performance has 
this difference in design? . . . Just this: 
Thelife ofa battery is directly affected 
by temperature. You would not think, 
for example, of placing a battery ona 
hotstove. The heatincreases the chem- 
ical action in the cells, wastes electrical 
energy and reduces the battery’s life. 


That hardened pitch you see in 
most “B” batteries was poured around 
the cells a seething, molten mass, re- 

uiring hours to cool. Unavoidably, 
this hot pitch steals a share of the bat- 
tery’s useful life! 


Ray-O-Vac accomplished an un- 
precedented forward stride in “B’”’ 
battery design when it perfected the 
patented Ray-O-Vac Cell- Pocket 
construction, eliminating the objec- 
tionable feature of a pitch covering! 


Here, indeed, is a distinctly different 
and really better ““B” battery to offer 
your customers. Thousands of dealers 
throughout the country are capitaliz- 
ing on the Ray-O-Vac exclusive cell- 
pocket feature, building up a profit- 
able repeat battery business through 
the better reception and longer serv- 


ice that come with Ray-O-Vac con- 
struction. 


Ray-O-Vac“B” batteries are backed 
by a strong national advertising cam- 
paign. Full pages in color in The 
Saturday Evening Post and Country 
Gentleman and extensive newspaper 
advertising are building up strong de- 
mand for Ray-O-Vac. If your company 
does not carry Ray-O-Vac Batteries, 
write for our proposition. 


FRENCH BATTERY COMPANY 
Madison, Wisconsin 


Branches: 

Minreapolis, Kansas City, Atlanta, 

Dallas, Chicago, New York, Detroit, 

Pittsburgh, Denver, Boston, Los Angeles 
Also makers of Ray-O-Vac “A” and “‘C” Radio 
Batteries, Ray-O-Vac Flashlights and Batteries, 
Ray-O-Vac Telephone Batteries and Ray-O-Vac 

Ignition Batteries 


RADIO IS BETTER WITH BATTERY POWER 
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tons in the same carton with the re- 
ceiving set. Dealers should be ex- 
tended the same discount on the origi- 
nal tube equipment for sets as they 
are allowed on sets.” 


“It would be a mistake to pack ra- 
dio tubes with the set and ship the 
complete outfit from the factory as a 
unit proposition. Making radio tubes 
is a business distinct from making 
radio receivers. The manufacturer of 
radio receivers makes so little profit 
on the resale of tubes, that the only 
way for him to handle the tube end 
of the business is to ship the neces- 
sary tubes out in the original cartons, 
cutting down repacking, breakage, and 
accounting expense to the veriest 
minimum. At best, the handling of 
tubes by-the set manufacturer is an 
‘accommodation’ proposition.” 


“Manufacturers of radio receiving 
sets are not manufacturers of tubes. 
If tubes are packed in receiving sets 
and the receiving sets and tubes are 
sold as a complete unit, the receiving 
set manufacturers will then be in the 
position of establishing discounts on 
tubes for jobbers and dealers. It 
seems to me that they would have no 
right to do this and that such an ar- 
rangement would not be satisfactory 
to the tube manufacturers.” 


“Some manufacturers of radio re- 
ceiving sets have packed tubes with 
their sets but in view of the fact that 
our receiving sets are rather compact 
and quite heavy, we have not found it 
practical to include the tubes with 
each individual set because of ship- 
ping difficulties. This practice might 
be followed out by manufacturers sup- 
plying sets in large cabinets where 
sufficient space is available for pack- 


ing the tubes.” 
* * * 


Important Steps at RMA Di- 
rectors’ Meeting 


Measures to broaden the activities 
of the Radio Manufacturers Associa- 
tion and greatly extend its service to 
the radio public and its members were 
adopted January 26 at a meeting of 
the RMA board of directors in New 
York. A movement toward improved 
advertising of radio products, to pre- 
vent confusion of the radio purchas- 
ing public, and toward correction of 
trade practices, was ordered by the 
board, in co-operation with the radio 
retailer and jobber through the Fed- 





Fifty years ago, in 1877, 





“Punch” came out with this Cartoon. 


This was of 


course long before radio and was only a year after the announcement of the tele- 


phone. 


Following are the lines that “Punch” printed under the cut, and together 


with the picture they constitute an almost marvelous prophecy. 


Musical Mistress of House (“on hospitable thoughts intent”): 


“Now, recollect, 


Robert, at a quarter to nine turn on ‘Voi che Sapete’ from Covent Garden; at ten 
let in the Stringed Quartet from St. James’s Hall, and at eleven turn the last 


Quartet from ‘Rigoletto’ full on. 
the other!” Buttons: “Yes, mum!” 


But, mind you, ‘close one tap before opening 





erated Radio Trade Association. 

On behalf of the manufacturing in- 
dustry the Radio Manufacturers As- 
sociation will advise its members to 
so advertise their products that the 
buying public will not be misled or 
confused by technical and other terms. 
In this connection the board consid- 
ered engineering definitions, for use in 
manufacturing radio products, of 
“socket power” and “electric” receiv- 
ing sets and directed the engineering 
division to present at the next board 
meeting definitions of the various 
“socket power’’ types of receiving sets 
for the guidance of the public and the 
industry, in advertising and merchan- 
dising, as well as manufacturing. The 
engineering definitions, while sufficient 
for technical engineering problems, 
were deemed by the board to need fur- 


ther definition in advertising and mer- 
chandising radio products, to assist 
the purchaser of radio and also the 
retailer and jobber. 

A survey of radio markets to give 
efficient and economic distribution of 
radio products, with a view to mect- 
ing public demand and necessities, 
varying between metropolitan, rural 
and other communities, also was or- 
dered by the board upon recommen- 
dation of its merchandising committee 
of which L. E. Noble of Buffalo is 
chairman. This committee also wil! 
study and develop a radio industry 
plan for the financing of installment 
sales of radio, a growing development 
in the industry. The merchandising 
committee’s plan for use of standar:! 
catalog sheets by manufacturers als 
was adopted by the board. 
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SPOT-O-FLOD 

A combination spot and flood light permitting 
of instant adjustment, without the use of tools, 
to any angle. The beam is controlled from a 
spot of 24 inches to a flood of ten feet at a 
distance of ten feet. Color frames and screens 
come wih each unit and permit of individual 
color spot or flood of entire window. De- 
scribed in our circular No. 84. 


7, TAT TAN 
Rit PANT 


LUEPTAPE CS 


SILVERLITE 


An all-metal reflector susceptible of adjustment 
to three different sized lamps. This adjustment 
is made instantly because of the collapsible 
neck. No special holders are required. The 
reflectors fit the standard 3% inch holders used 
everywhere. Color screens can be ‘attached 
without extra clamps, hooks, etc. Described 
in our circular No. 77. 


STOP THIS LOSS 
THE FRINK WAY 


The Flexible, 


Economical Way 


OB wpe are literally thousands 
of stores that are not yet 
aware of the sales building pos- 
sibilities of controlled light. 


This great market offers you 
new opportunities for sales and 
profits. Frink window lighting 
ph igor offers you the means 
of securing these sales. With 
Silverlite, Multilite & Spot-O- 
Flod, you can offer a complete 
window lighting equipment for 
every store. With them you can 
insure an efficient and econom- 
ical job, one that will net you a 
good profit and satisfied custom- 
ers. Sold only by jobbers. 


Complete details for the asking. 


MULTILITE 


A continuous reflector composed of units on the 
Silverlite principle, adaptable from 60 watt to 
200 watt lamps. Multilite refiectors come in 
units of two to ten individual reflectors They 
are wired and ready to install, eliminating cost 
of individual outlets. The unit construction 
gives far greater flexibility of light and color 
control and results in neater, more econom- 
ical illumination. Described in our circular 
No. 79-B. 


The FRINK CO., Inc. 


253 Tenth Ave., New York 


Branches in Principal Cities 
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Your Sales will be more— 
Your Profit will be greater — 


Prepare now for the business that will come with the new Signal Fans as 
leaders. These fans offer so much real dollar value that they will be an 
instant attraction wherever dealers properly display them. They are quality 
fans throughout—well made—with all the 
latest improvements and refinements. Par- 
ticularly are the Signal Table Fans and the 


Signal Cool Spot Fan attractive. 

The Signal Table Fan so completely fills the 
need for a table fan—one which is efficient and 
at the same time decorative—that every house- 
wife will be instantly captivated by it. And it 
is popular priced, so that nothing stands in the 
way as sales resistance. Finished in white, with 
an arrangement in the top where flowers can be 
placed, it adds to the appearance of any dining 
_ it is not a cheap fan in construction, 
but a quality fan that is instantly recognized by 
the consumer as such, the Signal Cool Spot 
should be in all dealers’ stocks for display. It 
fully meets the demand for a low-priced fan— 
retails for $5.50. Well made, with an improved 
universal motor, non-oscillating type, the Signal 
Cool Spot is a sure fast seller. 





Other leaders in the Signal line for this 
year are— 

The 16 inch oscillating fan with the newest 
development in motors—for A.C. current. 
This motor has longer life and decided sales 
advantages. The 12 inch oscillating fan has 
the same type motor. 

The 9 inch oscillating fan has two speed 
toggle switch, improved universal motor— 
and the same high dollar value as the other 
fans—at a popular price. 

The Signal Ventilating Fan is a year 
‘round sales item with dealers everywhere. 
It is a popular item because of no installation 
and no service afterward and actually fills an 
existing need for a home or office ventilating 
fan. 

Be prepared to meet the demand from 
dealers in your territory on this fan, as thou- 
sands of dealers are now being told through 
advertising of the sales possibilities of this 
popular priced fan. 

Investigate these leaders for 1928—every one a live item that dealers in 
your territory will want and demand. Write today for jobbers’ terms. 


SIGNAL ELECTRIC MFG. CO. 
— Electrical Manufacturers Since 1890 — 


MENOMINEE, MICHIGAN 
Export Office, NEW YORK, 56 Wall St., Room 225 





Boston Denver Dallas Seattle 
New York Pittsburgh Minneapolis Toronto 
Philadelphia St. Louis San Francisco Winnipeg 
Atlanta Chicago Los Angeles Buffalo 


Wea 











Extension of RMA efforts to serv: 
the radio industry by fostering the es 
tablishment throughout the country 0 
vocational training courses in publi 
technical and other schools, was an 
other extension plan adopted by th 
board. Success of an initial voca 
tional training course at Newark, Ne 
Jersey, and interest of many other 
educational institutions in establis), 
ing vocational training courses for ra 
dio service men prompted the RMA 
board to create a special committe: 
for development of a program looking 
to the establishment of such voca- 
tional training enterprises generally 


through the country. 
* * 


Radio Patent Exchange Plan 


To make available to the public the 
widest possible use at lowest cost of 
modern radio and future improve- 
ments is the object of a plan for 
cross-licensing of radio patents now 
being completed by the Radio Manu- 
facturers Association. Radio patents , 
will be exchanged and made available 
equally to all manufacturers joining 
the RMA patent interchange plan. 

At Buffalo, February 6, the RMA 
patent interchange draft was_per- 
fected by its special patent committee. 
The successful patent pools of the 
automotive and aeronautical industries 
are being followed in part. 

Broadening of radio patent cross- 
licensing to include future develop- 
ments, such as television, is provided 
for in the RMA plan. Also it is 
proposed to include the new devices 
for reproduction of programs and pic- 
tures via the electric light and tele- 
phone wires. Although it is not prob- 
able that television and other develop- 
ments, now in the experimental stage, 
will be available soon to the public 
commercially, the RMA patent pool 
is being broadened to take in the radio 
future as five years’ trial of the patent 
cross-license plan is contemplated 
under the RMA draft, with automatic 
extension thereafter if successful. 

As now being completed by the 
RMA patent committee, it is believed 
that the patent cross-licensing system 
proposed will be acceptable to the 
necessary majority of eligible manv- 
facturers when it is presented to the 
RMA membership meeting next June. 
Immediate complete cross-licensing of 
all radio manufacturers is not ex- 
pected to ensue, but gradual growth 
of the patent interchange operations 
is the aim of its sponsors. 
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QUALITY s PARAMOUNT! 


All Plug Fuse Prices Have Been Reduced! 
NOW! 


‘| Clearsite Fuses Cost No More! 
: Clearsite Fuses Worth Increased! 
Clearsite Fuses Profits Greater! 
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Hemingray Glass In- 
sulators may truly be said 
to be the “Standard of 
the Industry.” 

Their efficiency has 
been established over 
many years of long and 
satisfactory service. And, 
a Hemingray Insulator 
can be found on practi- 
cally every line in the 
country. 

For all low and medi- 
um voltage lines ranging 
from 2500 volts to 15,- 
000 volts sell Hemingray 
Insulators. 








Them 
Hemingray 















Write Your Congressman 

The following statement has been 
issued from the office of L. S. Baker, 
managing director of the National 
Association of Broadcasters. Every- 
one interested in the sale of radio 
equipment note carefully and act ac- 
cordingly. 

ee ee, 


“Federal control of radio, and with 
it the whole structure on which broad- 
casting and the radio industry have 
been developed, is in imminent danger 
of collapse as a result of the hesita- 
tion and delay in both houses of Con- 
gress. Very few people appear to 
realize the seriousness of this situa- 
tion, and the result is that the only 
voices heard in Washington are those 
of malcontents who believe they would 
be able to better themselves in the 
scramble which would follow the re- 
turn of radio chaos. 

“As things now stand, nobody 
knows what will happen to the Fed- 
eral control of radio after March 15. 
If no action is taken by Congress it 
will revert to the Department of Com- 
merce, which certainly under present 
circumstances is not ready to handle 
it, and which would have to build up 
a new and very extensive regional 
organization in order to deal with the 
problems which are still pending. 

“The Federal Radio Commission is 
supposed to consist of five members. 
At the present time it really consists 
of one. Judge Sykes is the only 
member of the Commission whose 
appointment has the seal of Congres- 
sional approval. Commissioners Cald- 
well, Pickard and Lafount have not 
been confirmed, and no appointment 
has been made to fill the place of 
Admiral Bullard. 

“It was recently reported that the 
Senate Committee on Interstate Com- 
merce, which held hearings on the 
subject of confirmation beginning 
January 6, had favorably reported 
on the confirmation of the three un- 
confirmed members of the Commission. 
Within a few hours, however, this re- 
port was withdrawn and the Senate 
Committee determined to take no 
action until the amendment to the 
Radio Act continuing the life of the 
Commission for another year was 
passed by the House. 

The hearings before the House 
Committee on Merchant Marine and 
Fisheries have already gone far afield, 
and there is every indication that they 





will continue to introduce matter 
quite outside the scope of the Radi: 
Act. Meanwhile the Federal Radi» 
Commission is practically paralysed, 
because it can take no action unfavo: 
able to any broadcasting station wit), 
out the almost certain probability 
that some Senator or Congressman 
will use the incident as a reason for 
opposing the confirmation of one or 
more of the Commission’s members 


“It is further proposed to make th. 
appointments of all the members of 
the Commission terminate automati- 
cally the latter part of February, 
1929, despite the fact that all the 
members were appointed for a definit: 
term of years, and the appointment of 
Judge Sykes for a term of four years 
was confirmed by the Senate. 


“What this amazing proposition 
means is that the Commission would 
continue its work for another year 
with the certainty that at the end of 
that period all its members would be 
unceremoniously kicked out of office, 
and an entirely new body, totally un- 
acquainted with the situation, would 
be appointed. 


~ “There is immediate and urgent 
need for prompt action. In the main, 
both the Senate and the House have 
listened only to those who had griev- 
ances against the Commission, and 
whose cases were so weak that they 
did not dare to appeal to the Courts 
in the manner provided by law. It 
is high time for everyone interested 
in Radio who, while they may question 
the wisdom of any of the individual 
actions of the Commission, believe 
that adequate Federal Control is an 
absolute necessity for the future of 
radio, to make themselves heard. 


“Fhe National Association ot 
Broadcasters has done its utmost to 
present to the Senators and Congress- 
men the views of its members. Th: 
members themselves, and their listen 
ers, must now take a hand. 


“Whatever changes in the present 
broadcasting situation may be desir- 
able, the essential thing is to hav 
the administration of the law in th: 
hands of an executive body capabl 
of administering it. The continuation 
of the Federal Radio Commission for 
another year, the confirmation of its 
members, the prompt appointment ot 
a member from the second zone, and 
the removal of the threat of dishonor- 
able discharge at the end of another 
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C. W.and L. Rapp, 
Chicago & New York 
T 
General Contractor: 
George A. Fuller Co. 
Chicago 
T 
Engineers: 
Lieberman and Hein 
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Electrical Contractors: 
Livingston and Co., 
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The Oriental Theatre, Chicago, is just another ex- ] ~ My) 4 
ample of BUSS Renewable Fuses being selected because 
they give dependable Electrical Protection at least cost. 
Electrical Protection in a theatre means more than just 
protecting the electrical circuits, it means guarding the 
audience against fear or panic due to failure of the lights 
or signs of fire due to a short circuit. 
This installation is an impressive example of the safety 
and dependability that is assured when using BUSS Re- 
newable Fuses. Tell your prospects about it. 


BUSSMANN MANUFACTURING CO. 
ST. LOUIS, MO. 
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A 
Best 
Seller 











Youngstown 
Buckeye 
Conduit 


Wherever buildings, fac- 
tories, schools, hospitals, 
churches, dwellings, apart- 
ments, and structures of 
every kind are being 
erected, electrical jobbers 
are sharing in the profits 
and: benefits of numerous 
“Youngstown Buckeye” in- 
. stallations. 


Ever since rigid steel 
conduit has been used for 
electrical wiring, “Youngs 
town Buckeye” has been 
among the “best sellers,” 
and today more Youngs 
town Buckeye Conduit is 
sold than any other kind. 


Remember, it pays to 
handle a “best seller” in 
any line. 


The 
Youngstown Sheet 


and Tube Company 
Youngstown, Ohio 





| 
| 





| year, are absolutely essential if radio 


broadcasting is not to return to the 
condition in which it was a year ago. 


“There are only a very few weeks 
before the 15th of March, when, if 
no action is taken, the Commission 
becomes merely an Appellate body. 
Every week of delay means further 
danger. The time to get in touch 
with Senators and Congressmen and 
urge immediate action is now. 

The members of the Senate Com- 
mittee on Interstate Commerce are 
as follows:— 

REPUBLICAN 


James E. Watson, Indiana 
Frank R. Gooding, Idaho 
James Couzens, Michigan 
Simeon D. Fess, Ohio 

Robert B. Howell, Nebraska 
Guy D. Goff, West Virginia 
W. B. Pine, Oklahoma 

Frederic M. Sackett, Kentucky 
Jesse H. Metcalf, Rhode Island 
Coleman du Pont, Delaware 


DEMOCRAT 


Ellison D. Smith, S. Carolina 
Key Pittman, Nevada 
Wm. Cabell Bruce, Maryland 
C. C. Dill, Washington 
Burton K. Wheeler, Montana 
Earle B. Mayfield, Texas 
Harry B. Hawes, Missouri 
Hugo L. Black, Alabama 
Robert F. Wagner, New York 
The members of the House Com- 
mittee of Merchant Marine and Fish- 
eries are as follows:— 


REPUBLICAN 


Wallace H. White, Jr., Maine 
Frederick R. Lehlbach, N. J. 
Arthur M. Free, California 
Charles Brand, Ohio 
Frank R. Reid, Illinois 
Chas. L. Gifford, Mass. 
Harry E. Rowbottom, Indiana 
Fredk. M. Davenport, N. Y. 
Fredk. W. Magrady, Pa. 
Frank L. Bowman, W. Va. 
Robert H. Clancy, Michigan 
Louis Monast, R. I. 
Chas. A. Kading, Wisconsin 
Dan A. Sutherland, Alaska 
DeEMocRAT 


Ewin L. Davis, Tennessee 
Schuyler Otis Bland, Virginia 
Clay Stone Briggs, Texas 

Wm. W. Larsen, Georgia 

Tom D. McKeown, Oklahoma 
Geo. W. Lindsay, New York 
Chas. L. Abernethy, N. Carolina 
Oscar L. Auf der Heide, N. Jersey 





A. C. Problem 


(Continued from Page 78) 

A.C. current. But our company i, 
operating a territory conceded to lh 
the greatest “power pool” in the 
country, where A.C. is available io 
city and country alike. And our 
experience in this territory emphati- 
cally indicates that the public has 
“gone A.C.” - 


ee <@ 


H. P. Andrae 


(Continued from Page 16) 
electrical contracting business in Mil- 
waukee; Julius, Jr., who died about 
20 years ago, and was a chemist: 
F. T. Andrae, who was connected 
with the Julius Andrae & Sons Co. 
until his death last August, and H. P. 
Andrae, the subject of this sketch. 
And closely associated with them and 
identified with the building up of this 
great institution is J. C. Schmidt- 
bauer, vice-president and _ general 
manager. 

Some may wonder if H. P. Andrae, 
with his share of the world’s goods 
and having fully earned a certain 
amount of leisure, is still active in 
business. All right, let us try to judge 
how active he is from the organi- 
zations with which he is identified: 

President of Julius Andrae & Sons 
Co.; president of Jason Co., the in- 
vestment house of the Andrae fami- 
ly; president of the Andrae Auto 
Supply Co.; vice-president of the 
Merchants and Manufacturers Bank; 
treasurer of the Kerner Incinerator 
Co.; treasurer of the Kermit Incinera- 
tor Co.; director of the Wisconsin 
Gray Iron Foundry Co.; director of 
the Kernerator Co. of New York; 
trustee of the Milwaukee Hospital; 
vice-president of the Monitor Inv. Co. 

Is he active? He is down at his 
desk at eight o’clock and the habit of 
work is as strong in him as it was 
the day he came into his father’s place 
to make over the business. 

But he is going to take a vacation 
this spring. He and Mrs. Andrae 
and their daughter and her husband, 
Mr. and Mrs. Elijah Kent Hubbard 
II, of Hartford, Conn., are going to 
take a three months’ vacation in 
Europe, going from place to place as 
their inclinations dictate when they 
get over there. It is the first long 
vacation that Mr. Andrae has ever 
taken and his first trip abroad, and it 
goes without saying that his many 
friends will wish him the utmost of 
enjoyment that the trip can provide. 
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“The Sign of 
a Better 
Job” 


Type NTP (Fuses not included) 


This man knows his panelboards 


—sell him € 


@ Panelboards are your sales opportunity. Every contractor and 
industrial electrician uses them. Where do they get them if not 
through you? @ Think on long- -profit lines for your house and 
yourself. Sell the heart of the wiring job and the rest of the mate- 
rial is on the same sheet. & Panelboards make and hold customers. 


We can help you if you The @ Catalog is a com- 

want to learn more of plete treatise on Panel- 

this. Write today. ‘ board practice. Yours 
free if you write. 


Atlanta, Ga. Clee yale Ohio Memphis, Tenn. San Francisco, Calif. 
Baltimore, Md. Dallas, — Minneapolis, Minn. Seattle, Wash. 
New Orleans, La. Tampa, Fla. 


Bofisie, No Y’. Den ie’ Mick. New York City, N. ¥. Toronto, Ont 

uffalo, N. Y Detroit, Mic ew Yor ity, N. Y. oronto, Ont. _ 
Charlotte, N. C. Jackson ville, Fla. LECTR ic COM PANY Omaha, Neb. Vancouver, B. C. 
Chicago, Ill. Kansas City, Mo. Philadel phia, Pa. Walkerville, Ont. 
Cincinnati, Ohio Los Angeles, Calif. ST. LOUIS Pittsburgh, Pa. Winnipeg, Man. 


Seeeeiien 


saat 
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Announcing— 


THE ARISTOCRAT 
Nine-Inch Six-Blade Oscillat- 
ing Fan—Finished Entirely 
in Bronze 


Wherever beauty of appearance and quietness 
of operation are factors of importance this fan 
has an irresistible appeal. : 

In the home it adds distinction, blending 
well in most any surroundings and circulating 
sufficient air to make its use desirable from 
boudoir to kitchen. 

In the small office its quietness will be 
very gratifying, particularly since this charac- 
teristic has not been incorporated at a sacrifice 
of ventilating ability. 

Beauty parlors will find this fan a hand- 
some and efficient asset and its use in the 
telephone booth and elevator will be a reve- 
lation. 

It is arranged for desk use or bracket 
mounting with protective pad of felt on the 


base. 

THE ARISTOCRAT must be seen to be 
appreciated—order a few and display them— 
the results will surprise you. 


Send for complete information. 





The ‘“‘ARISTOCRAT”’ 


wt ad ae DIEHL MANUFACTURING COMPANY 
Electrical Division of THE SINGER MANUFACTURING CO. 
ELIZABETHPORT, NEW JERSEY 


ATLANTA BOSTON CHICAGO CINCINNATI DALLAS 
DETROIT NEW YORK PHILADELPHIA ST. LOUIS 























MULTI 





Spotlight 


One of a wide variety of practical electrical wiring 


devices. Liked by the Trade. Send for Catalog. 


Multi Electrical Mfg. Co. 


210 No. Ogden Ave. Chicago 

















A Hard Luck Story 


One of the publications which prints 

these articles sends me the following: 
We have received some corres- 

pondence discussing the case of 
a man who gave a three year note 
on which he made various pay- 
ments to the payee only to find 
out that the payee had sold the 
note to a bank early in the game. 
The maker of the note was even- 
tually compelled to pay the bank 
the entire amount as an innocent 
purchaser, as the payments made 
by the maker of the note had 
none of them been endorsed on 
the note itself. The correspond- 
ent who writes this to us is un- 
known to us and apparently is 
not a lawyer. It seems to us that 
this is a very interesting question 
and we would be very glad to 
have you discuss it. 

I can say some things about this 
case which ought to be useful to the 
general run of readers. 

Something first as to the machin- 
ery in use by the average bank in dis- 
counting notes. A makes a note to B 
—an ordinary promissory note. B 
takes it to C bank and discounts it 
after endorsing it. There are then 
two persons liable on the note, A and 
B, and the bank will ordinarily pay 
very little attention to A. It looks to 
B, its discounter and endorser. 

For this reason the bank, when the 
note is discounted with it, will usually 
not give A notice to that effect. I 
have always maintained that the best 
practice would be for the bank to at 
once inform the maker of a discounted 
note that it had been acquired by it 
and that he should make payment only 
to it. If that practice had been fol- 
lowed in the above case, obviously 
what happened never would have 
happened. 

Usually when the note is about to 
become due, the bank will notify the 
maker, but evidently the payments on 
account made in the above case were 
made before the note came due. 

It is of course honestly incumbent 
on B, the original payee, to notify A 
that he, B, has disposed of the note, 
especially if A comes in to make pay- 
ments on account. 

There are therefore two phases to 
this case, viz., what can be done with 
the bank, and second what can be 
done with B, who accepted payments 
on account of a note which he no 
longer held. 

My judgment is that nothing can 
be done with the bank. Apparently 
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Type ‘“‘NTLL” 
No-Thread Unilet 


“NTC” 
hread Unilet 


“NTA” 
hread Unilet 











a NY Unilet 





| 
Me. | 


No Thread Us Unilet 





No-Thread Coupling 


0 


No-Thread Connector 
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For all-around wiring 


No-Thread Unilets 


Above is shown rart of the Graham 
St. Sub-Station of the Southern Util- 
ities Co. of Charlotte, N. C.—an 
installation where 140 large porce- 
lain-covered No-Thread Unilets were 
used (sizes 114” up to 2”). 

No matter what the job, no matter 
what size of conduit is used, nor how 
difficult may be the angles and joints 
made by intersecting conduits, there 
is a size and type of No-Thread 
Unilet just made js the job. 


No threads to be cut. Simply loosen 


the knurled nut, insert the conduit 
into the hub of the No-Thread Unilet 
and tighten the nut with a Stillson. 


No loose parts. No change in diame- 
ter of threaded parts. Male and female 
threads always parallel. Positive 
metal-to-metal contact because triple- 
beading on the inner ring bites + a 
through conduit enamel and into the 
conduit itself, making a perfect ground. 


Latest catalog showing the full line 
of types and sizes is now available. If 
you haven't one, please drop usa line. 


Sold through jobbers! 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue * Chicago, U. S. A. 


New York—150 Varick Street 











APPLETO 


and CONDUIT 


STANDARD FOR 














2. Insert conduit 







Los’ Angeles— 340 Azusa Street 








3. Tighten nut 





NILETS 


FITTINGS 


BETTER WIRING 
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Filling A Long-Felt 
Want 


OBBERS and jobbers’ salesmen know that the SRK Union Solder- 

less Wire Connector fills a long-felt want. 

It is the most compact, largest-capacity connector on the market, 
made of Aluminum Copper Alloy, which is very strong, conductive 
and light in weight. 

Will connect wires up to 3 No. 10 or equivalent (solid, stranded 
or mixed combinations). 


| 
| 





Clamping pressure uniform on all wires. 
Eliminates paste, torch or solder. 


Send for Sample and prices. 


Hackensack, N. J. 


Eastern Sales Agents: 
CUNNINGHAM & MONTGOMERY 
New York-——Philadelphia—Pittsburgh—Boston 


















| BI now wate nsf 
1 neal Counter Display 


Sells Tape 


VERY dealer in your territory better tape sold at the right price.” 





JIFFY WIRE CONNECTOR CO. | 


can increase his tape business | Made in the most modern tape fac- | 
by placing this display carton on tory in America, this product has as | 
his counter. Finished in two colors a consequence secured for itself a | 
(red and blue) it is a most attrac- nation-wide reputation as “the best 
tive, sales producing carton. tape on the market.” 
O. K. Black Friction Tape is “a Sell a carton to every dealer. 


Sold Through Jobbers 


APPLETON RUBBER CO. | 


Franklin, Mass. 





it followed the usual custom of not 
notifying the maker. He, without 
finding out whether the note had beer, 
discounted or not, paid on account to 
the original payee. Evidently he 
didn’t even insist that the payee pro 
duce the note, and in the maker's 
presence, endorse the payments on the 
back. The bank, being an innocent 
party, and the holder for value in 
due course, has a right to insist upon 
full payment to it. 

What can be done with the payee? 
He is in an entirely different position. 
He knew that he had discounted the 
note, and had no right to accept pay- 
ments on it. He was guilty of fraud 
and of obtaining money under false 
pretenses. He can be arrested and he 
ought to be. 

But that is not all that can be done 
with him. He can be sued civilly 
and made to give back every cent he 
took on account of the note. Often 
in these cases such people are found 
not to have any money, but there is 
no doubt about the criminal end of it, 
that can be brought. | 

It seems incredible to me that any- 
body, especially a business man, can 
be as neglectful as the maker of this 
note was. You expect such things 
of women who are unused to the ways 
of business; but any man in business 
ought to know better. Evidently this 
was a case in which the maker of this 
note owed the payee a sum of money. 
He agreed to make regular payments 
on account, and gave a promissory 


_ note for the whole amount as security. 


Then he went ahead and made the 
payments. He should have had an 
understanding with the payee, either 


| that the note had been or had not been 


discounted. If the payee told him it 
had not been discounted, the maker 
should have insisted on seeing it, and 
that the payment he was about io 


| make should be endorsed on the back. 


If the payee refused or evaded the 
production of the note, the maker 
should have refused to pay. Com- 
plete protection is such a simple thing 
that it is hard to understand why so 
many people fail to get it. 

(Copyright, January 14, 1928, by 
Elton J. Buckley, Esq., Counsellor- 
at-Law, 1206-11 Liberty Building, 
Broad and Chestnut Streets, Phila- 
delphia, Pa.) 

* * 


L. A. Woolley, Inc., of Buffalo, is 
preparing a complete catalog of its 
entire line and expects delivery from 
the printer during March. 
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Odfr 


Nublade Switch 


| 











30-60-100 and 200 amp. capacity. 
2-3-4 and 5 pole types, 
250 volt AC or DC, 500 volt AC. 


“HERE’S THE POINT™ ~~" 


You can talk yourself blue in the face about the ordinary industrial switch without registering. 
But the minute you hand your contractor-customer one ofthe Unit block assemblies of the Nublade 


Switch you’ve got his attention. 

Then, show him that— 
All current-carrying parts mounted on “unit block’’; 
Blade shaped to bring maximum amount of metal at point of “break” to dissipate heat and reduce arc; 
Blade with long enough and strong enough spring to insure perfect alignment and full contact with post; 


Then tell him that this switch went through a breakdown test of one hundred thousand operations under actual sevice 
conditions without disclosing any appreciable wear, either electrical or mechanical. You'll get his order. Try it. 


CoLT’s PATENT FIRE ARMS Mc. Co. 
im ELECTRICAL DIVISION 


M\) HARTFORD, ConneEcTICUT, U.S. A. (Gur) 


NEW YORK BOSTON PHILADELPHIA PITTSBURGH CHICAGO ‘SAN FRANCISCO 23-N-23 
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S| ONES MANUFACTURERS 








Chicago Fuse Me rs Jefferson 
Electric Consolidated 
The electrical trade will be inter- 
ested in the recent consolidation of the 
two well known manufacturers, the 


Chicago Fuse Mfg. Co. and the Jeffer- - 


son Electric Mfg. Co., both of Chi- 
cago. The products of the former, 
“Union” and “Gem” fuses, “Gem’’ 
switch boxes, “Union” 
“Union” automobile fuses, “Gem 
Powerlets,’ have long been sold 
through the electrical supply jobber 
and through these jobbers to thou- 
sands of contractors and industrials. 

John A. Bennan, president of the 
Jefferson Electric Mfg. Co., who has 
been the guiding genius of this com- 
pany, was elected president of the 
consolidated organization, known as 
the Chicago-Jefferson Fuse & Electric 
Co., at the stockholders meeting held 
in Chicago, February 21. Other offi- 





John A. Bennan 
President 


cers elected are: A. E. Tregenza, vice 
president; A. R. Johnson, vice presi- 
den; J. C. Daley, treasurer, and R. L. 
Foote, secretary. 

Mr. Tregenza, long associated with 
the electrical industry, and formerly 
vice president in charge of sales for 
the Chicago Fuse Mfg. Co., will be in 


outlet boxes,. 











A. E. Tregenza 
Vice-president 


charge of sales of those products sold 
through the electrical and automotive 
jobbers. Mr. Johnson will continue 
to be in charge of sales of special 
manufactured products sold direct to 
manufacturers. 
* * * 
Mohawk Conduit Appoints 
Agents 
The Mohawk Conduit Co. of Co- 
hoes, N. Y., has appointed the Has- 
tings Electrical Sales Co., 42 Binford 
St., Boston, as its New England sales 
agents, effective January 1, 1928. 
Weir, Smith & Co., 58 Warren St., 
New York, have been made represen- 
tatives for the Metropolitan District 
and New York state, succeeding Frank 
Stout & Son. 


* * * 


Hartzwell Moves Headquarters 
to Chicago 

For the last several years the 
Hartzwell Sales Co., of New York, 
has maintained its principal office in 
New York with branch office in Chi- 
cago, also sales representatives lo- 
cated in 21 cities throughout the 
United States from coast to coast. It 
is making plans at the present time 
to remove its principal office from 
New York to Chicago, at 508 South 
Dearborn St. 








Callahan Joins Standard Stove 


An announcement of interest to the 
electrical trade was contained in the 
statement just issued by officials of 
The Standard Electric Stove Co., 
Toledo, O., that E. L. Callahan has 
been appointed vice-president and 
sales manager of the company. 

Mr. Callahan is widely known in 
the electrical industry, particularly in 
connection with the promotion of elec- 
tric heating devices. He was for a 
number of years assistant manager of 
the Simplex Electric Heating Co., and 
western manager of the electric heat- 
ing department of the General Elec- 
tric Co., with headquarters in Chicago. 
Later on, he was for a period of six 
years new business manager of all the 
H. M. Byllesby properties, following 
which he was appointed district man- 
ager for the Byllesby Company. Mr. 
Callahan was later manager in New 
York for the Westinghouse Lamp 





E. L. Callahan 


Company. In his various capacities, 
he has had an exceptional experience 
in the successful development of sales 
promotion and merchandising plans. 

The Standard Electric Stove Co., 
which is the oldest exclusive manufac- 
turer of electric heating devices, pro- 
duces a complete line of electrical 
cooking equipment including every- 
thing from hot plates to heavy duty 
ranges for hotel and _ restaurant 
kitchens. 
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“Dependable! 


JF the wire isn’t right, the whole 
job’s wrong. 


There, in a single sentence, is the 
yery,teason why contractors, indus- 
trial engineers, atchitects— all who 
specify and use rubber-covered wires 


—insist on PARANITE. 


They know that every roll of PAR- 
ANITE is the result of 37 years of 
praétical knowledge. Guess-work and 
gamble have beén lifted right out of 
the picture. PARANITE is the result 
of tested plans and methods. 


INDIANA RUBBER & INSULATED WIRE CO. 
JONESBORO, INDIANA 
81) Marquette Bldg. 63 Vesey Street 
Chicago, Illinois New York City 


Western Representative 


H. F. Boardman Walter I.Ferguson & Company 
400 Hibernian Bldg. 208,Baltimore Bidg. 
Los Angeles Kansas City, Mo. 


Warehouse stocks Dallas, Texas; Denver, Colorado 


Flexible Braided Cable 


Parallel Solid Duplex 
Braided Cable 


>’ PARANITE 


No. 14 Single Solid 


= 


Style A Heater Cord 


ee 


No. 18 Green and Yellow 
Lamp Cord 
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SINCE 1895 








9303 






9304 












9305 


9306 





HERE ARE THE 
LATEST IN 
OUTLET BOX 
DEVICES 


CAT. NO. 


250-watt pull socket 
on 3l/4-in. cover 
250-watt pull socket 
on 4-in. cover 
660-watt push sock- 
et on 3l/4-in. cover 
660-watt push sock- 
et on 4in. cover 





Sockets are permanent- 


Boston 








ly attached to covers. 
Each socket is fitted with 
6-in. No. 14 stranded 
rubber covered wire. 
Covers may be black, gal- 
vanized or brass lacquer. 
Pull Sockets have 7-in. 
chains; porcelain pendants 
will be furnished if speci- 
fied. 





These Are Exclusive 
Weber Items. 
Send For Sample 





HENRY D. SEARS 


General Sales Agent 
60 BOYLSTON STREET 





MASSACHUSETTS 


a oe Whang Demces\s 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


| 




















' These are the men who manage the Empire Lamp Division in Buffalo, the picture 


| being secured through the courtesy of L. A. Woolley, Inc. 
Walter Soll, office manager; Eddie, the boy who does all the work around the office; 
E. F. Strong, general manager; Hiram Walker, Rochester representative; Irving R. 
| Brown, better known at “Brownie”, Assistant sales manager. 


Standing left to right: 


Sitting left to right: 


| E. H. Robinson, sales representative; Carl (Snooze) Snyder, illuminating engineer. 
| p 





American Blower Transfers 
Jones 

H. R. Jones, of the New York of- 
fice of the American Blower Corp., has 
been transferred to the New England 
Territory to represent the merchan- 
dising department of that Company. 

Prior to 1926, Mr. Jones was as- 
sociated with the General Electric 
Supply Corp., of New York, and built 
up quite a following among the New 


York contractors. 
* * * 


Crescent Wire Sales Meeting 

The Crescent Insulated Wire & 
Cable Co., and the Crescent Armored 
Wire Co., held a sales conference at 
Trenton, N. J., on January 11 and 12. 
The two days were spent not only in 
outlining sales policies for the coming 
year, by A. A. Neumann, newly ap- 
pointed manager, but in a 
thorough inspection of the two plants 
by the entire organization. Eighteen 
were in attendance including Presi- 
dent C. Edw. Murray, Treasurer J. 
Cornell Murray, Secretary A. H. Bat- 
tye and Sales Manager A. A. Neu- 
mann. 

The Crescent Insulated Wire & 
Cable Co., by the way, is one of the 
oldest manufacturers of rubber cov- 
ered wire still maintaining its original 
| identity and ownership. 


sales 





American Switch Buys Nyelec 


The American Electric Switch 
Corp., Minerva, Ohio, announces the 
acquisition of The Nyelec Switch- 
board Co., New York. The latter 
will retain its New York office, factory 
and personnel and will operate as 
the Nyelec Division of The American 
Electric Switch Corp., which for the 
present will handle the sales. The 
Nyelec company was organized in 
1907 as The New York Electric Light 
& Engineering Co. It has achieved 
and built up since that time an en- 
viable reputation for quality and 
workmanship. 

It is now possible for the American 
to standardize all of the externally 
operated safety switches, fuse panels, 
panelboards, switchboards, etc. that 
may be required for any building. 

* * # 


Hahn Appointed Crosley 
Director 

Announcement has been made by 
the Crosley Radio Corp. of Cincinnati, 
of the appointment of James E. Hahn 
as a director. Major Hahn is presi- 
dent of the DeForest Crosley Corp. 
of Canada and president of the Amrad 
Corp. of Boston, of which Powel 
Crosley, Jr., is fhe chairman of the 


board. 
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Long-Lived, A-G, 12-Inch Oscillating Fan for Only $15.00 


An Effective, Smooth-Running, Dependable, 


HE Surplus Value in this Red Seal 

Oscillating Fan is the result of con- 
centrating on just a few models .. . of 
standardizing production ... and of 
manufacturing all parts complete in 
one plant. 


The scientifically proportioned and 
balanced blades throw a powerful cur- 
rent of air. The electrical and mechan- 
ical parts are all built for years of quiet, 
dependable service. The bearings are 
large. They are lubricated by a positive, 


wick-type of oiling system. The oscillat- 
ing mechanism is simple, strong, and 
operates on a“double-worm-gear-reduc- 
tion” drive. The standard finish is dur- 
able Black Duco. The base is felt padded. 


Securely packed in individual cartons. 


This Fan’s Surplus Value widens the 
market for fans in your locality. Learn 
about our Jobber-and-Dealer Proposi- 
tion and Merchandising Plan on this 
Red Seal Fan before contracting for 
your 1928 requirements. 


The W-P Corporation, Cairo, Illinois 


ED SE4, 


This fan can be furnished in 
an assortment of colors. 


Prices upon application. 


4 fg, COE 
“ coppor™ 


A real opportunity is offered 
to established and aggressive 


manufacturer’s agents. 


<? 
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Canadian Representative: 








| col 
“We're working 
with you—” 


J 
You'll see this advertise- 
mentin the March Electra- 
gist. It is only one of the 
many full pages we are 
running in this Month’s 
trade journals—a small part 
of the year’s campaign that 
is selling Wheeler to the 
entire electrical trade. 


You probably realize how 
well we are succeeding. 
Your reflector orders are 
coming easier and faster 
—and when they do come 
thru, Wheeler is being spec- 
ified. It’s only natural, of 
course—the buyer knows 
that he gets more for his 
money with Wheeler Re- 
flectors. 

Remember—we’re working 
with you in every way pos- 
sible. This is bound to be 
a big Wheeler year! 


WHEELER REFLECTOR 


COMPANY 


275 Congress St. Boston, Mass. 
NEW YORK 
Pacific Coast Representatives: H. 


CLEVELAND 
B. Squires 
Co.—San Francisco, Los Angeles, Seattle. 

Canadian General 


ATLANTA 


Electric 








Hee 


TT TT 


_ New Reynolite Appointments 


| The Reynolite Division of the Rey- 
| nolds Spring Co., Jackson, Mich., an- 
| nounces the appointment of the fol- 
lowing to represent the company in 
various territories: Kearton & Nagle, 
to cover New York, Connecticut, and 
northern New Jersey; A. H. Tutin, 
the New England States, with offices 
'in Boston, and Phil M. Day to serve 
the Michigan territory. 


* * 


Oliver Appoints New York 


Manager 
Fred E. Wright has been appointed 


| district manager at New York by the 


Line Material Department of the 
Oliver Iron and Steel Corp., Pitts- 
burgh, Pa. His office will be located 
at 50 Church St. Mr. Wright was 
formerly New York manager of Hub- 
bard & Co. of Pittsburgh. 





Edison Lamp Works Launches 
Spring Campaign 
Three representatives of the Edison 
Lamp Works of General Electric Co., 
left Harrison, N. J., on February 
12 for a two weeks tour of the South 
in the interests of the spring campaign 
“Out In Front’? which the company 
will launch on March 1. | 
E. E. Potter, assistant sales man- 
ager, H. F. Barnes of the publicity 
department and A. B. O’Day of the 


SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.’ 


engineering department will address 
meetings of agents and power com 
pany employees in Columbia, S. C., 
Atlanta, Ga., Jacksonville and Tampa 
Fla; Birmingham, Ala., Jackson 
Miss., New Orleans and Shreveport. 
La., before returning to Harrison 0: 
February 29. 


O. P. Anderson, head of the com 
mercial engineering section, with R. F 
Harrington of the publicity depart 
ment recently made a flying trip to 
the West to set the stage for th 
company’s spring campaign on lamps. 
“Out In Front.” 

American Electric Co. agents were 
addressed at St. Joseph, Mo., on 
February 14 and 15. The next two 
days, February 16 and 17 were spent 
with the Mid-West General Electric 
Supply Co., at Kansas City. 


a. 2 * 


Simplex Sells Small Appliance 
Business 


The Simplex Electric Heating Co., 
Cambridge, Mass., made official an- 
nouncement on February 1 of the 
sale of its entire lamp socket ap- 
pliance business to the Edison Elec 
tric Appliance Co., which latter will 
continue to manufacture and sell these 
devices. This deal does not in any 
way affect the electric range business. 
which Simplex will continue to carry 
on as heretofore. 








The above picture was taken at a recent meeting of the representatives of the 


Edwin F. Guth Co., St. Louis. 


Top row from left to right: 


D. K. DeLancey, Phila- 


delphia; W. V. Morgan, Seattle; Brent Foster, Wellesley Hills, Mass; H. C. Miller, 
Los Angeles; H. Kirschberg, Pittsburgh; Chas. Koeneke, St. Louis; Earl L. Urban, 
E. Cleveland, Ohio; H. D. Dansdill, Kansas City, Mo.; Charlie Marks, St. Louis; H. F. 
Strehlow, St. Paul; G. E. Dolphy, St. Louis; W. R. Bagby, Charlotte, N.C.; Wm. 


C. Ritter, Detroit; E. L. Plattner, St. Louis. 


Woehle, St. Louis; L. 


Bottom row from left to right: Harry 


A. Hobbs, San Francisco; D. C. DeLancey, New York; Joe 


Chassaing, sales manager, St. Louis; Geo. S. Watts, vice-president, St. Louis; E. F. 
Guth, president; Charles Wempner, secretary, Keokuk, Ia.; Oscar Guth, treasurer, 
St. Louis; E. N. Maddox, Atlanta; R. O. Fritz, Minneapolis; H. W. Lane, Lakewood, 


Ohio. 
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Full Protection! 


io handling the Leviton Line, you should impress 
on your contractor-dealers our policy of “Full 
protection guaranteed to all users of Leviton Wiring 
Devices.” 


But, so far as the jobber is concerned, our policy 
includes more than that. It includes as well the 
fullest protection on all sales—for we sell through 
the jobber, not around him. 


It is because of that policy, combined with a com- 
plete line of 85 different Wiring Devices, all of prac- 
tical design and attractive appearance, that the job- 
bers are giving us their full support. 


Send Write for full information on our distributor’s arrange- 


ments. It will interest you. 
f or If you do not have the Leviton Catalog, 
l send for it at once. 
Sample 


[eviton Manufacturing (ompany 


ELECTRICAL WIRING DEVICES 
ELECTRICAL PORCELAIN 


226-242 NEWELL STREET 
BROOKLYN.N.-Y. 
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“Red Seal” 


“The Cable Without A Flaw’ 
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Installed in the Job Costs Less. 


Time and Labor Equal to 50c a 


Coil are Saved 


AMERICAN CIRCULAR LOOM COMPANY 


90 West St., New York. 


BOSTON PITTSBURGH 
SYRACUSE CLEVELAND 
PHILADELPHIA BUFFALO 
BALTIMORE CHICAGO 
ATLANTA DETROIT 


ST. LOUIS 
DALLAS 
DENVER 
PORTLAND 
LOS ANGELES 


y 


| 








Roller-Smith Changes 

The Roller-Smith Co., 288 Broad- 
way, New York, announces the fol- 
lowing changes in and additions to its 
sales organization: 

S. H. King has been added to the 
sales force in New York City and will 
operate in the Metropolitan District. 

Albert Milmow, Latonia Bldg., 
Charlotte, N. C., has been appointed 
exclusive agent for the States of 
North and South Carolina. 

M. B. Mathley, Monadnock Bldg., 


| Chicago, Ill., has been appointed ex- 


clusive agent for the Chicago terri- 
tory, superseding M. Frankel, who 
has been representing Roller-Smith in 
the Chicago territory for many years. 
Mr. Mathley has been associated with 
Mr. Frankel during that period. 

W. J. Schuhmann, who has been 
connected with the New York office of 
Roller-Smith for many years as a 
sales engineer, has been transferred to 
the Company’s works at Bethlehem, 
Pa. 

* * * 
Bryan Assistant to T. B. Myers 

Errol H. Bryan has been made as- 
sistant to T. B. Myers, general man- 
ager of the Hamilton Beach Mfg. Co., 


| of Racine, Wis. Mr. Bryan was 


formerly with C. D. Keeler of Chi- 
cago, representing the National Cash 


Register Co. 
* * # 


Doolittle Manager T-V 
Chicago Office 


In the item which appeared in the . 
February issue concerning the ap- 
pointment of Wallace L. Fleming as 
district manager of Trumbull-Vander- 
poel we failed to state that Harry T. 
Doolittle is now and has been the 
manager of the Chicago office of the 
company. 

* * * 

Tutin Has “Reynolite” Line 

A. H. Tutin, 182 Purchase St., 
Boston, Mass., has been appointed 
New England district manager for the 
Reynolds Spring Co., Jackson, Mich. 
There isn’t a jobber of electrical sup- 
plies in New England to whom his 
name is not well and favorably known. 


* * * 


Porcelier Opens Atlanta Office 


An Atlanta office has been opened 


_by the Porcelier Mfg. Co., of Pitts- 
_burgh. It is located at 705 Allen 
| Bldg., Atlanta, and permits the com- 


pany to give better service to the 
southern jobbers. 
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DIMALITE 


AND 














retails for 


15¢ 


10 on a card 


$5.25 


The investment is less— 
the turnover is faster— 
the profit is more! 





New 
DIM-A-LITE 














easy to sell 
because: 

1. Fits any socket. ; : ] 4 . 
2.  Uses'any bulb. A lower price, an improved dimming mechanism—and made by 
3. Used in every room. those who have always been, and still are, the leaders in the field 
4. onan chains. x of electric dimming devices. 
5 4% ted chai \ = ‘ , 
. ee ae DIM-A-LITE No. 23 is superior to anything on the market. Its 
jee Se ger low price assures sales volume, quick turnover and sure profits. 

thread. Its mechanical perfection assures satisfaction as well as repeat and 
8. Fits under any shade. increased sales. 
9. Trouble proof. 2 . ' , 3 
10 Approved by the The new red display card, holding 10 Dim-a-lites, makes selling 

Underwriters, especially easy—easy to sell to your customers and just as easy for 
11. Nationally adver- them to sell their customers. Push Dim-a-lites—the only nation- 
ae, oe ae ally known and advertised dimming device. 

ally guaranteed. : 

« ~~ a 
Wirt (VomPany 
5221 Greene St. Philadelphia, Pa. 
New York, N. Y. Chicago, Il. San Francisco, Calif. 


Hatheway & Co., Inc., 16-22 Hudson St. Geo. Richards & Co., 557 W. Monroe St. James J. Noble Co., 915 Bryant St. 
Rea", Az pe } | OO ee i 
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SHERMAN 


} Ds ©. @ of 08 8S De 





aml 





Only one size needed—fits all wires, No. 12 or smaller. 
Poor connection cannot be made—the wire can only go in 
one place, the right place—due to the bridge in the center. 


A strong connection 
that will hold forever is 
assured. 

Indispensable for radio. 

Saves time, labor and 
money. 

Indorsed by all Elec- 


trical Inspectors. 


Approved by Under- 
writers’ Laboratories. 

No more dripping acid 
or solder. 

No more smoking clean 
ceilings. 





Send for Samples. 


H. B. SHERMAN MFG. CO., Battle Creek, Mich. 
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White Porcelain Enamel 


Unequalled for Permanency 









Entire surface of Swivel Stem Pendant is finished 
in ground coat and two coats of white Vitreous (Por- 
celain) Enamel. A permanent attractive finish easy 
to keep clean. Where appearance counts this sanitary 
dust resisting pure white fixture offers an’ opportunity 
for better sales and profit. The Quad Pendant is 
popular in hospitals, hotels, dairies and creameries, 
bakeries, restaurants, laboratories, barber and beauty 
shops and many other places. 


Standard finish on both 
Stem Pendant and Wall 
Bracket is permanent 
white porcelain enamel, 
or in Ivory, French 
Gray, Brown and 
other tints on spe- 
cial order. Made of 
Armco iron No. 24 
U. §. Standard 
gauge for greater 
durability. 


Bracket 


Write for descriptive folder, 
price sheet and New Catalog. 


QUADRANGLE MEG. Co. 


553 W. Monroe Street 


Canopy has knock 
out for canopy switch 
All wires concealed 
in stem. Fixture 
hangs straight and 
swings free on any 
ceiling, flat or s'op 
ing. Units furnished 
with or without glass 


Sold 
Through 
Jobbers 


Chicago 


























Druschky Heads New Wagner 
Atlanta Office 


The Wagner Electric Corp., of St 
Louis, announces the opening of a new 
branch sales office located at 475 West 
Peachtree St., N.E., Atlanta, Ga., to 
cover the three states of Georgia, Ala 
bama and Florida, until recently a 
part of the St. Louis sales territory. 


Roy F. Druschky, until recently a 
salesman in the St. Louis territory, 
has been put in charge of the Atlanta 
branch office. Mr. Druschky is well 
known in the territory he is taking 
over, having traveled extensively in 
the southern states. 


This year marks the sixteenth year 
Mr. Druschky has been with the 
Wagner Electric Corp., during which 
time he has been connected with 
several departments. Originally a 
tracer of orders in the shop and pro- 
duction department, he was _ trans- 
ferred to the billing department, and 
then made office manager of the St. 
Louis sales office. The experience ac- 
cumulated in these positions made it 
advantageous for the company to add 
him to the sales force, in which capac- 
ity he served for the past several 


years. 
* * # 


Two Hustlers for Metal 
Specialties 

The Metal Specialties Mfg. Co., of 
Chicago, has two new field salesmen 
in the territory. E. Fautsch will 
handle the north central territory, in- 
cluding Illinois, Wisconsin, Minne- 
sota, North and South Dakota, also 
Davenport, Burlington and Dubuque 
in Iowa. 


C. J. Peterson will handle north- 
eastern territory, including Maine, 
New Hampshire, Vermont, Massachu- 
setts, Rhode Island, Connecticut, New 
York (east of and including Utica and 
Binghamton), Pennsylvania (east of 
and including Williamsport and Hunt- 
ingdon), New Jersey, Delaware. 
Maryland and District of Columbia. 


oe @° * 


Menges Now With Underhill 


Harry W. Menges, formerly of the 
Van Ashe Radio Co., is now with 
George W. Underhill Co. of St. 
Louis. The George W. Underhill Co. 
has just been appointed agents for the 
Signal Electric Mfg. Co. Mr. Un- 
derhill was for some time with C. H. 
Wallis & Co., and is very well known 
to the southwestern trade. 
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TiN] HE Jobber’s Salesman 
tl verifted: list: of Electrical 
Wei] Jobbers, corrected to 

January I, 1928, is now ready for 

@eer bation. 





This list which contains a mass of 
useful information and which is 
the only list of its kind in exist- 
ence is loaned to advertisers. 


For further information address 


The Jobber’s Salesman 
53 West Jackson Blvd. -- Chicago 











ICRI IMI CONIC COCR IMICNIMAICNIAIORIMICNIMIC NIA IO NIM ONIMOCNIMIEN! 
INDICA ICIS INDICA THIN DIC IAN DIC IMAI CHARLO IAIN DIC IAM DIC IAL C IAAL TIC IANA DICS! 
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PUSH-BUTTONS 


You need push buttons on most 
every job—but, do you know just 
what design to select? 











The Ansonia line includes push 
buttons for every conceivable need, 
will help you, and save time. You 
can obtain Ansonia Push buttons 
through any electrical jobber. 


No. 507—Name Plate Push 


Qxe~* 


Write for this 64-page catalog J 
which shows a complete line of 
Push buttons and other electrical 
house goods. 


Qxo* 


THEANSONIA ELECTRICALCO,. 
ANSONIA, CONN. 
ANNUNCIATORS — BELLS — BUZZERS — PUSH BUTTONS 





ELECTRICAL HOUSE GOODS 




















True Value! 


RUE value in merchandise is a guarantee of repeat business. In offering 

your dealers the “Daton” line of Household Electrical Appliances you are 
presenting them with products which are not only carefully engineered, both 
mechanically and electrically, but also reasonably priced. 


These are the factors which determine “true value.” And they are so 
outstanding in the “Daton”™ line that every jobber and dealer handling it is 
assured greater sales, good profit, and above all, satisfied customers. 


Write for our jobber proposition today 
THE OHIO STAMPING & ENGINEERING CO. 
1120 Bolander Ave., DAYTON, OHIO 
RB RRR A ENTS 








a ee... i 

The election of Herbert H. Frost to the 
vice presidency of Federal-Brandes, Inc., 
was announced in the March issue. His 
rise in so short a time from the obscurity 
of a poor unknown stranger looking for 
a job to the vice-presidency of a $10,000,- 
000 corporation, in charge of marketing 
its products over the entire country, is a 
romance of business marked by a series 
of frequent upward steps. Each one rep- 
resents an opportunity either that he made 
for himself or that came his way. He 
took advantage of each one of them. Now 
he is one of the most popular and influen- 
tial leaders in the radio world. 


Arthur E. Bacon Co. 


Arthur E. Bacon, Denver manufac- 
turers’ agent, is now representing the 
National Metal Molding Co. in Colo- 
rado, New Mexico, Wyoming, Utah 
and Montana. This extension of ter- 
ritory became effective January 1, 
1928. 

On that date ‘Art’? took unto him- 
self a partner, none other than B. D. 
Schramm, well known in the Rocky 
Mountain territory. Mr. Schramm is 
an electrical engineer by profession 
and these two will make a strong com- 
bination. 

The partnership is known as the 
Arthur E. Bacon Co. 


* * * 


Error in Mitchell Note 

In the February issue it was stated 
that Thomas D. Mitchell had joined 
the American Circular Loom Co., in 
the Baltimore territory. This is in- 
correct, as he joined the organization 
of the S. G. Cummings Co., manu- 
facturers representative for American 
Circular Loom. 
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“Sold through Jobbers” 
(lemenis 


JEWEL 
ELECTRIC CLEANER 


The CLEMENTS: Jewel Cleaner is backed by a definite and comprehensive jobber 
policy that recognizes the jobber as the key to the merchandising plan. We main- 
tain that the jobber holds a strategic position at the cross roads of trade and we there- 
fore co-operate with the jobber to the fullest extent. 



















Advertising, sales helps, catalogue service, and every constructive trade-building 
effort that has ever been successfully used in developing sales volume, is back of 


CLEMENTS Jewel, the cleaner with the Perfect Seal. 









Something New for Progressive Jobbers 


We have something new for the jobber—something which 
makes the CLEMENTS-Jewel jobbership the most desirable 


franchise ever offered! 






If you are interested in increasing your vacuum 
cleaner business many fold, write us at once for 
full particulars. 








We can show you something which, you 





will agree, will open up vast new sales 
opportunities for you. 








Special Features 


1. Super suction 4 
H.P. motor 

2. Perfect Seal Adijust- 
ment 

3. Handsome dark blue 
leak-proof dust bag 
lettered in yellow 

4. Detachable Brush 

_ Long Nozzle Points 

6. Approved by Good 
Housekeeping Insti- 
tute and the Under- 
writers’ Laboratories 

. Two year Guarantee 


= 






“Sold through Jobbers” 


vie 


CLEMENTS MEG. CO. 625 Fulton St., Chica 
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Jobbers’ salesmen handling the new KE 
Clear Window Fuse Plug find dealers 
everywhere enthusiastic over the sales of 
the “5 in a box” package. 

The dealers who are making sales are 
those who display the carton in their win- 
dows and on their counters. 

Get your dealers to follow this lead. It 
means increased business both for them 
and for you. 





Makers of fuses since 1912, we offer 
you a complete line of: Fuse Plugs; 
N. E. C. Fuses; Open Link Fuses; Auto 
Fuses and Ground Clamps. 


Write today for full information. 
Sold thru Jobbers 


KIRKMAN ENGINEERING 
CORPORATION 


1 Dominick St., 


aAADe 














NewYork, N.Y. | 





This is the second annual Steinite dealers’ banquet given in January at the Fort 
Pitt Hotel, Pittsburgh, by Hamburg Bros., exclusive distributors for Steinite in 


western Pennsylvania and northern West Virginia. 
receiver was shown for the first time in the territory at this banquet. 


The new model 990 Steinite 
All other 


models of the Steinite sets were on display in the banquet hall as well as interior 
photographs of the Steinite factory at Atchison, Kan., together with a large photo- 
graph of the fifth carload of Steinite receivers shipped to Hamburg Brothers during 


the month of December, 1927. 





Paul Cave Joins Lighting 
Specialties 

Paul Cave has been added to the 
sales staff of the Lighting Specialties 
Co., Chicago, and will handle its 
complete line of Ivanhoe, Holophane, 
Day-Brite and Wakefield commercial 
and industrial lighting equipment. 

* * * 


G-G-H. Has Great Chicago 
Plant 

With the acquisition, a short time 
ago, of the plant of the Yellow Truck 
& Coach Mfg. Co., Chicago, the 
Grigsby-Grunow-Hinds Co., makers 
of the “Majestic” line of radio prod- 
ucts, claim to have automatically 
become one of the largest radio manu- 
facturing institutions in the world. 
A long-time lease on the Yellow Coach 
property has been taken, the deal in- 
volving nearly a million dollars. The 


company has just completed an addi- 
tion to its original plant at 4540 
Armitage Ave., which doubles the 
facilities of this plant. The two 
Armitage Ave. plants will be known 
as Plants Nos. 1 and 2, and the Yel- 
low Coach plants will be known as 
Majestic Plants Nos. 8, 4, 5, and 6. 
The total floor space of the Majestic 
organization available for manufactur- 
ing purposes now totals nearly a half- 


million sq. ft. , , 


Behnke Now a Stove Man 

J. D. Behnke has been appointed 
district representative for The Stand- 
ard Electric Stove Co., of Toledo, 
covering western Missouri, Kansas, 
Oklahoma and southern Nebraska, 
with headquarters at Kansas City. 
Mr. Behnke formerly covered the 
same territory for the Commercial 
K..ectrical Supply Co. of St. Louis. 











Introducing C. L. 
homa. 
of Christmas shopping, C. L. 
tions to THe Jopper’s SALESMAN. 





The Pierce-Arrow is an early Christmas present from himself. 
showed rare judgment in giving his friends subscrip- 





Hedrick, representing the Radio Corp., of America in Okla- 


Speaking 
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Bert the keynote of the new 
Spring sales activity on Edison 
Mazpa* Lamps. And that’s where 
Edison Mazpa Lamp Agents will 
be during the campaign period. 


Only past experience gained in 
such outstanding sales successes as 
“TODAY’S THE DAY” and 
“LIGHT UP... FOR PROFIT” 
could make possible the sales ideas 
and display material that “OUT 
IN FRONT” provides. The new 


sales activity embodies the most 


OUT IN 


mye ‘\hia. 


effective sales principles of those 
two previous campaigns, plus a 
wealth of new material and mer- 
chandising ideas. 


Join the ranks of those Jobbers’ 
salesmen whose Agents will be 
“OUT IN FRONT” this Spring. 
Read the current issue of The Edi- 
son News Letter for full particulars 
of this money-making sales cam- 
paign. And get every Agent started 
on the most successful lamp season 
in their business experience. 


*Mazpa— the mark of a research service 


EDISON MAZDA LAMPS 


GENERAL QR ELECTRIC 


IN THE INDUSTRY.” 


FRONT 


} 
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GUTH 
Lighting Service 


B RB d S C 0 L I TE More thana million in use. More light 


at less cost for any business building. 


GUTHLITE a totally enclosed commercial unit that 


gives 16% more useful light than any other enclosed unit. 


AGLITE porcelain enamel unit for hospitals, bath rooms, 


hallways. Guaranteed not to check, peel or discolor. 


Special Designs and Engineering 
Service available, without obligation, for the development of spe- 
cial fixtures to fit the architectural requirements of the building. 


The EXOWIN EF. Gur COMPANY 
Designers, Engineers and Manufacturers of Lighting Equipment Since 1902 


2625 Washington Ave., St. Louis, Mo. 


12071 Cloverlawn Ave., Detroit, Mich. 
Phone, Garfield 7047-M 


6150 Lebanon Ave., Philadelphia, Pa. 
hone, Belmont 1205 


1068 Leedale Ave., Lakewood, Ohio 
Phone, Lakewood 4894 


3409 Broadway, Kansas City, Missouri 
Phone, Valentine 8511 


1174 Bender Ave., East Cleveland, Ohio 
Phone, Eddy 8668-M 


224 Plymouth Bldg., Minneapolis, Minn 
Phone, Geneva 2881 


555 Bush Street, San Francisco, California 
Phone, Sutter 2760 


1041 W. Peachtree St. N.E., Atlanta, Ga. 
Phone, Hemlock 7664 


Room 1012, Marbridge Building, 34th Street and Broadway 
Phone, Wisconsin 2094 New York City 














Individual Light Control 
~a Profit to You 
and Your Customers 







aS SOX ft ee 


» 


VERY _ factory, 

mill, shop or store 
not equipped to turn off 
every individual light when 
not needed is running up 
an expense that quickly 
eats a big hole into its 
profits. If you are not 
equipped to sell them in- 
dividual lighting control 
you are robbing yourself of 
an easy, well-paying job. 





yo 


Pary . 5G 
. 0 
AND oTHeR pats PEN 


With the Levolier Fixture Switch it is 
possible to retain light only where it is most 
needed and switch off all other units. 

The ease and economy of installation to- 
gether with the great saving in eliminating extra 
lengths of pipe and conduit, extra switches, boxes 
and wall connections, make this switch a very 
desirable one for all types of industrial and com- 
mercial installations. 













Where chain fixtures are concerned we 
recommend the Levolier Link Switch in 
preference to the pendant, ceiling, wall 
or sore thumb switch. It is the smallest 
6-ampere switch made 
and hangs _inconspicu- 
ously between two links 
of the chain. 








' member of the 


Cutler-Hammer Opens Pacific 
Coast Offices 

January 1, 1928, the Pacific Coast 
offices of the Cutler-Hammer Mfg. 
Co., Milwaukee, Wis., manufacturer 
of electric motor control apparatus 
and allied lines, began handling its 
Pacific Coast business through its own 




















Fred H. Oberschmidt 


sales offices, at 970 Folsom St., San 
Francisco; 229 Boyd St., Los Angeles: 
and 2208 First Ave., South, Seattle. 
The new sales district will be in 
charge of Fred H. Oberschmidt, a 
Cutler-Hammer or- 


ganization for over 15 years. Asso- 


| ciated with Mr. Oberschmidt at the 
| San Francisco headquarters office will 
_be A. A. Tuffert and George P. Stone. 


Thomas N. Bristow will be in charge 


_ of the Seattle office and Edward G. 


Nelson of the Los Angeles office. 
Complete stocks of standard items 
in the Cutler-Hammer line will be car- 
ried at all Pacific Coast offices. The 
line is very extensive, including all 
types of A. C. and D. C. motor con- 
trol, the “Harland” Electric Drive 
for paper machines, magnetic clutches, 


lifting magnets, magnetic brakes, 


| “Thomas” gas measuring intruments, 





motor operated “Dean” valve control 
—and a complete catalog of wiring 
devices and special switches. 


* * * 

Hardy Joins Royal Electric 

J. F. Hardy, 1530 Candler Bldg., 
Atlanta, Ga., is calling on the trade 
in Georgia, Virginia, and North and 
South Carolina for the Royal Electric 
Co. of Boston, with a complete line 
of “Royal Crystal” glass top fuse 


| plugs. 
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(Q) 


What is the best known, nationally ad- 


~~ 


dina small electric vacuum cleaner? 


Presto! 


Electric Vacuum Cleaner 


With spring house cleaning right 

ahead you should triple your sales (pre Sto \\ 

of this marvelous cleaning device. uni 
Presto-Junior is the only small a Electric Vacuum y r 
cleaner with motor-driven brush ee A 
which sells through the jobber at b Wa caps 
such a low list price. ov 


METAL SPECIALTIES MFG. COMPANY 
338-352 North Kedzie Avenue, Chicago 
























Urge Your 
Dealers to 
Demonstrate 


A demonstration in 
the store or in the 
home clinches a sale. 
The modern woman 
cannot resist the 
appeal of Presto- 


The New 
List Price 


31975 
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OR the safe, approved 

wiring of residences, use 

Bull Dog Assembled 
Split Knobs. Made of hard, 
white, vitreous porcelain, 
white glazed and assembled 
with a leather washer under 
the head of the cement 
coated nail and frictional as- 
sembling washer under the 
base. A part of the com- 
plete line of Illinois Insula- 
tors as illustrated in catalog 
No. 9 sent upon request. 
Write for catalog today. 


Illinois Electric Porcelain Co. 
Macomb, Illinois 


ILLINOIS 


INSULATORS 


*‘Sold Through Jobbers’”’ 





| Corp., effective January 1. 
| ritory will include the states of Texas, 


| 
<a 








Wagner Opens Houston Office | 


The Wagner Electric Corporation | 


| announces the opening of a sales office 


at Houston, Tex., 1006 Washington 
Ave. Warehouse stocks are carried at 


| both Houston and San Antonio. 


W. B. Arbuckle has been placed in 


| charge and will look after the cor- 


poration’s business in that part of 


| Texas, known as South Texas which 
| includes Beaumont, Houston, San An- 
| tonio and south to the Rio Grande. 
| He has had a wide experience in his 
| 12 years’ connection with the corpora- 


tion. He has worked in several de- 
partments, namely: production, igni- 
tion test, research, engineering, all in 
the factory. Later he operated the 
| Omaha service station, and then until 
this last transfer to the sales depart- 
ment, he managed the Kansas City 
service station. 
* * * 
Rome Wire Division Agents 
Jenkins & Gunther, Unit 2—Santa 


| Fe Bldg., Dallas, Tex., have been ap- 


pointed sales agents of the Rome Wire 
Co., division of the General Cable 
Their ter- 


Arkansas, Oklahoma and also western 


| Louisiana and they will represent the 
_ Rome Wire Co. division on all prod- 


ucts of its manufacture. 








One of the prominent cated in the 
radio industry, Lieutenant Commander 
Ellery W. Stone, president of Federal- 
Brandes, Inc., and of Federal Teleg:aph 
Co. of California, has closed his residence 
in Oakland, Calif., and has arrived in the 
east with Mrs. Stone and their infant 
daughter, Patricia. They will make their 
home in New York City. 











CASH IN 
on this Switch 


J ivse'no and their salesmen should 


lose no time in “cashing in” on 


this new Reliance Automatic 
Time Switch. Into it has been in- 
corporated 15 new improvements 


which give to this product a reli- 
ability which is unquestioned. 

The field is wide open for a switch 
of this caliber. And every con 
tractor-dealer as well as industrial 
plant in your territory should be told 
about it and its features at once. 


If you do not have full informa- 
tion, write for it today. 





This shows the demount- 
able works as removed 
from the case. 


Note the sturdy termi- 
nals for connecting wires 
without soldering. 


Do not overlook the service fea- 
ture. Any complaints or adjustments 
are handled direct by us. Neither you 
nor your dealers are troubled with 
any service complaints whatever. 


Sold Through Jobbers 


RELIANCE AUTOMATIC 


LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 
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Electrical Contractor Grand Central Terminal 
H. C. Handwerger, Inc. Building, New York. 


Installed in the Oliver Gomwell 
Puilding 12West 794 Street, New York 


©. 
Q 
TUMBLER SWITCH 
No. 8601 


Over a thousand of 
these smooth-action 
Tumblers control the 
lighting in the Oliver 
Cromwell Apart- 
ments. This is the 
switch with the ‘‘bal- 
anced movement”’; 
mostquiet, easy-throw 
mechanism in any 
4EiF i Tumbler; most posi- 

‘ 2 te 7 ; S tive action as well. 
: Exclusive in looks and 

















in ‘‘works’’— but 

















d Ene ae & | r competitive-priced. 
‘ 
c 
i 
s : . DupPLex 
; fl it jag re, CONVENIENCE 
. ; Li nel ade iB OuTLeT—No. 1494 
+ ie i 2M One thousand Duplex 
n Es a. ao ae Ae | Convenience Outlets 


provide for the use of 
: f i ame . electric appliances in 

| a - Ree ai i Le the Oliver Cromwell 
oe i: % Building. T-Slot 

openings (for all stan- 
dard plugs). One- 
piece composition 
with cross-hatched 
face. Contact jaws 
with a sure grip, tem- 
pered to hold. Gun- 
metal (rust proof) sup- 
porting frame, match- 
ing composition base. 




















SWITCH-AND-RE- 
CEPTACLE COMBIN- 
ATION No. 8974 


This accommodating 
new wiring device 
controls the lights and 
provides for the use of 
a handy appliance— 
through one wall plate. 
As usually wired, the 














1 : i ; a. Mee ion ET Switch part (No. 8602 
Ms Lhe ie 2s Sipe ey ; fs £ \ : Tumbler) works the 
; b= fi : ees! ee ll) ree lights. While the 


Receptacle part takes 
the attachment plug of 
any electrical appli- 
ance. Specification- 
data for the asking. 


Sti al 














THE HART & HEGEMAN MFG CO, 


, HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCEI890 
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In and about the theatre there are 
many places to use Day-Brite Reflec- 
tors. We mention some of our theatrical 
fixtures. Catalogue Seven contains in- 


formation on our entire line. Write 
for a copy. 


pDAY-BRITE 


TRADE MARK REG. 
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foot lighting *% building front lighting 
program sign reflector % ticket window sign * 
telephone booth reflector »% direction signs * 
cove lighting *% tapestry lighting ¥ aisle signs. 


THE DAY-BRITE REFLECTOR CO. 


703 South Broadway St. Louis, Mo. 



























& Sons 


Mathias 


KLEIN 














esis 





A couple of “Fuse and Lamp” men 
who work Iowa territory. W. I. Morrison, 
on the left, represents the Economy 
Fuse and Mfg. Co., and D. L. Lindborg 
fills a similar role for the Westinghouse 
Lamp Co. This picture was snapped right 
after they had completed a call on the 
Collins Electric Co., at Des Moines. 





K. E. Reed on Long Trip West 


K. E. Reed, sales manager of the 
Federal Radio Corp., Buffalo, has 
left his desk for an extended tour 
through the western United States 
and Canada, visiting Federal “Ortho- 
sonic’ wholesalers in over twenty 
cities. The purpose of his trip is to 
make a personal survey of radio con- 
ditions outside the metropolitan cen- 
ters, and to become acquainted with 
the personnel of wholesale organiza- 
tions selling Federal radio west of the 
Mississippi. 

The company has adopted a new 
slogan, “Built to exceed your expecta- 
tions”, which will be used throughout 


the year. 
* * * 


New Steinite Distributors 


The Steinite Radio Co. announces 
through its district sales manager, 
William R. McElroy of Pittsburgh, 
the appointment of the Lamb & Love 
Electric Co. of Huntington, W. Va., 
as exclusive distributors for Steinite 
receivers for central West Virginia 
and southeastern Ohio, and of the 
Smith-Wadsworth Co. of Charlotte, 
N. C., as exclusive distributors in 
North and South Carolina. 
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SUPERIOR 
WIRING DEVICES 
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‘Red Seal’’ home has so practical and efficient a wiring installa- 
tion that the owner has at his command a perfect arrangement 
of lights, switches and receptacles in every room and hallway. 

The ‘‘Red Seal’’ home has enough wiring devices to make current 
H supply convenient but without waste or ‘‘over-installation”’ 








You can have a momentary contact light switch at the front 
entrance—switches that “‘Keep the light before you’’, as you pass 
from room to room—convenience outlets that are convenient for 
inviting reading lamps by the easy chairs, for the radio, for the 
toaster or other appliances on the dining room table and elsewhere. 


| 

, 

| THE 6 ELECTRIC COMPANY 
: ll BRIDGEPORT, CONNECTICUT 


NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO 
A SUPERIOR WIRING DEVICE for EVERY ELECTRICAL NEED/ 
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RADIO and LIGHTING PRODUCTS 
ONE LINE THAT MEANS 
BOTH VOLUME and PROFIT 
TO THE JOBBER 


& 
RY 


T isn't every day in 
these times that the 





jobber is offered a line 
on which he can do a 
lume of business at a 
substantial profit but 
Wahle Radio and Light- 
ing Products mean both 
to every wholesaler who 
handles radio and light- 
ing equipment This 
means Wahle Radio Loud 
Speaker Stands and 
Tables, Residential and 
Commercial Fixtures and 
the famous “Jewel” Line 
of Lamps and Fixtures 


ALBERT WAHLE 
COMPANY, Inc. 


Metropolitan and 
Morgan Aves. 


Brooklyn, N. Y. 


Works: 


Robt. Findlay Mfg. Co. 
Brooklyn, N. Y. 


Makers of radio tables 
for RCA No. 17, Atwater 
Kent No. 37, Crosley No. 
704 and Kolster 6-J radio 
receiving sets. 

















TSEASi€Y Sell 
“EMERSON 


.... because of the 
Emerson 5-year guar- 
antee, which is 15 
years old this season. 





THE EMERSON ELECTRIC MFG. CO., 
2018 Washington Ave., St. Louis, Mo. 
806 W. Washington Blvd. Chicago. 
§0 Church St., New York City. 


Sentinel Buys Laun-Dry-Ette 

The Laun-Dry-Ette, pioneer wring- 
erless electric washing machine has 
been purchased and is now being 
manufactured by the Sentinel Manu- 
facturing Co., 5100 Superior Ave., 
Cleveland, Ohio, of which F. C. Max- 
himer is president, Albert G. Cook, 
vice-president and treasurer and Jas. 
L. Davis, secretary. Fred C. Bach, 
well known to the electrical appliance 
trade, is general sales representative. 


| The new plant, equipped with modern 
| machinery and a full equipment of 


jigs, dies and tools for all models is 
now in production. Shipments are 
being made of the latest model Laun- 
Dry-Ette. 

* * * 
Trautmann Now With Apple- 
ton 

Felix Trautmann, who was former- 
ly connected with the Chicago Fuse 
Mfg. Co., of Chicago, as secretary and 
assistant treasurer, has recently be- 
come connected with the Appleton 
Electric Co., Chicago. Mr. Traut- 
mann will prove to be a valuable 
acquisition to the Appleton forces and 
takes with him the good wishes of a 
host of friends. 








, 
‘, 

s, 

y 






Fa 
Py x 9 


ig ¥ i HY ! h, 
i*® GN ded f/ 


A 











Here is William G. Campbell, manager 


of conduit sales of the Central Tube Co., 
Pittsburgh, all ribbed up to go out and 
sell conduit to the Indians of Nevada. 
| This is what is known as a raw-boned 
steed and it is whispered that when Bill 
got back he was also raw. City hat, stiff 
collar, golf sweater, leather chaps—what 
fur the hell kind of a get-up is that? 


MERSON FANS 


“ihe 5 Year Guarantee 
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New Outlet Box Receptacles 


For Direct Threading Reflectors 
and Shadeholders 


No. 93080 


These Receptacles amplify the Arrow Aluminum Socket line by 
providing a means of installing direct threading reflectors close 
to the ceiling. They also take Arrow Aluminum Shadeholders. 


RECEPTACLES 
Schedule B 








Dimensions | Screw Hole 
Cat. List | Std. | of Base Spacings | Pkg. 
No. | Price | Pkg. inches | inches Wet. 





2% | S54 


93080 | $0.35 | 100 |For 34-inch Outlet Boxes....................--. | 
93090 .40 | 100 |For 4 -inch Outlet Boxes 




















Japanned Covers are standard. Galvanized and Arrolac Covers will be furnished at the same price. 


THREADED ALUMINUM SHADEHOLDERS 
Schedule H — Without Ventilating Holes 





8122 | $0.20 50 |2%-inch with Screws 
8123 .30 50 |3%4-inch with Screws 
8133 | .40| 50 [4 -inch with Screws 


Show this device to your customers. 
We will send you a sample upon request. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 








The complete line of Wiring Devices 
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At the Gateway ‘i ae 
of Retail Chicago | r é Rees 





eee 














Serving the Industry 


for 30 Years! 


F OR over 30 years we have 
been serving the electrical in- 
dustry on its requirements for “Lo- 
ricated” and “Galvaduct” conduit. 





| Lew D. Tuck, formerly of the Schim- iss 3 rape : 

‘mel Elec. Sup. Co., Philadelphia, Pa., has Loricated 1S the Pioneer 
'been made sales representative for T. c. | Enameled Conduit, while “Galva- 
| Smith & Co., manufacturers of electrical | duct’ is the oldest brand of Gal- 
| products. Lew is very well known among | yanized Conduit. 


| electrical and hardware men. An Atlan- 
Th | tie City photographer on the board-walk “Sold Through Jobbers” 


| snapped Tuck in his “tuex.” Stop it! 


| 
Hotel | Stop it! | 
Dearborn St., from Jackson to Quincy Knoeppel With Frank Adam | 























Chicago 
| After seven years with the Trum- 

Jobber salesmen calling on | bull Electric Mfg. Co. in Florida, 
Chicago's retail trade enjoy | F. W. Knoeppel could not see leaving CWP GALVANIZED 
great advantages of location | 
and environment here at the H the sunshine and palms and the many 

“Comfortable Great North- 'good friends and customers he had 
ern.” This hotel is in cen-  catiiaaliaiall Mia Thee er" 
tral downtown, within one EE oe < - wad 
block of State Street, the ‘left Trumbull and is now district ‘ E 
great retail center, and con- | manager for the Frank Adam Electric National Electrical Code 
venient to transportation for re tl t t of South C Standard 
all outlying retail districts. | V0. On the Cast Coast OF HOU ato~ 
Close to the theater, financial lina, Georgia and Florida with Jack- 
and wholesale centers. | sonville as headquarters. 
‘ na - ~ angen. best- | The district office is at Tampa with 
ig te ampie ooms in + : ° 
Chicago, ideally gaitable for | F. C. Arnold in charge. With L. A. 
merchandise display and for |Crow manager at Atlanta, this is a M22E from a special grade 
personal occupancy. | fine set up to take care of the southern strong tough steel. 

The Great Northern is | trade. Stand up to any and all in- 
downtown headquarters for ae stallation conditions. Threads 
many business and sales or- are accurate, deep and clean- 
ganizations. Buyers from 'Thordarson Appoints Manly as cut. — First-class quality gal- 
State Street stores and from vanizing. 
other large concerns come to | Sales Manager 
the hotel ‘daily. C. H. Thordarson, president, has “Worthy of Your Shelves 

Guest rooms $2.50 upward. just announced the appointment of —and of Our Reputation” 
per day. Sample rooms $4, . 
$5, $6 and $8 per day. For H. P. Manly as sales manager for the 5 tanita on , 
two persons in any guest Thordarson Electric Manufacturing ee ee 
room the additional charge Co Chie M M l t d 
is only $1 per day. No ad- letiese — re : — — —_ WE PROTECT THE JOBBER 
vance over main restaurant the Thordarson organization in the 
Sean for service of meals in ‘early part of 1924. His services in 
eae peR . directing sales of Thordarson trans- ind 

Garage near. Guests’ cars if t fact ah 
delivered without _ service ee ee e 
charge. ‘trade will begin immediately. The 

isales policy of the company will re- | Ww. ee Ave. CLEVELAND 
INE DIC I main unchanged. | 
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| .L. K. Comstock & Co. HOLABIRD & ROCHE 8. J.CHAKOW ER Anpaen 


Electrical Contractors Architects Electrical Engineer ua 
Ni W A 


PALMER HOUSE SHOPS F 


tlluminated with 
Sterling Reflectors 


THE EXCLUSIVE Retail Shops in 
the PALMER HOUSE, Chicago’s fin- 
est hotel located in the heart of the 
city, are equipped with Sterling Re- 
flectors, which most fittingly harmo- 
nize with the high character and splen- 
did reputation of everything in con- 
nection with this widely known and 
popular hotel. 


In all of the State Street, Monroe 
Street, and Wabash Avenue shops this 
Sterling installation is a magnificent & 
exhibition of what modern and effi- 4 
cient Show Window lighting can ac- t 
complish in attracting the public and 
promoting sales. 


Reflector & Illuminating Co., 


Representatives in All Principal Cities 
1411 Jackson Blvd. 
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HIS gigantic floodlight is but 
one of the Kliegl lighting spe- 
cialties that is a profitable item for 
Electrical Jobbers—a condensed 
catalog, prepared especially for the 
electrical trade, lists hundreds of 
other money-making possibilities, 
including: 
Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 





Write for a copy of 
our Electrical Trade 
Catalog 


KLIEGL BROS 


Universar Evectric STAGE LIGHTING CO., Inc. 


32! West 5SOth Street 
NEW YORK, N.Y. 














“<KRUSE> 





PATENTED 


Switch Box Supporting Strips 
with Lath Holders 
A leader for nine 
years. Millions of sets 
sold yearly. Used by 
contractors everywhere. 


Stocked by all leading 
jobbers. 


ALSO 


Kruse Strips combined with Switch 
Boxes 


“Ready” Service Fittings 

Peerless Type A Old Work Hangers 
Fitz-M-All New Work Hangers 
Non-Metallic Sheathed Cable Straps 


WRITE 


For Prices and Literature 


MID-WEST METAL PRODUCTS CO. 


MUNCIE. IND. 








! 


| 
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New Electrical Products 

















Designed according to specifications drawn up by Boy Scout headquarters, 
a new model flashlight has been produced by the National Carbon Co., for the 


special use of Boy Scouts. 


The flashlight, to be known as Eveready No. 2697, 


was produced by the company after it had been commissioned by the Boy 
Scouts of America to produce and market the Official Boy Scout Flashlight. 
The new light is a two-cell focusing light, finished in olive drab and equipped 
with ring hanger, belt clip and safety-lock switch. A feature of the light, with. 
its focusing 200 foot range beam, is its adaptability, due to its peculiar con- 


struction, to night signalling. 





W.R. Ostrander Elec. Works, 911 
Atlantic Ave., Brooklyn, has placed 
on the market a floor receptacle with 
a shallow box and a small diameter 
nozzle. It is designed for 250 volts, 
10 amperes. To install it, a 35% in. 
diameter counterbore in. deep is 
needed and a hole through the floor 
2% in, diameter. The box is then set 
in the opening and the cap removed. 
Three No. 6 screws furnished with 
the receptacle are driven into the 
wood. If desired to set the box in 
concrete, the screws should be placed 
before the concrete is set. 











The Bryant Elec. Co., Bridgeport, 
Conn., has announced its new No. 
6279 heater switch. It has reversible 
rotation with indicating handle and 
nickel silver angle cover with raised 
polished indications on japanned 
black background. It is a solid base 
switch. This switch is single pole, 
series parallel, three-heat—operating 
high, medium, low and off, and is 
rated at 20 amp., 125 volts, 10 amp., 
250 volts. In this switch the center 
post extends the length of the switch 
with two bearings at the top bridge, 
and in the bushing extending through 
the base which preyents the operating 
mechanism from getting out of line. 














Here are some of the new products of the Arrow Electric Co., Hartford, 


Conn. 


Left to right: No. 6061 pony switch with indicating handle; No. 6896 


twin type tumbler flush switch with composition handle; No. 6897 ditto, 
triplet; No. 547 combination convenience outlet, and the No. 8330 “Double 
T” slot connectors which may also be had with armored cord grip. 
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Automatics 
VS. 


Muzzle Loaders 
Which orders do you get? 


Do you have to cram in the powder and shot with a lengthy argument to sell 
each order or do your orders repeat automatically? 














Once a customer is sold on Circle T Switches you will find the orders repeat 
without reloading. 

A lot of nice business is available with Machine Manufacturers on Circle T 
Motor ‘Starting Switches, and, as a general rule, you do not even have to pull the 
trigger for a repeat order. 

Bear in mind the following switches the next time you call on Machine Tool 
Builders or small Machine Manufacturers. 





Jo. 2221—2 Pole 


z 


Tumbler Type Motor Starting Switches 


Two and Three Pole 125-600V. (See Page 27, Bulletin 7.) 





Car. : [ ue 
MOUNTING! POLE | AMP. | VOLTS LIST 
NO. | RATING 

2221 SURFACE 2 ( \| 3 $2.40 

§ j - ‘ OF 4 Ds. 

: — 125 - 

‘ } , ‘ 

2221F | surrace 2 | | % 4.20 


420 | 250 + 
4 1.70 


bo 
we 


3221 FLUSH 





wN 2361 SURFACE 3 l 3 600 2 6.50 
No. 2221 F—Float Switch Discounts—Schedule “C” No. 2361—3 Pole 


a M,” Type Switches (See pages 20-25, Bulletin 7) 


A complete line of heavy duty small sized switches 
30 and 60 Amp., 250 and 600 V. .A.C. Rotor Move- 
ment—Double Break Construction. 

Three distinct types. 
1. Fusible and No Fuse. 
2. Two Position Motor Starting. (Shunts fuses 





in Start Position.) No. 94321—"“R.M.” Type 
3. Motor Starting—for use with Thermal cutouts Two Position Motor Starting 


The Trumbull Electric Mfg. Co. 


Plainville, Conn. 


New York Atlanta Chicago 
Boston Philadelphia San Francisco 


“Sold Through The Jobber” 
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& YAGERS 


{ SOLDERING 
3 
‘e] 





Do You Know? 


D2 you know that Yager’s Soldering 
Salts is the Original Non-Acid, Non-Cor- 
rosive Flux, that it is widely known among 
the electrical, radio and plumbing trade, 
and that it is in constant demand in these 
industries? 


Do you know that we are offering you 
Yager’s Soldering Salts and Paste for dis- 
tribution on a profitable basis? 


Drop us a line and learn just what we 
have to offer. Let us hear from you at 
once. 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 


1873 


Years Ahead! 


The glass top on ROYAL 
CRYSTAL PLUG FUSES guar- 
antees visibilit y—eliminates 
guess work. Strongly made and 
safe because shock proof. 

















Approved by the Under- 
writers’ Laboratories and Asso- 
ciated Factory Mutual Fire 
Insurance Companies. 


Packed in Handy Five packs 
as well as Fifty pack display 
cartons. 


ROYAL ELECTRIC CO. 


Chelsea Station Boston, Mass. 














New Electrical Products 








Two of the new products of The Reynolds Spring Co., Jackson, Mich., are 
the standard push button catalog No. 900 shown on the left and the single 
receptacle adapter catalog No. 4011 shown on the right. The former is molded 
of rich brown Bakelite with scarlet center button. The mechanism is recessed 


to accommodate No. 14 wire. 
standard toggle switch plate. 


The latter (adapter) will combine with any 
It is rated at 10 amperes, 250 volts. Colors, 


rich brown, black, walnut, and mahogany. 








A new switch, capable of 500,000 
starts and stops, is one of the out- 
standing features of the new Wagner 
58RB split phase motor. In addition 
to this improved switch, the Wagner 
58RB motor embodies an improved 
method of oiling, a heavy formed steel 
base which can not be broken, drip 
proof end plates, a spacious terminal 
easy to get at and well insulated to 
prevent grounding. It is made by the 
Wagner Electric Corp., 6400 Plym- 
outh Ave., St. Louis, Mo. 








The Belden Mfg. Co., 2300 S. West- 
ern Ave., Chicago, has added to its 
cord department a new soft rubber 
plug. It can be used to advantage 
for household appliances, office and 
store equipment, portable shop tools 
and all other devices using a plug. 
The soft rubber plug is ruggedly con- 
structed of solid soft rubber. It can 
be dropped, knocked about or jumped 
upon without injury. It is shaped to 
form a convenient grip for the fin- 
gers when plugging-in or pulling out, 
and is attractive in appearance. 











Here are the new “H & H” intermediate base devices. 


They have been 


designed for the new intermediate base lamp which,is smaller than standard, 
yet larger than candelabra—especially desirable for signs, displays, wall fix- 
tures, and artistic lighting. Made by Hart & Hegeman Mfg. Co., Hartford 


Conn. 
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On the coastwise inland waterway at 
semi-tropical Savannah 






LN 
= 


——_—= 


Under a balmy sun you can cruise the 
sparkling rivers or revel in the magnifi- 
cence of a spacious bathing pool flanked 
by delightful tea pavilions . . . Abun- 
dant fishing off the hotel grounds . . . 
Golf, on a sporty eighteen hole course 
in the rear of the hotel, or a choice of 
one of the other five famous Savannah 
courses . . . Thoroughbred horses, 
motor cars, boats—all are available. 
Tennis, too, on fast 
courts... For cruis- 
ing parties using 
the inland waterway 
between North and 
South, a yacht an- ~ 
chorage is provided. 











By pact rere of the Sun”—and its new 
de General Oglethorpe Hotel beckon you for a week-end 
holiday or an extended vacation. Here, on Wilmington 
Island, overlooking a fascinating network of tidal streams, 
this beautiful all-year resort hotel offers unique attractions 
to the winter sojourner. 


Within the hotel—the last word in 
modern, fireproof construction—you 
will find every luxury of appointments, 
service and enter- Wi 
tainment..four roof 
extensions with un- 
rivalled views (break- 
fast or tea there, if 
you wish)... music 
and dancing, of 
course ... friendly games of brid-= in 
the colorful lounge . . . delicious South- 
ern cooking. On the American plan. 


Each of the 200 exquisitely furnished 
guest rooms faces the river or overlooks 
a glorious reach of palmetto groves and 
waterways. Truly “the House of the 
Magic Casements.” 








Once you visst the General Oglethorpe you will yearn to return. 
Write for rates and descriptive booklet. 


‘The 
GENERAL GALEMORPE 






SAVANNAH 








GEORGIA 
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1 7A new super-zinc- 
coated acid-proof 
conduit for unusually 


difficult conduit 
applications , 





r+ A super conduit 
in every sense of the 
word + +++ tell your 


customers about it. 


CENTRAL 
TUBE Co. 


PITTSBURGH, PENNA. 








FLEXCO 
Guar 


















































lamp need to be | 
worked like everything else. Our 


twelve salesmen in assigned ter 


guards 


ritories work the line constantly, | 
placing orders through the job 
bers’ salesmen and the jobbers | 
who stock the guards. 
Sell Flexco and Flexco-Lok 
guards in your territory 
| 








Chicago, Ill. 


x 4698 Lexington St. 





| 
| Flexible Steel Lacing Co. ; 
































The Candalite Co., 410-11th St., West New York, N. J., has produced a new 


type of lamp. 
dipped candle. 


When cold, the “Candalite” is a perfect replica of the hand 
It lights throughout its entire length with an even light, its 


filament not being visible,——giving an illusion of soft mellow candle like 


light. 


It is made in four sizes; the six inch size for commercial use, side wall 


brackets, and centre ceiling chandeliers; the eight inch size is specified for 
portable fixtures, lamps, electric candle sticks, etc.; the 10 inch size is for 


decorative lighting of public places, theatres, churches, etc. 


The feature of the 


new line is the size known as the plus 10 inch. 











The Rodale Mfg. Co., 200 Hudson 
St., New York, announces a new item 
known as its No. 800 armored toggle 
switch plug. This plug is said to be 
practically unbreakable, having an at- 
tractive and strong coat of steel armor 
to protect the cold molded insulation. 
In addition, it has the latest type of 
side toggle mechanism. This plug is 
Underwriters Laboratory inspected 
and the mechanism is of rugged con- 
struction. 








The “Workrite” push button is a 
new product of the S. H. Couch Co., 
Inc., Norfolk Downs, Mass. It is 
easily installed requiring only the 
drilling of a 1% in. hole into which 
the button is pressed. Spring lugs 
hold it in place. The manufacturer 
states that excess pressure on_ the 
Bakelite center cannot in any way 
damage the contacts or put them out 
of adjustment. 





The model No. 35 plate warmer 
made by the Standard Electric Stove 
Co., Toledo, O., is a two-compartment 
warming closet, with two drop doors, 
each compartment being fitted with a 
perforated shelf. The finish is black 
enamel with nickel-plated trims and 
legs. It contains one 1,000 watt burn- 
er in the bottom, controlled by a three 
heat switch. 
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JOHN N. WILLYS8 
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The A. B. P. is a non- 
profit organization 
whose members have 
pledged themselves to 
a working code of 
practice in which the 
interests of the men of 
American industry, 
trade and professions 
are placed first--a code 
demanding unbiased 
editorial pages, classi- 
fied and verified paid 
subscribers, and 
honest advertising of 








“Behind the 
Salesman’s Call” 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 












OHN WILLYS—outstanding American manufac- 
turer and merchandizer—says: ““The commodity must 
be at least two-thirds sold before the salesman closes 

the purchase.” 


* * * * * 








This publication is a part of that essential selling job 
that means the ultimate order. 


* 





* 









* 





* * 


Behind the salesman’s call is a great chain of information. 
Changes in practice, new ideas, new policies of manu- 
facturing and marketing—all these reach your eye as a 
reader and buyer through the editorial pages. 

And just as the editorial pages point out new methods 
and new opportunities of cost-saving or profit-making so 
the advertising pages reinforce the editorial content with 
their specific information on products, commodities or 
services that will put their new ideas to work in your 
business. 

When you reread this issue think of it not as pages of 
printed paper but as an inventory of information and 
products and service to help its readers—its editorial 
material selected from the best of the present, its advertis- 
ing pages, the paid announcements and descriptions of the 
output of businesses made to serve you as yours is run to 
serve others. 





































dependable products. 















134 THE JOBBER’S[AJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





we T > 
PRODUCTS 


Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord. 





M-26—8 Volt 


T-26—6, 8 and 14 Volt 

_— for both 3 inch and 4 inch outlet 
Ox, 

Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich 





(TRANSFORMERS of MERIT for FIFTEEN YEARS /”.’ 














Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


aN 


Be A Booster 


Tell your friends 
about 


The 


Jobber’s Salesman 














Latest Trade Literature 

National Electrical Manufacturers 
Association, 420 Lexington Ave., New 
York.—The purpose and development 
of the National Electrical Code and 
its relation to electrical manufactur- 
ers is outlined in some detail in a 
recent publication issued by the 
N.E.M.A. The booklet is designated 
s “The National Electrical Code, Its 
Purpose and Development.” The 
book is not a compilation of the rules 
themselves, but gives clearly the 
methods by which they are revised 
and kept modern in order to keep 
pace with improvements and changes 
in the art of wiring and using elec- 
trical equipment and devices. 





American Mechanical Laboratories, 
Inc., Brooklyn, N. Y.—‘‘Micrometric 
Resistance—the Key to Better Radio 
Results” is the title of a new folder. 
“Clarostat’’ resistance controls are 
described. 

Benjamin Electric Mfg. Co., Chi- 
cago.—For convenience in specifying 
and ordering industrial lighting equip- 
ment, the company has prepared a 
handsome new reference wall chart. 
This chart, 22 inches by 281% inches, 
enables one to select at a glance the 



































right type, size and catalog number of 
any Benjamin reflector or other in- 
dustrial lighting equipment. Clear 
illustrations and complete listings of 
the entire Benjamin line are shown 
including the latest developments in 
specialized lighting equipment such as 
the “Intensifier,” ‘‘Projectolite’” and 
new sign lighting reflector. Attention 
has been given to appearance as well 
as serviceability through a harmonious 
color arrangement. Metal re-inforce- 
ment of the chart at both top and bot- 
tom, metal eyelets for wall suspen- 
sion, and varnishing of the printed 


surface add durability as well as a | 





Attention 
Radio Manufacturers 


Manufacturer's agent will rep- 
resent you in Chicago territory. 
Has had six years experience in 
radio merchandising, including 
personal contact with every job- 
ber handling radio in the Chi- 
cago territory. Will consider a 
reliable line of sets or accesso- 
ries. Financially responsible. 

Address, Box AK, 
The Jobber’s Salesman 

53 W. Jackson Blvd., Chicago. 














CROSS ARMS 


seasoned, straight, close grain, 
old growth Yellow Douglas 
Fir. 

SOLD 


in carload lots only, for ship- 
ment by rail or water from fac- 
tory, Bellingham, Wash. 


AT LOWER PRICES 


than prevail for shipments out 
of distributing warehouses. 


FOSTER-WYMAN LUMBER 
COMPANY, 
White Bldg., Seattle, Wash. 




















HOLYOKE WIRES 


Holyoke Products are: 

Single conductor annun- 
ciator wire. 

Twisted annunciator wire 

Multiple conductor | an- 
nunciator wire braided 
cover. 

Weatherproof single con- 
ductor annunciator 
wire, 

Weatherproof twisted an- 
nunciator wire. 

Dew proof -, wire. 

wire, single and 
multiple conductor. 





SPOOLS 


The Holyoke Co., Inc. 


611 New York, N 
30 E. Brandolgh St., Chicago, Yin. 























Wrigley for Quality 


STEEL TOGGLE BOLT 












HOOD RIVETED ON 


Wrigley Toggle Bolts 

Made of heavier gauge steel. 
Can be put pan ag ot smaller holes 
than average togate tt 
First Toggle Bolt made. 


The Thomas Ned. « 
504 Sherman St., C ti , 
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pleasing finishing touch to this well 
handled work. The Benjamin Elec- 
tric Mfg. Co. will gladly furnish 
copies of this new chart to those in- 
terested. 





Knox Porcelain Corp., Knoxville, 
Tenn.—A new loose leaf catalog de- 
scribing the complete Knox line of 
porcelain insulators, wiring devices 
and radio insulators. 





Cutter Co., Philadelphia, Pa.— 
I-T-E circuit breakers and U-RE- 
LITES which operate to protect elec- 
trical circuits, motors and generators 
have certain electrical points of ad- 
vantage which are called to your at- 
tention in a mystifying way by the 
“Mystic Circuit.” Inside of a four 
page folder is riveted a paste board 
circle which can be turned. Around 
the rim are certain questions about 
these devices. Turn the circle until 
the question you want comes under an 
arrow point. Close the folder. On 
the front cover is another circle with 
the answers to the questions printed 
around the rim. In the center is a 
metal pointer that automatically turns 
and points to the answer to the ques- 


tion asked. How does it work? Get | 


one and find out for yourself. 


Wheeler Reflector Co., 275 Con- | 
gress St., Boston, Mass.—A new | 


catalog, dated January 1928 and cov- 
ering industrial reflectors, has been 


issued and supersedes all other list- | 
ings. The book is 386 pages and cover | 
and in addition to the illustrated list- | 
ings contains considerable engineering | 


and sales data. 


Robbins & Myers Co., Springfield, | 
Ohio.—Bulletin No. 1379 is just off | 
the press, showing the golden green | 
finished fans, something new in the | 


line of fan finish. 


Edwin F. Guth Co., St. Louis, Mo. 
—New architectural catalog of light- 
ing equipment complete as to styles 
and periods represented and showing 
representative installations. 


Bryant Electric Co., Bridgeport, 
Conn.—A circular has just been 
issued by this company describing the 
“Alabax” line of porcelain brackets 
and receptacles. It covers supple- 
mentary catalog pages 28A, 28B, 28C, 
and 28D. 























List Price 
ONLY 


$6.00 doz. 


GELATIN 
SHEETS 


List Price 
ONLY 


90c doz. 


Straight or Assorted 
Colors. 


a 


Light screen patented 5-19-25 and 11-23-26 


New TIMBERLAKE Colored Light Screens 


Sell them, Jobbers! Sell better, quicker and less expensive window displays. 
Show display managers in dry goods, ladies’ ready-to-wear, jewelry, drug, candy stores, etc., 
what a boon this new unit is to them. 

The new TIMBERLAKE No. 752-10” Colored Light Screens are made with 
a double screen mesh, hinged together. This allows the mesh to be opened instantly for insertion 
of the colored gelatin sheets. 

These colors (red, green, amber, blue, magenta and yellow) can now be 
changed without removing the screen from. the reflector, and without injury to gelatins, (as il- 


‘lustrated). This screen is instantly adjustable to any size of window reflector up to 10” 


Unusually low priced. Write for samples and generous discounts. 
Patented and manufactured exclusively by 
J. B. TIMBERLAKE & SONS, INC. 
JACKSON, MICH. 
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Make up for time lost in fishing 
wires through conduits by using 
WIRE NUTS 
atthe junctions. They’rethequick- 
est, slickest little joiners you’ve 

ever hooked up with. 

Inside the insulating shell is a threaded 
tube which not only squeezes the twisted 
Y bb wire ends together but bites into them, 
pour jobber making a strong joint and a perfect 
Standard connection. 


ae CoLtT’s PATENT FirE Arms Mrc. Co. 
MOLDED PRODUCTS DIVISION 








use ’em, 
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THE MIRROR PLATE 
IN THE 


ORANGE 


AND 


BLUE 
CARTON 


Made by 


HARING 
SWITCH 
PLATE CO. 


609 Wash. Square Bldg. 
Philadelphia, Pa. 
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RACO 


Improved Box Connector 





A Tap of the Hand to Tighten! 


After the lock-nut is run up with the 
fingers, place the point of a screw-driver 


behind one of the projec- 
tions, and a blow of the 
hand locks it tight. A 
specially designed body 
with full, clean threads 
and a heavy screw with 
a wide slot assist in easy 
installation. The sharp 





Illustrating Catalog No. 1303 
44/'—Set-screw Connector 
Patent Pending 


projections on the flange bite into the box, 
making a positive ground, and prevent 


the body from turning. 
Made in 4’, 3 and 4” 
sizes, in Set-screw Type 
and Squeeze Type. A 
better connector and 
easy installation 
without any increase in- 
the price. 


Roach-Appleton Manufacturing Company 


3440 North Kimball Avenue - CHICAGO 


45 Murray Street - NEW YORK 
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THE MASTER 
LINE IS 
COMPLETE 


TYPE RA 


Single Phase 
Repulsion-Induction 


14-5 H. P. 


TYPE PA 


2 or 3 phase 
Squirrel Cage 
146-7% H.P. 


TYPE SA 


Split Phase 
144 H.P. 


TYPE DM 


Direct Current 


1g-5 H. P. 


Write for Complete 
Price Book 





HE Master Motor Grinder is essentially a standard 

motor with grinding attachments. The combination 
chuck which holds the grinding wheel also has a grooved 
pulley by which the unit can be made to drive any small 
machine for which a 1/4 horsepower split phase motor is 
suitable, such as a fan, small bench drill, jig saw and many 
others. 


The mere fact that the unit can be used for both power 
and grinding makes it different from the large number of 
small grinding units that can be used for grinding only. 


A demonstration of the Master Motor Grinder gets at- 
tention immediately—a very high percentage of sales can 
be made on the first call. This, in itself, opens the door 
to sales on Master Motors. Dealers, and industrials alike, 
are attracted by its low cost, its mirror black enamel finish, 
the portable handle, the toggle switch and its all round 
flexibility. 

It introduces Master 
Guaranteed Motors to the 
trade. 


Write for particulars. 


THE MASTER ELECTRIC COMPANY 


Dayton, Ohio 


STOCKS CARRIED IN PRINCIPAL CITIES 


MASTER TN MOTORS 
Se by diner MASTER oR OT] OO 


ELECTRIC CoO. 
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An Extension Cord 


~that les flat under the rug 


Provides a Remarkable Opportunity 
for Profitable Sales to Housewives 
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HOUSANDS of housewives have been 

wishing for a handy extension cord 
that could safely be run under the rug. 
The New Belden Flat Floor Cord does 
this very thing. It lies so flat beneath the 
rug that it is hardly noticeable, and does 
not cause the rug to wear. 


Provides Convenient Outlets 
Without Tools 


This handy flat extension cord makes it 
easy for housewives to put reading lamps, 
floor lamps, radio power units, fans, toast- 
ers, or other electrical appliances just 
where they want them. It is equal toa 
dozen outlets for convenience. 






CY\e Extension Cord 
that lies flat | 


under the Rug 



















Easy to Use 


Anybody can install the Belden Flat Floor Cord. 
It is provided with a standard plug on one end 
and a standard socket on the other. With 
this cord housewives can adjust the furni- 
ture as often as they please without 
damage to rugs, and with the greatest 
possible convenience. 


A Wonderful Sales 
Record 


The Belden Flat Floor Cord 
has been on the market for 
six months. It enjoys ex- 
tensive sales in many lead- 
ing electrical shops today. 
Not only is it a very prof- 
itable item in itself — it 
also paves the way to sales 
of a wide range of electri- 
cal appliances. 
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The distinctive SELDEN MANU 
Belden ca penne South Western Avenue 
and black carton 
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tive window dis- Belden Flat Floor Cord. 


esting and effec- Please send literature on 
play. l 


oer 
eeeee? 
eee 
eee 
eee? 
cegaeaweee se” 
oe 
eee 
eee 


Rate ad 























oy) 
Y > NS 
: Oo" 4 


2D, @/-" Sg uM 





Vie 


( Ai wT) 





his six competitors were indulging in a price 
war from which all emerged with a loss. 


That is the boiled-down story. of condi- 
tions in a city of only four thousand popula- 
tion. By helping this.contractor to sell high 
class\lighting equipment (“Red Spot” of 
course), both the Jobber and the Contractor 
pocketed profits on quality while their com- 
petitors took losses on price. 


Write, and we'll tell you how this Jobber’s 
Salesman did it. 





The F. W. Wakefield Brass Company 
Vermilion, Ohio, U. S. A. 
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i his Contracto! 
nem \ided By 
Jobber's Salesman, The Wakefield | 
“Red Spot” Office 
Learned to: Sell Lighting Unit 
Le we believe, has been = 
ae thea Pag oe the means of making = 
ns { Dé Rig ht K i171 d more Jobber and Con- : 
i tractor profits than any : 
of Iilumination, recent commercial 
lighting unit. It gives 
) even, almost shadow- 
He Ke pt Bus y less illumination—it is 4 
rich and handsome in - & 
' ? + appearance—it is quick . 
ata } rotit and easy to install— 
it sells readily—and it 
pays you a profit. 





























